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Insurance Agent 
Makes Front Page 
For a Fortnight 


Two Inquiries by New York City 
Departments Into Affairs of 
James Paul Sinnott 


RADIO RESULT OF PROBE 


Other Sechere Read With Interest 
Details of Rival’s Insurance 
Transactions 





PLIGHT OF THE BROOKLYN 
CONTRACTOR 


Not the least interested spec- 
tators of the Sinnott & Canty in- 
vestigations are Charles F. Mur- 
phy, Jr., of 80 Maiden Lane, a 
nephew of the late leader of Tam- 
many Hall, and Herbert J. Mc- 
Cooey, of 44 Court Street, Brook- 
lyn, son of the Brooklyn political 
boss, and both insurance brokers. 
Mayor Hylan lives in Brooklyn 
and so do the Sinnott families. 

In case a Brooklyn contractor 
wants to stand in with the admin- 
istration does he give his insur- 
ance business to Sinnott & Canty 
or to McCooey? One would think 
that the Brooklyn contractors are 
between the devil and the deep 
sea. 











A twenty-six year old insurance agent, 
James Paul Sinnott, is in the unique posi- 
tion of being such a storm center in New 
York City’s political life that he has 
been on the front page of the newspapers 
of this city since May 4, while it looks 
as if he will maintain that publicity posi- 
tion for some time hereafter. 

Furthermore, inquiries are being held 
relative to details of his office (Sinnott 
& Canty, 80 Maiden Lane), by two im- 
portant branches of the city government, 
and the details of one of the investiga- 
tions are being radioed by representa- 
lives of Mayor Hylan. 


How It Started 


It all started when the New York 
“World” on May 4 printed a four col- 
umn article saying that Sinnott & Canty 
are being favored with all sorts of in- 
surance business, particularly bonding, 
by reason of the fact that President 
Sinnott of Sinnott & Canty, is the bro- 
ther of the Mayor's secretary and son- 
I-law; is the son of the Mayor’s water 
supply commissioner, and is the bro- 
ther of the secretary of the board oi 
transportation. The “World” got its 
Preliminary information from Comptrol- 
er Craig, the arch enemy of the Mayor, 
and other papers immediately took it up 
and played up the story as an example 
st the relationship between big business 
M contracting and insurance. 

Comptroller Craig assigned Deputy 

(Continued on page 16) 





























PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 





A corporation which has stood the test 
of time! 143 years of successful business 
operation. World-wide interests. Abso- 
lute’ security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
75 Maiden Lane, New York 



































Satisfied Policyholders 


More than 29% of all business written in 
1924 was placed on the lives of old policy- 
holders. What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 

Men desiring to become agents for a good, old 


line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Founded 1867 Home Office: Des Moines 


























Cathedral Builders 


Each is a cathedral builder—whether he be architect, master mason, 
or apprentice helper. And each is therefore entitled to respect. 

In the institution of life insurance every than and woman, in Field or 
in Home Office, is a builder in the great temple of life. ‘Each is there- 
fore entitled to respect. 

And in this organization the man or woman whose production is 
small is held in the same fraternity as the man or woman whose 
figures are in the million, provided only that conscience, loyalty, and 
industry animate the work. 

We have room for men and women of high ideals, who believe that 
life insurance is one of the supreme forms of social service. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 




















Frick Decision 
Leaves Main 
Question Open 


U. S. Supreme Court Holds Policy 
Proceeds Not Subject 
to Tax 


ACT NOT RETROACTIVE 


Beneficiaries’ ‘Waatel Interest in 
Proceeds Not Established by 
This Opinion 


Decision in the Frick case, awaited 
with the keenest interest by the life in- 
surance fraternity because of its effect 
upon the writing of large policies, was 
made by the U. S. Supreme Court Mon- 
day when, in an opinion by Justice 
Holmes, the proceeds of the policies paid 
to Henry C. Frick’s wife and daughter, 
were held not taxable. The decision did 
not go beyond holding that the act of 
Congress under which the tax was lev- 
ied was not retroactive, that it did not 
apply to those particular policies. The 
big question as to the right to tax pro 
ceeds payable to named beneficiaries is 
not settled by Justice Holmes’ opinion. 
Also the opinion held that it was not 
necessary to go into the constitutionality 
of the act as affecting policy proceeds. 
It still remains to be decided that the 
beneficiary has a vested interest in the 
proceeds with reference to their taxa- 
bility on payment. 

An unusually large number of briefs 
were filed in the case with the consent 
of the court. Among them were briefs 
by counsel for William Waldorf Astor, 
several large estates in different parts of 
the country, and William Marshall Bul- 
litt appeared for the Association of Life 
Insurance Presidents. 

Justice Holmes’ opinion follows: 

The Decision 

“This is a suit by the executors of 
Henry C. Frick to recover the amount 
of taxes collected by duress under the 
supposed authority of the revenue act 
of February 24, 1919, C. 18; 40. stat. 
1,057, on the ground that the act is un- 
constitutional, so far as it purports to 
tax the matters here concerned. The 
District Court gave judgment for the 
plaintiffs for the whole sum demanded. 
(298 Fed. Rep. 803.) The case was tried 
without a jury and the court adopted 
as its findings among others the follow- 
lowing facts, which were agreed: Henry 
C. Frick died on December 2, 1919, an: 
his will was admitted to probate on De- 
cember 6. There were outstanding poli 
cies upon his life, four payable to his 
wife and seven to his daughter. The 
total amount received under them was 
$474,629.52, and as his estate, apart froim 
this, was more than $10,000,000, an addi 
tional tax of $108,757.88, or 25 per cent 

(Continued on page 6) 
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1—The record for the largest number of applications ever written in a single 
month is now held by Raymond L. Korndorfer, representing the AEtna 
Life Insurance Company through the Hart & Eubank Agency in the 
Bronx. 


2—Mr. Korndorfer won this record by writing and examining during April 
560 applications, ranging from $1000 to $250,000. 


3—The total volume written by Mr. Korndorfer during this campaign is 
$1,264,000. 


4—-Mr. Korndorfer’s record of 560 applications in one month will no doubt 
stand for many years. 
applications. 


“IT PAYS TO HAVE AN ACCOUNT WITH THE AETNA” 


HART & EUBANK, General Agents 
AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 


The nearest approach to this number is 516 




















J i 











May 15, 1925 





Page 3 








General Agents of 
Equitable Confer 


HOMANS NEW HEAD OF ASS’N 





President Day and Other Executives 
Speak; Pay Tribute to Late 
Charles Jerome Edwards 





The General Agency Association of 
the Equitable Life Assurance Society, 
which started fourteen years ago, held 
its annual meeting from May 7 to 9 at 
Atlantic City, N. J. Retiring President 
E. M. Crutchfield of Richmond presided 
at the business meeting Thursday night. 
The following morning some 35 general 
agents gathered for an intimate confer- 
ence with President Day, in which he 
traced the growth of the company dur- 
ing his administration and the outlook 
for the future. Edward A. Woods, 
Pittsburgh, gave a fitting response to 
President Day’s message. 

A feature of the meeting was the re- 
spect paid to the late Charles Jerome 
Edwards, in memoriam being presented 


by Courtenay Barber of Chicago. Mr. 
Barber, in paying his tribute to Mr. 
Edwards, said that, although he had 
died, his spirit was still living in the 
Equitable. 

Saturday morning was devoted en- 
tirely to addresses by officers of the 


company. Secretary William Alexander 
spoke on the advantages of an income 
policy, followed by a talk along actu- 
arial lines’ by Second Vice-President 
Robert Henderson. Short addresses 
were also made by Second Vice-Presi- 
dents W. E. Taylor,. William J. Graham 
and John A. Stevenson. W. G. Fitting, 
superintendent of agents, promised his 
fullest co-operation to the agents in the 
field. “Agency Vice-President Frank H. 
Davis closed the conference with one of 
his typical inspirational talks. 

Sheppard: Homans, general agent for 
the company in New York, was elected 
president-of the association for the com- 
ing year. Other officers are Vice-Presi- 
dents, J. D. E. Jones, George A. Rath- 
bun, Mattin Ford, Herman Moss, Fred 
S. Goldstandt and William J. Keating; 
secretary, Thomas B. Sweeney; treas- 
urer, Frank L. Levy; executive commit- 
tee, E. M. Crutchfield, chairman, W. J. 
Roddey,. C.. E. Townsend, FE. A. Woods, 
F, W.. Fuller, Henry J. Powell and Cour- 
tehay’ Barber, 





INCLUDES MODIFIED LIFE 





Prudential Removes Limitation Exclud- 
ing This Form From Salary 
Allotment Plan 


The Prudential has notified its repre- 
sentatives that -hereater they may in- 
clude the “Modified Life” policy among 
the forms that may be written under 
the salary allotment plan. The rule as 
to. minimum amount of insurance under 
this policy will be the same as in the 
case of regular individual policies. 





HEADS SALES PROMOTION 
The Aetna Life has appointed Harry 
FE. Houghton as head of the advertising 
and sales promotion work of the com- 
pany. Mr, Houghton came from the 
Life Insurance Sales Research Bureau. 
Previously he was with the Burroughs 
Adding Machine Co., in charge of sales 
Promotion. He is a Canadian and was 
educated in Ottawa. 





Philadelphia Life Men Meet 

for Election of Officers 
_The Philadelphia Association of Life 
Underwrjters .beld its dinner meeting last 
night at which time the new officers were 
elected. Hon. William I: Schaffer, justice 
of the Supreme Court of Pennsylvania, 


Was the speaker. President Paul Loder 
presided. 






DANGEROUS TAX RULING 





Bringing Proceeds Under Estate Tax 
‘ Section That Have Been Exempt 
May Disturb Existing Business 


A new ruling by the Internal Revenue 
Bureau as to the taxability of insurance 
proceeds under the estate tax section of 
the Revenue Act is regarded as having 
possibilities of very harmful effects. The 
new ruling is so worded that it seems 
to carry the intent to tax proceeds of 
policies under assignment that have 
been exempted heretofore. Lawrence 
Priddy points out that this ruling might 
be used to disturb large amounts of 
existing insurance. The ruling reads: 


(No. 12,211) Reg. 68, Art. 25. TAXABLE IN- 
SURANCE.—The statute provides for the in- 
clusion in the gross estate of insurance taken 
out by the decedent upon his own life, as fol- 
lows: (a) All insurance receivable by, or for 
the benefit of, the estate; (b) all other insur- 
ance to the extent that it exceeds in the ag- 
xgregate $40,000. 

The term “insurance” refers to life insurance 
of every description, including death benefits 
paid by fraternal beneficial societies, operating 
under the lodge system. Insurance is deemed 
to be taken out by the decedent in all cases 
where he pays all the premiums, either di- 
rectly or indirectly, whether or not he makes 
the application. On the other hand, the insur- 
ance is not deemed to be taken .out by the 
decedent, even though the application is made 
by him, where all the premiums are actually 
paid by the beneficiary. here a portion of the 
premiums were paid by the beneficiary and the 
remaining portion by the decedent the insurance 


will be deemed to have been taken out by the ~ 


latter in the proportion that the premiums paid 
by him bear to the total of premiums paid. 
Where the decedent takes out insurance in 
favor of another person or corporation as col- 
lateral security for a loan or other accommo- 
dation and, either directly or indirectly, pays 
the premiums thereon, the insurance must be 
considered in determining whether there is an 
excess over $40,000. The amount of the loan 
outstanding at decedent’s death, with interest 
accrued thereon to that date, will be deductible 
in determining the net estate. (See Art. 29, 
No. 12,224.) 

Insurance payable to beneficiaries other than 
the estate, or for the benefit of the estate, need 
not be included in the gross estate of a de- 
cedent who died before the effective date of 


Vitle IV of the Revenue Act of 1918, but where 
policy of 


the decedent assigned a insurance 


INSURANCE STOCK BOOM 





Hartford Company Securities Jump in 
Price; Connecticut General Up 
115 Points to 1250 


Life insurance company stocks were 
the feature of the Hartford Stock Ex- 
change this week with the Connecticut 
General a feature as it rose 115 points 
to a new high price. Travelers advanced 
forty points since Saturday on active 
demand and scarcity of stock. Aetna 
Life showed an advance on urgent bid- 
ding from 1135 to 1250 and closed with 
a bid of 1250 and none offered. In 
July, last year, it sold for a little over 
800. 





LIBERALIZES GROUP 
West Coast Life Doubles Individual 
Limit and Removes Charge for 
Most Hazardous Occupations 


The West Coast Life of San Francisco, 
has doubled its limits on individual lives 
for group life without medical examina- 
tion, the new limits being $10,000. The 
company has also removed the additional 
charge for hazardous occupations in most 
cases. About three-quarters of the in- 
dustries formerly considered hazardous 
are removed from that classification, 





VISITS RICHMOND 
Stephen Ireland, superintendent of 
agents of the State Mutual of Worces- 
ter, was a recent visitor in Richmond, 
Va., conferring with John C. Goode, 
Virginia general agent for the company, 
relative to agency matters. 








payable to or for the benefit of his estate, or 
caused it to be made payable to a_ specific 
beneficiary in contemplation of or intended to 
take effect in possession or enjoyment after his 
death, it should be included if the assignment 
or change did not amount to a bona fide sale 
or a fair consideration in money or money’s 
worth, 











New Paid Business, 1924 - - 


Admitted Assets - - - = 
Liabilities - - + © = -@ 
Surplus and Dividend Fund - 
















for the Company. 


50 UNION SQUARE 











ANNUAL STATEMENT 


The Guardian 
Life Insurance Company 


OF AMERICA 


Established 1860 under the Laws of the State 


Insurance in Force, December 31, 1924 - - - - 


Paid to Policyholders and Their Beneficiaries - - 
The above figures taken from the 65th 


show that 1924 was another year of progress and prosperity 


For information concerning Agency opportunities, address: 


T. LOUIS HANSEN, Vice-President 


Home Office 












of New York 


- = + «+ « § 45,251,784.00 
250,179,130.00 
48,464,593.38 
42,524,200.53 
5,940,392.85 
6,382,080.70 


Annual Statement 


NEW YORK 



























Shanghai Man Tells 
How Chinese 
Are Insured 


ASIA LIFE MAN TALKS HERE 





Policies Written in Many Currencies; 
Careful Check on Deceased; Col- 
lege Men Agents 


A. K. of 


Taylor, of Shanghai, secretary 
of the 


China Mutual Life, which has 
branches all over China and which is 
American-owned, gave an unusually in- 
teresting talk on insurance in that great 
country before the Life Underwriters’ 
Association of New York on Tuesday 
night. What particularly fascinated the 
crowd was Mr. Taylor’s description of 
salesmanship to the celestials and the 
care exercised by the companies there 
to see that the correct identity is made 
of the deceased. 

The Chinese are not natural born 
salesmen; and an impression prevailed 
that they were not particularly inter- 
ested in their families and bought life 
insurance only for investment reasons. 
It is true that a great many of the com- 
panies largely sold endowment insur- 
ance and told tall stories about payments 
at maturity, much to their distress later 
on as the Chinamen are marvelous 
mathematicians and it is difficult to 
satisfy their expectations of what they 
believe a policy should return at ma- 
turity. The Asia Life is selling quite 
a large number of forms and it is even 
paving the way for small-sized policies 
of $500. 

The Chinaman is not happy when he 
encounters sales resistance. The Chi- 
nese salesmen of the Asia Life are 
largely recruited from colleges and are 
very intelligent men. Some salesmen 
shiver so at the prospect of a direct in- 
terview that they want to sell a person 
through a third party. However, they 
are gradually being trained into Amer- 
ican methods. 


“Death” Talk Barred 


Chinamen will not talk about death, 
but all of them are anxious to have im- 
posing funerals, so the salesman evades 
the death argument and dwells upon the 
funeral ceremony which the life insur- 
ance payment can make important. 

When Mr. Taylor first went to China 
the natives all looked alike, but. after 
awhile, he said, one can recognize faces 
the same as over here. The life com- 
panies take great pains about identifi- 
cation. They even get such identifica- 
tion from friends of the insured who 
personally agree to be responsible for 
the death payment if it be proved that 
they swore that the man insured was 
the one who died when he was not. 

The Asia Life has no trouble with its 
investments, part of which are in real 
estate bonds in the foreign settlements 
of the treaty ports. These settlement 
zones are limited in size. With the con- 
stantly growing population real estate 
values grow and the investment is a very 
sound one. There are other good in- 
vestments, such as waterworks, bonds, 
etc., paying high rates of interest, and 
the big banks also make a large return 
for deposits. 

The policies written are payable in 
many kinds of currencies, including gold 
dollars, Mexican dollars, yens,  taels, 
French frances, pounds sterling, ete. 

Mr. Taylor said that there was 
polygamy in China and some of the 
natives have four or five wives. Insur- 
ance companies avoid mix-ups with the 
beneficiaries by legally recognizing wife 
No. 1. 

J. Elliott Hall, of the Penn Mutual, 
gave an unusually interesting demonstra- 
tion of income insurance. 

Lawrence Priddy, of the New York 
Life, made a short explanation of the 
Frick decision and intimated that there 
would be another case carried to the 
Supreme Court. 











VDF 


THE EASTERN 


Secs ewer, 
















May 15, 1925 











Winston Churchill’s Speech Presenting His. New 


Social Insurance Scheme 


_ Hk EASTERN UNDERWRITER has received the 


3ritish newspapers giving in 


full Winston Churchill’s speech in presenting his first budget, in which he outlined 


the new insurance scheme, the chief features of which were given in THe Eastern 


UNDERWRITER last week. 


The account of the Chancellor of the Exchequer s speech as 


given by the London “Daily Telegraph” follows : 


Security for Wage Earners 


We are now in a position to resume our 
march upon the two main objectives— 
security for the home of the wage earner, 
and encouragement for enterprise by the 
relief of taxes on income. Now we can 
move forward with our wagons and our 
field carts replenished, if not with an 
ample, at any rate with an adequate, sup- 
ply of shot and shell. Security for the 
homes of the wage earners against ex- 
ceptional misfortunes is the first thing. I 
do not blame the right hon. gentleman op- 
posite for his remissions on tea and sugar, 
but | differ from him in thinking that this 
was the best use that could have been made 
of the enormous power represented by 
£30,000,000 of revenue in the hands of the 
State. The average British workman in 
good health, in full employment at standard 
rates of wages, does not regard himself 
and his family as objects of compassion. 
It is when exceptional misfortune descends 
upon the cottage home that the slender 
margin upon which it floats is for the first 
time revealed. A year of misfortune, of 
distress, of unemployment, above all, the 
loss of the breadwinner leaves this once 
happy family in the grip of the cruellest 
calamity; furniture household — effects, 
gathered together by thrift, years of toil 
in the prime of life, scattered and dis- 
persed in a few months for a tithe of 
their value. The waste is inconceivable, 
degenerating into havoc, and takes place 
whenever a lamentable catastrophe of an 
exceptional character falls upon the other- 
wise happy, free, and prosperous work- 
man’s home. Most painful of all is the 
position of the widow with several young 
children, left absolutely upon her own re- 
sources with a few pounds and a few be- 
longings. It is idle to say that the threat 
of adversity is a necessary factor in stim- 
ulating self-reliance. The threat of ad- 
versity has been active all these years, and 
in the upshot no effective provision has 
been made by the great mass of the labour- 
ing class, for all their efforts, for their 
wives and families in the event of their 
death. I am not reproaching them. The 
circumstances of their lives, the problems 
of existence, regular daily work have not 
left them with the strength or the means, 
or the foresight, or habit, of making such 
provision. 


To change into a military metaphor, ‘it 
is not by the sturdy marching troops that 
extra rewards and indulgencies are needed 
at the present time, it is by the straggler, 
the exhausted, the weak, the wounded, the 
veterans, the widow and the orphans—it is 
upon them that the ambulance of the State 
and the aid of the State should as far as 
possible be directed. The old laissez faire 
or laissez aller ideas of mid-Victorian 
Radicalism—(laughter )—have been super- 
seded, and no one has done more to super- 
sede them than Mr. Lloyd George. I am 
proud to have been associated with him 
from the very beginning of those large 
insurance ideas. They have been super- 
seded by modern conceptions of scientific 
State organization. The conceptions of 
the Labour party, of course, we know, but 
they are conceptions which are held not 
less earnestly and more practically on this 
side of the House. 


Pensions at 65 
A few years ago my right hon. friend 


the Prime Minister, when he was Chancel- 
lor of the Exchequer, appointed a com- 


mittee of experts to examine into the 
possibility of old-age pensions at an earlier 
aye than 70, and of widows’ pensions. 
Governments came and went, elections 
were won and lost, but the committee con- 
tinued to labour in the deepest recesses of 
Whitehall, and in the end all the actuarial 
and administrative positions were fully 
surveyed, and an immense mass of in- 
formation and material was collected. The 
scheme of insurance we have now decided 
to inaugurate has been erected on that 
basis. Without that preliminary work 
which was done it would not have been 
practicable to deal with this matter this 
year and perhaps not next year. 

Any scheme to be of any use must be 
contributory. (Opposition interruption. ) 
I will give a word of caution to hon. mem- 
bers. Before they deride this scheme or 
commit themselves to an attitude of deri- 
sion, let them make quite sure what it is, 
let them make quite sure how great are 
the masses it affects in a favourable sense. 
Any scheme, | say, must be contributory, 
must be compulsory, and, above all, must 
cover virtually the whole area of the wage- 
earning population. This area is broadly 
represented by 15,000,000 people who are 
at present insured under the Health In- 
surance scheme of Mr. Lloyd George. 
Those 15,000,000 contributors represent 
over 30,000,000 with their dependents, or 
70 per cent. of the entire population of the 
islands. The first question is this: What 
burden of additional contribution can be 
paid in existing circumstances and shared 
between employers and employed? We be- 
lieve that 4d for men and 2d for women 
can be assumed by both parties, employ- 
ers and employed, in the circumstances of 
our national life at the present time. 

Mr. SEXTON (Lab.-Soc., St. Helens) : 
In addition to what they pay at the pres- 
ent time? 

Mr. CHURCHILL: 
we believe. 

Mr. RAMSAY MacDONALD (Lab.- 
Soc., Aberavon): Is it 4d and 2d each 
from the workmen and the employers? 

Mr. CHURCHILL: Yes, 4d from the 
workman and workman’s employer, 2d from 
the working woman and 2d from the work- 
ing woman’s employer. We bear in mind 
in the case of the workman and working 
woman the very large remission of taxa- 
tion which was made by Mr. Snowden 
last year. He made these great remis- 
sions on tea and sugar, and the relief 
granted by him provides the fund out of 
which the contributions of the workers 
can be paid. That is his share in the gen- 
eral architecture of the scheme, if he cares 
to claim it, but only if he cares to claim tt. 

The case of the employers is more dif- 
ficult, because we know how heavy the 
burdens are on our productive industries. 
While the deficiency period lasts 10d per 
week is required from the employer and 
Od from the man. That is an enormous 
burden, but we believe that this period is 
temporary, and once unemployment has 
fallen to the neighborhood of 800,000 then 
the deficiency period will rapidly pass away 
and the contributions of employers and 
workmen fall from 10d to 6d and 9d_ to 
6d respectively. 

I hope to provide the employer with 
certain resources’ which will enable him 
to meet this extra burden, and which will 
be! a=proper counterpoise in direct taxa- 
tion to the immense remissions of indirect 
taxation which Mr, Snowden made this 


Yes; that is what 


time last year. If everybody in the ambit 
of health insurance had from the age of 
{6 onwards contributed 4d per week and 
had had 4d a week contributed by their 
employers; and with women at half-rates, 
a self-supporting scheme would now be in 
operation which would afford 10s_ to 
widows, with allowances to orphans and 
ordinary children, and, secondly, 10s a 
week to all insured persons and their wives 
from 65 years onwards. But such a 
scheme is not in existence, and the vast 
majority can never contribute on any 
scale sufficient to pay for benefits on this 
scale. Left to its own resources, the 
scheme could not be brought into full 
operation for many years, and a whole 
generation of men and women might toil 
their lives out before the distribution of 
benefits would be wide enough sensibly to 
raise the general level of comfort among 
the masses. 

Here, then, is where the State or capital- 
ist State, with its long and stable finance, 
with its carefully-guarded credit, can 
march in to fill the immense gap. The con- 
tribution of the State will enable the whole 
scheme to be brought rapidly into opera- 
tion, and we intend to bring it into opera- 
tion in successive stages beginning on 
Jan. 4, 1926. (Cheers. ) 

The Cost to the State 


The present capital value of the addi- 
tional liability to be undertaken by the 
State under the scheme has been computed 
at nearly £750,000,000. Before the Com- 
mittee can be asked to bind upon them- 
selves and future Parliaments this formid- 
able loan, we must look not only to the 
next few years but also let our minds 
roam into remote periods of the future, 
which we shall not see ourselves but for 
which we have a solemn responsibility. 

Here | have to make a very unexpected 
and disagreeable digression. The new 
pensions cost of the new scheme is not 
the only great impending charge we have 
to face. Quite apart from the new pen- 
sions scheme the actuaries who examined 
this matter have discovered and predict a 
very great growth in the existing non- 
contributory scheme of old-age pensions. 
The cause of this is not improvements 
made by the late Administration, but the 
fact that we are now entering on periods 
seventy years away from the great ex- 
pansion of the population which took place 
in Victorian times. Moreover, we are 
now entering and living in a period when 
the span of human life has been merciful- 
ly prolonged. The census of 1891 showed 
5,200,000 persons between the age of 40 
and 60. The survivors of those persons 
are the old-age pensioners of to-day. The 
census of 1921 showed not 5,200,000, but 
9,700,000 persons between the age of 40 
and 60, and the survivors of those persons 
will be the old-age pensioners twenty, 
thirty, or forty years hence. (Laughter.) 
The tendency to a larger proportion of 
old people is steadily increasing, and the 
actuaries assure me that the existing cost 
of old-age pensions on the present basis 
in fifty years’ time will be more than 
double what it is at the present time. At 
present it is £27,000,000- in ten years’ time 
it will be £36,000,000; in twenty years, 
£40,000,000; in thirty years, £54,000,000; 
in fifty years, £60,000,000—without any 
addition of any sort or kind by any Gov- 
ernment. This island in thirty years’ time 
will have more than double its present 
number of old and feeble people, and it 
will have to support them with an active 
population a little larger than it is to-day. 

None of this was foreseen—perhaps none 
of this could be foreseen—when the non- 
contributory scheme of old-age pensions 
was started in 1908. I have to. take these 
figures into account in framing the finance 


of the new scheme. It is provided that 
the contributions of the employers and 
employed shall be raised by 1d for each 
for men and 4d for each for women, after 
the tenth, twentieth, and thirtieth year of 
the scheme, up to a maximum in 1956 of 
7d on each side. I am seeking to make 
sure that, whatever Parliament there may 
be, whatever party they may be ruled by, 
they shall be free to keep the finance of 
this matter in control and in hand. On this 
basis the cost to the State of the new 
scheme will still be heavy, but it will be 
definite, and it will be controllable by 
Parliament without a breach of faith. By 
the tenth year the cost to the State will 
be £15,000,000; by he fifteenth year, £20,- 
(00,000; and by the twentieth year, £24,- 
000,000. That is the peak. By the thirty- 
fifth year the burden will have declined 
to £21,000,000, and thereafter it slowly 
passes into periods too speculative for us 
to follow. 


A Self Supporting Class 


If the Parliaments of the future adhere 
to the three decennial increases of a penny, 
the whole system of old-age pensions, not 
only the new scheme, but the existing non- 
contributory scheme as well, will gradually 
go on to a self-supporting basis; that is 
to say, that new entrants at 16 years of 
age, after the year 1956, will, with the 
help of the employers’ contributions, pay 
not only for all their own benefits under 
the new scheme, but for their old-age pen- 
sions after 70 as well. In eighty years, 
therefore, when the great majority have 
contributed from the age of 16 onwards, 
the new scheme and the existing scheme 
will be on a wholly self-supporting basis, 
so far as the great mass of the popula- 
tion is concerned. The State will still be 
called upon to pay nearly £90,000,000 a 
year, but that will not be for the benefit 
of the scheme. It will represent the interest 
on the cost of bringing this scheme into 
immediate operation without waiting for 
a whole generation until an adequate capi- 
tal fund has been accumulated. That is 
the great division of burden which we 
make between the contributors and the 
State, and it is our guiding principle. Ac- 
cording to this principle the contributors 
will pay for benefits, and the State will 
pay for making those benefits immediately 
available in our own time instead of wait- 
ing until we have all passed from this 
sphere. This principle, after 1956, will 
apply fully not only to the new scheme, 
but to the old-age pensions scheme as well. 


The Burdens of Coming Years 


Let us now see the charges to the State, 
both for the new scheme and for Old Age 
Pensions. At present we are paying £27,- 
(00,000 a year for Old Age Pensions. At 
the tenth year the new scheme will cost 
£15,000,000. Old Age Pensions £36,000,000, 
total £51,000,000. At the twentieth year 
the new scheme will cost £24,000,000, Old 
Age Pensions £46,000,000, total £70,000,- 
000. At the thirty-fifth year the new 


scheme will cost £21,000,000 Old Age Penr, 


sions £56,000,000, total £77,000,000. Are 
we justified in laying these charges upon 
posterity ? 
Here I would remind the Committee 
of the descending scale of war pension 
expenses to which I designedly referred 
at the beginning of my remarks. We are 
paying £67,000,000 for war pensions this 
year. In ten years they will have fallen 
to £43,000,000, a saving of £24,000,000 a 
year. In twenty years they will fall by 
£35,000,000, in thirty years they will fall 
by £45,000,000, and they will be virtually 
extinguished in fifty years. And so when 
we compare the ever-rising expense of _the 
new scheme and of Old Age Pensions 
with the ever-falling cost of the existing 
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charges of war pensions, we find that the 
fall of the war pensions in every year, and 
at every stage, largely exceeds the new 
pension scheme, and that at every stage 
it balances, or nearly balances, both the 
new pension scheme and the Old Age Pen- 
sion scheme put together. So that at the 
worst we have no need to expect greater 
burdens than those we are supporting at 
the present time. By the time that the 
growing relief from the decline of war 
pensions has come to an end we shall have 
paid off our American debt, and another 
£35,000,000 to £40,000,000 a year will in- 
ure to the relief of our successors. There- 
fore in nothing we are now doing are we 
acting in an improper sense towards 
posterity. 

The new pension scheme will cost noth- 
ing to the Exchequer in the first year; 
there is a profit, and large surpluses accrue 
in the next two years, which will be carried 
to the credit of the scheme. It is only 
from the third full year that the charge 
begins to operate. It begins at about £4,- 
000,000 a year, and it rises in the tenth 
year to £15,000,000. But I feel very strong- 
ly, and it is the view of the Government, 
that this Parliament should not be gen- 
erous at the expense of other Parliaments; 
that we should not have the advantage, or 
the honour, of introducing a great new 
scheme of this kind and leave the bulk of 
the burden to be borne by the next Parlia- 
ment or the next after that. Therefore we 
have decided to spread the payments even- 
ly over the whole of the first decennial 
period, and I shall defray the charges of 
this scheme by ten annual instalments ap- 
proximately equal. They will be approxi- 
mately equal instalments of £5,750,000 a 
year, beginning from the year 1926. That 
is a new charge, and it is for that reason, 
amongst others, that I have fortified the 
revenue to meet it. 


Summary of Benefits 

I purposely refrained from giving de- 
tails of the bill. It will be presented to 
the House by the Minister for Health. 
The bill is ready, it is printed, and we 
await only the first convenient break in 
the Budget discussions to place it before 
the House. It will be sufficient to-night if 
I sum up the benefits in general terms. 

(1) The widows of all men insured in 
the National Health Insurance Scheme 
who are insured in the new scheme who 
die after Jan. 4, 1926, will receive 10s a 
week for life; and the eldest child will 
receive 5s and the other children 3s until 
they reach the age of 14. Every wife of 
an insured man and every child over an 
area of 70 per cent. of the population— 
will have that security behind them from 
Jan. 4 next. 

(2) All existing widows of men insured 
under National Health Insurance who are 
now mothers—those’ who have contributed 
—have the pension for life as widows; and 
those who have not contributed, and in 
the nature of things never can contribute, 
are only pensioned when they are widowed 
mothers, that is when they have children 
under 14 with them. All existing widows 
of men who were insured in the ambit 
of National Health Insurance and who 
are now mothers, and on behalf of whom 
no contribution has been made or ever 
can be made, will receive, as a free gift 
from the State, the same benefit and the 
same allowance in respect of children as 
the now insured class will get after Jan. 
4. These pensions will begin from Jan. 
4, 1926, and will continue not for life but 
till the youngest child reaches the age of 
14, and for six months’ thereafter. This 
provision affects 200,000 widowed mothers 
and 350,000 children as from Jan. 4. Ex- 
isting and future orphan children will re- 
ceive allowances of 7s 6d a week and 6s 
for the second orphan in the family. 
Thirty thousand of such children will be 
affected from Jan. 4. 

(3) From Jan. 6, 1928 (two years after), 
all contributors, male and female, who 
have been contributors to Health Insur- 
ance for five years, and who will have paid 
under the new scheme two years’ contribu- 
tions—that is less than £1 a year in the 
case of men and 10s for women—who are 
over 65 years of age, or who subsequent- 
ly reach 65, will receive 10s a week with- 
out any means test or disablement of any 
kind. The same benefits at 65 will be given 
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to the widows of contributors who have 
entered upon pensions. If a man_ has 
entered upon a pension and his wife reaches 
65, she will receive another pension of 
10s a week in consequence of his pension- 
able rights. 

(4) The introduction of pensions at 65 
has decided us to sweep away altogether the 
restrictions, impositions, and means tests— 
(cheers)—upon persons now over 70 who 
were insured under the Health Insurance 
scheme; that is to say, who were in the 
industrial area until they were 70. There 
are about 100,000 persons affected. They 
will also receive as a free gift from the 
State the right to become old-age pen- 
sioners, from which they are now debarred. 
I am informed there are 75,000 men over 
70 qualified in every way for old-age pen- 
sions, but who, because they are earning 
wages, are not allowed to receive them. 
That will all be swept away. 

After this Act is in operation it will be 
nobady’s business what means they have 
if they are in the industrial area, and it 
will be nobody’s business how they em- 
ploy their time. July 1, 1926, is the date 
appointed for this reform, but the Min- 
ister of Health informs me that it will 
be only with the utmost strain of effort 
by the department that all the necessary 
inquiries can be carried through by that 
time. 


“Such Are the Miracles” 


T cannot pass from this subject on the 
first occasion of presenting it to Parlia- 
ment without attempting an example of 
the scale of pensions which this new 
scheme affords. 

AN HON. MEMBER: 9d for 4d! 

Mr. CHURCHILL: There is no need 
for over-statement. The facts and figures 
which are supplied me by fhe Government 
Actuaries’ Department are frankly incred- 
ible. A man of 20 will obtain under this 
scheme for 4d a week benefits which are 
actuarially worth 1s O%d a week. The 
same henefits would cost a man of 30 1s 
8IAd, a man of 40 2s 814d, a man of 50 
4s 11d, and a man of 60 t6s 8d. Now all 
will receive it equally for the payment 


of 4d. An employed woman will pay half 
contributions, but, in the nature of things, 
the major part of the benefit of the scheme 
goes to widows. I take as a supreme ex- 
ample the case of a man of 35 in insur- 
ance who dies after Jan. 4 next leaving a 
widow and three children all under 5 years 
of age. The benefits which this widow 
and children will receive, allowing for 
the fact that the pension ceases on remar- 
riage, are worth in capital value £600 
sterling; that is to say, as much as the 
maximum sum awarded under the Work- 
men’s Compensation Act to the widow of 
a man who is killed in a terrible accident. 

Such are the miracles—I can call them 
nothing less—of nation-wide insurance. 
We could quite easily have spread it over 
the life of the pensioners and secured a 
large and substantial revenue in the inter- 
val which could have been devoted to the 
reduction of direct taxation and relief of 
the direct taxpayers who, after all, pay 
two-thirds of the whole pension. We have 
deliberately decided not to do it, but to 
use this diminishing charge as a great in- 
strument and lever to bring this new 
scheme into existence and turn it to an- 
other, and I think even better, purpose. 

If I may stray for a moment from the 
dusty high road of facts and figures on 
which we have been marching, and have 
still to march, and turn aside into the 
path of fancy, I would say that I like this 
association of this new scheme of widows’ 
pensions and pensions at 65 with the dy- 
ing out of the cost of the war pensions. 
I like to think that the sorrow and sacrifice 
and the suffering have been the seed from 
which a strong tree will grow, under 
which, perhaps, many generations of Brit- 
ish people may find shelter against some 
of the storms of life. It is by far the 
finest war memorial you can set up to 
those who gave their lives, their limbs, 
their blood, and who lost their health or 
dear ones in their country’s cause. 


Imperial Preference 


I have now reached the agreeable and 
comparatively easy task of distributing the 
surplus of near £37,000,000. I have 
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of the new business is- 
sued by The Northwest- 
ern Mutual Life Insurance Company in 1924 
was upon applications of members previously 
insured in the Company. 
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weighed all the different alternatives, and 

have done my best to make the de- 
cisions submitted to my colleagues in the 
Cabinet, recommendations which I thought 
would be most effective and most help- 
ful to the country at the present time. First 
of all there is the policy of Imperial Pref- 
erence. It is our policy to give effect to 
the proposals of the British Government 
at the Imperial Economic Conference of 
1923 in so far as those recommendations 
do not involve any new or additional duties 
upon food of any sort or kind. 

Accordingly, I now submit to the Com- 
mittee proposals for the removal of the 
existing duties on Empire dried fruits, for 
an increase in the preference on Empire 
tobacco from 1-6th to 1-4th of the full 
duty. And here I may say that I have re- 
ceived assurances from some of the great 
tobacco companies that this Empire pref- 
erence will lead to wholly Empire tobacco 
being placed on the market at 'd less 
retail than at the present time. 

I propose an increase of the preference 
on heavy wines from 1-3rd to 2-3rds; an 
increased preference on the surtax on 
sparkling wines from 30 per cent. to 50 
50 per cent. 

So far as sugar is concerned we propose 
to restore the preference to the level it 
was before the reduced duty of last year, 
namely, 4s 344 d per cwt., and also to pro- 
vide that the preferece shall remain for 
ten years, or so long as the full duty does 
not fall below that level. This is the second 
time I have proposed a ten years’ gua- 
rantee on sugar preference to Parliament. 
I announced it in 1921. It was reprobated 
and repudiated in my absence by Mr. Snow- 
den in 1924. Nothing has occurred to alter 
our view as to the importance and need 
of giving a sense of security to the produc- 
ers of Empire sugar, so that it will enable 
them to make their plans with something 
definite to look forward to in the future. 
We propose to give the sugar producers 
that security and to invest the undertak- 
ing with statutory sanction. July 1, 1925, 
will be the date when that comes into 
operation. 

The loss to the Revenue of the whole 
of these Imperial preferences will be £1,- 
470,000 in the first year and 1,720,000 in 
a full year. We have thus carried out 
every pledge in the fullest and most precise 
manner given at the Imperial Economic 
Conference, subject also to those other 
pledges given at the General Election in 
regard to the taxation of the necessary 
foods of the people. 





CANCELLATION FOR CONDUCT 





Government Stops War Risk Payments 
to Beneficiary on Grounds of Im- 
moral Conduct; Case Appealed 


Whether or not the United States 
Government had a right to cancel a war 
risk insurance policy for alleged immoral 
conduct on the part of the beneficiary is 
the question involved in a case pending 
in the United States Circuit Court of 
Appeals at Richmond in which argument 
was heard last week. The case is from 
the District Court at Norfolk where de- 
cision was given in favor of the govern- 
ment. 

The policy in question was issued for 
$10,000 in February, 1918, to Stephen 
Constovich, a member of the crew of 
the collier Cyclops which disappeared in 
the South Atlantic seas the following 
month leaving no trace as to its fate or 
members of the crew. Five months 
later, the Government began paying 
Mrs. Kathleen Constovich, widow of 
Stephen Constovich, the monthly sum 
of $5750. She continued receiving a 
check of this amount monthly until July 
12, 1921, when she was notified that be- 
cause of alleged immoral conduct she 
had forfeited right to the insurance. The 
policy was cancelled as of September 17, 
1920, and the government sought to re- 
cover the payments made to her between 
those dates. When decision was given 
against the widow in Norfolk, she first 
appealed to the United States Supreme 
Court. That tribunal remanded the case 
to the circuit court at Richmond holding 
that it should have been taken there 
originally. 
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Opinion on Effects 
Of Frick Decision 


GOOD AS FAR AS _ IT GOES 


What Points Are ‘Settled; Decision An- 
alyzed by William Marshall Bullitt, 
and Franklin W. Ganse 


THE EASTERN he asked sev- 
eral persons in a position to give expert 
interpretations of the significance of the 
Frick decision to give their opinions on 
it, among them being William Marshall 
Bullitt, who appeared before the U. S. 
Supreme Court in the case for the Asso- 
ciation of Life Insurance Presidents, 
Franklin W. Ganse of Boston, an author- 
ity on inheritance tax insurance and 
others. Their comments follow: 


WILLIAM MARSHALL BULLITT: 
Will Mean Large Refunds 


In the absence of compiete opinion of 
the United States Supreme Court in 
Frick inheritance tax case, it is difficult 
to state its full effect, but it certainly 
holds these things: First, that the in- 
heritance tax law does not ’ apply to poli- 
cies payable to beneficiary other than the 
decedant’s own estate where the policies 
were issued before February, 1919. 
Therefore, it is possible that it does not 
even apply to policies payable to thé 
estate, which policies were issued before 
that date. Second, clearly any inher- 
itance taxes paid on beneficiaries’ insur- 
ance taken out before that date can be 
recovered. Third, the court refuses to 
decide the grave constitutional question 
as to whether Congress has the power to 
tax with apportionment insurance pay- 
able to beneficiaries. That question will 
arise and must be decided in some new 
case arising under the recent Federal 
inheritance tax law, passed in 1924. 
Fourth, if on receiving the opinion it 
appears that the court construes the 
language in such way that the same rea- 
soning will apply to that section of the 
law dealing with policies payable to the 
estate, it may require very large refunds 
to estates of persons dying since 1919. 
FRANKLIN W..GANSE: 

Its Favorable Aspects 

The first significance of the Frick de- 
cision lies in the willingness of the Su- 
preme Court to decide this important 
case without declaring an act of Con- 
gress unconstitutional. Like all good 
lawyers, the counsel for the Frick family 
gave numerous reasons why the decision 
of the Pittsburgh court should be sus- 
tained. Most of these reasons attacked 
the constitutionality of the revenue act 
of 1918, approved February 24, 1919, and 
claimed from different angles that poli- 
cies payable to personal beneficiaries, 
particularly if without right of revoca- 
tion and still more particularly if abso- 
lutely assigned, could not constitutionally 
be taxed like assets of Mr. Frick’s estate 
which were administered by his execu- 
tors. I assume that most life underwrit- 
ers are familiar with the arguments 
claiming that life insurance proceeds are 
payable under contract and are no part 
of the insured’s estate, unless they are 
made payable to it. With these various 
arguments to support the contention that 
it was unconstitutional to tax life insur- 
ance proceeds payable to individuals, the 
United States Supreme Court did not 
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A Constructive Force 


3ests’ Reports say of the Mutual Benefit 
“Throughout its entire existence its manage- 
ment has sustained the highest ideals of busi- 
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concern itself directly at all, but simply 
decided the matter “by construing these 
statutes as referring only to transactions 
taking place after it was passed.” In 
doing this it only says that there was 
no such law as that under which the 
Government collected this tax at the 
time when these policies were issued, 
and that laws generally are not to be 
considered as applying to cases which 
arise before their passage. 
Effect of Decision 

The practical effect of the decision 
seems to be simply to eliminate entirely 
from consideration in making up the 
gross estate for Federal estate tax pur- 
poses the proceeds of all life insurance 
policies issued prior to February 24, 
1919, payable to personal beneficiaries, 
and carried through without change un- 
til the proceeds are paid on the death of 
the insured to these same personal bene- 
ficiaries. With all such policies elimi- 
nated from consideration in making up 
the gross estate there will be many more 
cases of policyholders who should take 
out additional life insurance payable to 
personal beneficiaries in order to avail 
themselves of the $40,000 tax exemption. 


Wherein It’s Encouraging 


In so far as the Supreme Court deci- 
sion refers to the broader questions 
raised by the briefs of the Frick attor- 
neys, the references are encouraging. 
Justice Holmes’ language at this point 
is as follows: “We do not propose to 
discuss the limits of the powers of Con- 
gress in cases like the present. It is 
enough to point out that at least there 
would be a very serious question to be 
answered before Mrs. Frick and Miss 
Frick could be made to pay a tax on the 
transfer of his estate by Mr. Frick.” 

This language apparently means that 
the court doubted whether these pro- 
ceeds could properly be called a part of 
Mr. Frick’s estate, either from the view- 
point of the beneficiaries or the estate 
itself. The Frick decision is good as 
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Frick Decision 


(Continued from page 1) 


of the sum received less the statutory 
deduction of $40,000, was required to be 
paid. All the policies were taken out 
before the revenue act was passed. The 
largest one, for $114,000, was a paid-up 
policy issued in 1901, payable to Mrs. 
Frick without power in Mr. Frick to 
change the beneficiary. Another, simi- 
lar so far as material, was for $50,000. 
Others were assigned or the beneficiary 
named (Frick’s estate) was changed to 
Frick’s wife or daughter before the date 
of the statute. All premiums were paid 
by Mr. Frick, and some seem to have 
been paid after the statute went into 
force. 
Grounds for the Claim 


“The tax imposed by the act is a ‘tax 
upon the net estate’ of the decedent. 
‘For the purpose of the tax the value 
of the net estate shall be determined’ 
by deducting certain allowances from 
the gross estate. By Section 402 ‘the 
value of the gross estate of the dece- 
dent should be determined by including 
the value at the time of his death of 
all property (f) to the extent of the 
amount receivable by the executor as 
insurance under policies taken out by 
the decedent upon his own life; and to 
the extent of the excess over $40,000 of 
the amount receivable by all other bene- 
ficiaries as insurance under policies taken 
out by the decedent upon his own life.’ 
These last are the ground of the col- 
lector’s claim. 

“By Section 408; 40 Stat. 1,100, ‘if any 
part of the gross estate consists of the 
proceeds of policies of insurance upon 
the life of the decedent receivable by a 








far as it goes; it goes as far as was 
necessary to decide this case; and it 
gives hope for real success when the 
fundamental questions have to be de- 
cided in some other case. 


beneficiary other than the executor, the 
executor shall be entitled to recover 
from such beneficiary such portion of 
the total tax paid as the proceeds, in 
excess of $40,000, bear to the net estate.’ 
By Section 409, personal liability is im- 
posed upon the beneficiaries if the tax is 
not paid when due. The defendants in 
error say that if these policies are cov- 
ered by the statute these sections show 
that the beneficiaries are taxed upon 
their own property, under the guise of a 
tax upon the transfer of his estate by 
Mr. Frick, and that this is taking their 
property without due process of law, 
citing the matter of Pell, 171 N. Y. 48, 
and other cases. In view of their liabil- 
ity the objection cannot be escaped by 
calling the reference to their receipts a 
mere measure of the transfer tax. The 
interest of the beneficiaries is established 
by statutes of the states controlling the 
insurance and is not disputed. It also is 
strongly urged that the tax would be a 
direct tax. In view of our conclusion it 
is not necessary to state the position of 
the defendants in error more in detail. 


Questions Not Covered 


“We do not proposed to discuss the 
limits of the powers of Congress in cases 
like the present. It is enough to point 
out that at least there would be a very 
serious question to be answered before 
Mrs. Frick and Miss Frick could be 
made to pay a tax upon the transfer of 
his estate by Mr. Frick. There would 
be another if the provisions for the lia- 
bility of beneficiaries were held to be 
separable, and it was proposed to mak? 
the estate pay a transfer tax for prop- 
erty that Mr. Frick did not transfer. 

“Acts of Congress are to be construed 
if possible in such a way as to avoid 
grave doubts of this kind. Panama Rail- 
road Company versus Johnson, 264 U. S. 
375, 390. Not only are such doubts 
avoided by construing the statute as re- 
ferring only to transactions taking place 
afetr it was passed, but the general 
principle ‘that laws are not to be consid- 
ered as applying: to cases which arose 
before their passage’ is preserved, when 
to disregard it would be to impose an 
unexpected liability that if known might 
have induced those concerned to avoid 
it and to use their money in other ways. 
Schwab versus Doyle, 258 U. S. 529, 534. 
This case and the following ones, Union 
Trust Company versus Wardell, 258 U. 
S. 537; Levy versus. Wardell, 258 U. S. 
542, and Knox versus McElligott, 258 
U.S. 546, go far toward deciding the one 
now before us. They also indicate that 
the revenue act of 1924, C 2, section 302 
(H), 43 stat. 250, 305, making (g) (the 
equivalent of ({) above) apply to past 
transactions, does not help but, if any- 
thing, hinders the collectors’ construc- 
tion of the present law. Smietanka 
versus First Trust and Savings Bank, 
257 U. S. 602. 

“Decree affirmed.” 


VISIT PRUDENTIAL OFFICE 


A party of about a dozen Canadian 
representatives of The Prudential, being 
the staff at St. Catherines, Ont., who 
won a production contest, visited the 
home office last week. It was the first 
trip to Newark and New York for most 
of them and they took in Coney Island 
while here. 








TRACT 


JACKSON MALONEY 
Vice-President 





PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CON- 
TO REPRESENT 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE 


HAVE AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


THIS COMPANY. 


A. MOSELEY HOPKINS 
Manager of Agencies 
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Promotions Made in 
New York Life Staff 


RUFUS W. WEEKS~ RETIRES 





McCall and Buckner, Vice-Presidents; 
Aiken and Lindsay, 2d Vice-Presi- 
dents; Langmuir, Supt. of Agents 





The board of directors of the New 
York Life have appointed John C. Mc- 
Call and Walker Buckner vice-presi- 
dents of the company. Alfred L. Aiken 
and L. Seton Lindsay, formerly super- 
intendent of agents, have been elected 
second vice-presidents, and Charles H. 
Langmuir has been appointed superin- 
tendent of agencies. ‘These promotions 
were made following the retirement of 
Rufus W. Weeks as vice-president and 
his appointment by the board as con- 
sulting actuary. 

Mr. McCall, the son of John A. Mc- 
Call, former president of the company, 
and Mr. Buckner, were formerly second 
vice-presidents. Mr. Aiken, as second 
vice-president, will have charge of the 
new building activities. 

Rufus W. Weeks, the retiring vice- 
president, has been wit hthe New York 
Life continuously for fifty-eight years. 
His father, an accomplished mathemati- 
cian, was for many years in the actuary 
department of the Mutual Benefit. Mr. 
Weeks inherited his father’s ability and 
upon the completion of his education 
started his actuarial work in the New 
York Life. He made consistent progress, 
advancing from company mathematician 
to actuary and later vice-president. 
While only a clerk he devised a formula 
for calculating the premiums on a re- 
turn premium endowment policy, a feat 
in which the veteran life insurance ex- 
pert Elizua Wright expressed great in- 
terest. He took an active part in the 
formation of the American Society of 
Actuaries, of which he was president in 
1905-6. He is also an associate of the 
Institute of Actuaries of Great Britain. 

In a statement to the field force re- 
garding Mr. Weeks, Vice-President 
Thos. W. Buckner said: 

“Mr. Weeks’ advancing age and im- 
paired health have led him to request 
the board of directors not to re-elect 
him at the annual meeting in May to the 
vice-presidency. I am sure the agency 
men and the agents, particularly those 
long in the service of the company, know 
full well the great service which Mr. 
Weeks has rendered to this institution. 
He has at all times been a most modest 
and retiring man, and for these reasons 
has not come into close personal contact 
with the field forces, but every one 
should know that the foundations upon 
which the NYLIC structure rests have 
been to a large degree planned and laid 
by Rufus W. Weeks. This company has 
been very fortunate in having had his 
services, his advice, and his leadership 
for so long a period of years in the 


fundamentals of the life insurance busi- 
ness. 





NEW OMAHA COMPANY 
_The Union Reserve Life Insurance 
Company of Omaha headed by Archie 


- Love, president of an Omaha agency, 
is being formed in Omaha. 


HEADS CALIFORNIA STATE 


J. Roy Kruse has succeeded the late 
Marshall Diggs as president of the Cali- 
fornia State Life of Sacramento. Mr. 
Kruse was formerly first vice-president. 
D. I. Wait, second vice-president, has 
been made first vice-president and J. R. 


McKissick has been elected second vice- 
President. 





TO HANDLE SALARY ALLOTMENT 
The Metropolitan Life has appointed 
John J. Lynn supervisor of the salary 
allotment insurance section of the com- 
Pany at the home office. Mr. Lynn is 
an attorney and has been connected 


with the group life division of the com- 
Pany for six years. 








SPRINGFIELD GENERAL AGENT 
Elmer C. Brock has been appointed 
general agent for the Aetna Life at 
Springfield, Mass., succeeding Henry 
Farmer, resigned. Mr. Brock was for- 
merly connected with the Seattle, 
Wash., agency and has had many years’ 
experience in selling and organization 
in other lines than life insurance. 





The final meeting of the program 
committee of the Insurance Advertising 
Conference was held this week in con- 
junction with an executive committee 
meeting. Fnal plans for the Conference 
meeting were discussed. 


CONSIDERING DUES INCREASE 

The question of raising the member- 
ship dues of the Richmond Life Under- 
writers’ Association is under considera- 
tion, following a visit to Richmond’ of 
W. A. Searle, assistant to National 
President J. W. Clegg, who discussed at 
a meeting this week the plans for in- 
creased service and activities by the local 
associations. 





ON BUSINESS CONDITIONS 
A review of life insurance and general 
business conditions covering the first 
quarter of the year has been made by 
the Life Insurance Sales Research Bu- 
reau and published in a booklet. 








for information. 








MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head Office 


Fidelity is a low-net-cost company operating in 40 states. 
Full level net premium reserve basis. Over Quarter of a Billion 
insurance in force. Faithfully serving insurers since 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE, COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men 





























A Nation? 
P) stern ; 
Sol, Fiftieth Anniversary 


pa armed resistance to the mother country. 

“ The events of those memorable days are 
he celebrated in verse, story and moving pic- 
mB _ ture. Today Lexington, Concord and 
a) ‘ Bunker Hill are shrines of the nation, and 
ty this year thousands more will make their 


pp House at Lexington 
Key 


Par) country. 


Ve Over Sixty Years in Business." Now Insuring Over Two 
Billion Dollars on 3,500,000 Lives. 


MAN ONE HUNDRED AND FIFTY YEARS 


‘SINCE WAS FIRED THE SHOT 
ie HEARD ROUND THE WORLD 


“DO YOU KNOW 


eX That from April 18 to June 20, Lexington 
and Concord, Arlington, Cambridge and 
Boston, with residents along the line of the 
| famous march from Boston to Concord in 
Ne 1775, are playing host to the American 
This is the One Hundred and 


i pilgrimage to these historic spots. It is said 
We that the guest book of the Hancock-Clarke 


tures than any other historic place in the 
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LIFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


of the colonists’ first 


contains more signa- 








Honor Roll Agents of 
Home Life Meet 


2-DAY SESSION AT WASHINGTON 





Over 75 Present For Sales Talks; Pro- 
gram May Include Visit to 
President Coolidge 





The annual Honor Roll convention of 
Home Life of New York agents started 
yesterday at the Hotel Mayflower, 
Washington, D. C., with over 75 agents 
present who have qualified with at least 
$100,000 paid-for production in the past 
year. The morning session was princi- 
pally devoted to a reception of officers, 
presided over by President George Ide 
Low, followed by a_ buffet luncheon. 
Second Vice-President George W. Mur- 
ray was the first speaker of the after- 
noon. Raymond C. Ellis, assistant to 
Mr. Murray, then opened a_ general 
conference with the following talks: 
“Monthly Income Insurance,” by F. B. 
Babbitt—Detroit; “Settlement Options,” 
by Ralph C. Houchin—Brooklyn; “Busi- 
ness Insurance,” by L. J. Burns—Buf- 
falo; “Mortgage Insurance” (applica- 
tion. of term and endowment), by R. C. 
Green—Winchester, Va.; “Insurance for 
Educational Purposes,” by A. W. Ma- 
gruder—Jackson, Miss. In the evening 
the agents were guests of the company 
at a theatre party. 

Today the honor roll men are antici- 
pating a visit to President Coolidge, 
which has been arranged, after which 
they will be taken on a sightseeing tour 
of the city. The business program wil} 
include a talk by President Low and a 
series of short talks by the agents them- 
selves on various phases of the business. 
One of the features will be a “Sales 
Talk to the Farmer,” in which Messrs 
I. M. Frank and S. W. Rasche, of the 
Poplar Bluff, Mo., agency of the com 
pany, will represent two Missouri Farm 
ers and Messrs. J. G. Sparkman an 
J. W. Whitehead, of the same agency 
will be the salesmen. Other talks aq 
“Building Prospects,” by L. E. Davis, 
Jackson, Mississippi; “The Interview,” 
by F. A. Bradley, Portland, Maine; 
“The Close,” by I. Weinstein, Detroit; 
“Sales Talk on Monthly Income,” R. B. 
Skillings, New York; “Sales Talk to 
Young Men,” B. L. Bowers, Oklahoma 
City; “Sales Talk on Business Insur- 
ance,” G. M. Lahmer, Cincinnati. The 
conference will close with a banquet in 
the evening at which several officers of 
the company will speak. 


WISCONSIN FUND LIMITS UP 

The limits under the Wisconsin State 
Life Insurance Fund may be raised from 
$1,000 to $2,500, a bill to make the change 
now being before the State legislature. 
The bill contains a provision to limit the 
amount on one life to one-half of 1% of 
the total insurance in force. This would 
make an automatic and progressive in- 
crease, some expecting it to reach $5,000 in 
two years. 


GETS FLINT GENERAL AGENCY 

The Aetna Life has created a new 
general agency at Flint, Michigan, to 
cover the northeastern counties and has 
appointed Frank T. Freeman general 
agent. Mr. Freeman has operated a 
general agency there under the name of 
F. T. Freeman & Co. since the beginning 
of 1923. He began his career in the 
field for the Reliance Life and later be- 
came a general agent for that company. 
He was also a general agent for the 
Massachusetts Mutual Life. 


The Atlantic Life of Richmond an- 
nounces the appointment of William F. 
Monning as general agent at Amarillo, 
Texas, effective May 1. Mr. Monning was 
previously with the American National 
of Galveston at Amarillo in a_ similar 
capacity for fifteen years. 
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More Liberal Plan For 
Policyholders’ Month 


EXAMINATION PERIOD WAIVED 





All Insured Not Over 55 Years May Take 
Up to $10,000 Without Medical 


Examination 





In designating June as Policyholders’ 
Month, the Travelers will again give all 
its insureds, not over 55 years old, the 
pivilege of applying for $10,000 additional 
insurance without medical examination on 
all plans including term. In previous years 
the company considered only those appli- 
cants who had passed a satisfactory medical 
examination within two years previously. 
This year, however, the offer has been 
broadened and applies to all insureds within 
the age limit, regardless of when the 
fivst examination was taken. The ex- 
ception is where the policyholder is re- 
ceiving benefits under the permanent total 
disability provision of his present insur- 
ance, Z| 

This offer is only limited in Arizona, 
Georgia, Iowa and Massachusetts, where 
a short medical examination will be re- 
quired because of the legal require- 
ments in these states regarding an 
examination as a prerequisite to the issu- 
ance of life insurance. In North Carolina 
an amount not in excess of $2,000 will be 
written on the non-medical plan, but for 
amounts over $2,000 and up to $10,000, a 
short medical examination is provided. 
The rule regarding the $10 minimum pre- 
mium which does not apply to the salary 
allotment plan will be observed. 

In making this announcement to the field 
force, Vice-president James I. Howard 
svid: 

“Tt must be noted that this offer is not 
guarantee to issue $10,000 insurance to 
»y policyholder, but is a very unusual op- 
portunity of applying for as much as $10,- 
(0) additional insurance without new medi- 
cal examination. The company reserves 
the right to request examination in any 
cose where it appears to be necessary and 

















_ 


A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 

-at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 

















on the same principle reserves the right of 
declination. We will endeavor to treat 
substandard cases on the basis of preceding 
issue.” 

He further stated: 

“Tf you find that any of your eligible 
policyholders are going to be away or in- 
accessible in June there is no objection to 
your interviewing them prior to the Ist of 
June. Such applications as you may obtain 
in this way will be forwarded without de- 
lay in the manner prescribed for June 
Special applications.” 


C. R. SHOWALTER DEAD 


Clyde R. Showalter, a veteran super- 
intendent of The Prudential, who during 
the last 23 years had directed the oper- 
ations of field staffs in Chicago, Denver, 
Milwaukee, St. Joseph, Mo., Muncie, 
Ind., and Canton, O., died recently at 
Oakland, Cal., where he had been super- 
intendent since January, 1916, Mr. 
Showalter was 56 years old. He was ill 
only a brief period. 


BEST’S GUIDE WITH RATINGS 





Valuable Compilation Giving a Wide 
Variety of Useful Information 
Concerning Insurers 


The nineteenth annual edition of that 
valuable book “Best’s Insurance Guide 
With Key Ratings” is just off the press 
in its usual handy and compact form. 
The book comprises more than 500 pages 
showing financial responsibility, loss- 
paying record and efficiency together 
with underwriting, financial and profit 
and loss exhibits of all licensed joint 
stock fire, marine, casualty, surety and 
miscellaneous companies operating in 
the United States. It also includes about 
three hundred prominent American 
mutual insurance companies and all re- 
ciprocal exchanges, and all Lloyds 
organizations. There is in addition a 
condensed compilation of reference mat- 
ter for property owners, financial in- 
stitutions, insurance agents and others 
interested, 


W. M. HAMMOND AT LOS ANGELES 





Former Chicago Manager Takes Charge 
in California City for Aetna 
Life Organization 


Leaving a remarkable record behind 
him as one of the Equitable Society 
managers at Chicago, Wilmer M. Ham- 
mond has just assumed his new duties 
as general agent for the Aetna Life at 
Los Angeles. He had been manager at 
Chicago for ten years. 

When he started at Chicago he was 
without a single agent and with no re- 
newals to his credit. The production al- 
lotted to his agency for the current year 
was $12,000,000. This amounts to an in- 
crease in ten years of better than a mil- 
lion a year. He produced all of his 
business with nothing but full-time men 
and did not have any brokerage busi- 
ness. His average was $185,000 per man 
and the average of those agents who 
had been in the business for one year or 
more amounted to $300,000 each. 

Mr. Hammond began his business 
career with the Baltimore & Ohio Rail- 
road at Wheeling, West Virginia. At 
the age of 20 he was field cashier for 
that road and three years later was sent 
to Chicago to take one of the most 
important posts on that line. He went 
there for the purpose of re-organizing 
the credit and accounting end of the 
road. 





USES NEW CARD SYSTEM 

The Aetna Life home office is using a 
multiple card system for the benefit of 
the field organization, which in additiop 
to several filing cards on each policy 
issued for use in the agency, includes a 
special card for the agency who wrote 
the business. This plan gives the agent 
or broker an accurate permanent record 
of each policy for his own use. The 
system is more accurate, saves. time, 
eliminates detail and makes for greater 
economy and efficiency. 











business. 














CONNECTICUT MUTUAL 


NEW QUARTERS IN NEWARK 


We have unlocked the door of our new suite of offices covering practically 


| half the 4th Floor of the Firemen’s Building at the “Busy Corner”—Broad and 
| Market Streets. 


Our rapidly increasing Sales Force and Brokers incessantly jammed and 
bombarded the little cigar box of an office we formerly occupied until its sides 
were literally broken out. 


Urgent and timely relief was afforded when the Firemen’s Insurance Com- 
pany recently moved to its new building. But we have no apology to make for 
the overcrowded condition of the old quarters. We could not ignore the men 
| who sought our services and reciprocated with their good will and magnificent 


We will continue to perpetuate the rich heritage of “True Service” as ex- 
emplified by the Old Connecticut Mutual and with sustained energy and strict 
| integrity meet the new conditions of our greatly enlarged business. 


STUART B. ROTE 


General Agent 
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Prudential’s Work 
Told By Newspapers 


OVER 500 STORIES PRINTED 





News Service Bureau Advising Policy- 
holders on Nation-Building and 
Health Activities 





A glance at scrapbooks containing clip- 
pings over a period of several months 
which were seen in The Prudential office 
by a representative of The Eastern Under- 
writer this week demonstrates that the 
daily newspapers want to read about in- 
surance and about the service and activity 
of an insurance company if they are pro- 
vided with readable and _ informative 
material. In three months, according to a 
representative of Lupton A. Wilkinson, 
Inc, who has prepared the publicity, and 
who was seen in The Prudential build- 
ing, more than 500 different stories were 
sent to daily newspapers, and many of 
them were printed by dozens of news- 
papers. Furthermore, they formed the 
basis for numerous editorial comment. 
Especially are the big, broad phases of the 
company’s work in its humanitarian and 
nation-building aspects appealing to the 
editors. 

One of the chief features of the Wilkin- 
son bureau’s work is its ability to inject 
local interest into articles of a general 
character, such as a story showing Califor- 
nia’s active development of city real estate 
and the part The Prudential had played in 
granting loans. A story of this type might 
be used just as easily in states other than 
California, inasmuch as the company’s 
activity in real estate loans is nation-wide. 
Other stories which have appeared in- 
clude, death claims paid by the company 
during 1924; The Prudential’s contribu- 
tion to the general housing program; Presi- 
dent Edward D. Duffield’s appeal for im- 
proved and more sanitary homes; the de- 
crease in mortality from the four major 
diseases; The Prudential as a factor in the 
Americanization of aliens; appeal for bet- 
ter cooking in the home; dangers of carbon 
monoxide poisoning; the increase of cancer 
mortality, discussing the claims paid by 
the company; announcements of new 
policies, such as salary allotment; decrease 
of tuberculosis death rate among Pruden- 
tial employes; Washington and Lincoln’s 
birthday programs as planned by Pruden- 
tial agents to stress law enforcement and 
Americanism. It is estimated that prac- 
tically every one of these stories has had 
from a million to three million circula- 
tion. Mimeographed copy is sent to the 
larger newspapers while the small papers 
receive and use mats and _ plates. 

Newspaper Headlines 


It is interesting to note the type of head- 


lines which various newspapers have 
given to these stories. One of the best 
was “Modern Business Girl is Athletic 


and proves it by Smashing Records in 
Competition in Track,’ showing the 
athletic prowess of Prudential girl em- 
ployes, one of whom is world’s champion 
in the basketball throw and the shotput. 
This story was used by over 400 papers, 
together with an action picture. Another 


— 




















WANTED 
A Supervisor of Agents 


An Eastern Life company wants as Supervisor of Agents a 


young man with field experience and who is a graduate of a 
University Life Insurance Course. 


Box 1022, The Eastern Underwriter 
86 Fulton Street, New York, N. Y. 


Address: 

















headline ran “Waste Paper Inspection 
Guards Big Organization Against Loss of 
its Valuable Documents” and the story 
following it showed how The Prudential 
goes over its waste material every night 
in search of valuable documents or let- 
ters. A story of this type pleased the 
newspapers and about three hundred printed 
it. Other headlines said “Girl Workers 
Safeguarded from Weather Ills by Plant 
for Drying Damp Garments’; “Two 
Thousand Public Utility Workers Join 
Employers for Protection Involving Mil- 
lions of Dollars” (group insurance taken 
out on public service employes of New 
Jersey); “Insurance Company Survey 
Shows Women Developing Economic 
Vision” (indicating that more women are 
buying insurance); “Modern Boy Ambi- 
tious and Able, Says Executive who has 
Helped Thousands to Higher Places” (the 
encouragment given to Prudential office 
boys); ‘Paid $512 a Minute on Insurance 
Claims” (giving some idea of the vast 
number of claims paid by the company.) 

Upon President Duffield’s return from 
his Southern tour one of the Wilkinson 
staff obtained an interview with him which 
indicated Mr. Duffield’s opinion of the 
South. 

This was sent to the newspapers in every 
town visited by him, and in some cases 
they returned a wire asking for his pic- 
ture to run with the interview. And at 
the time of the tornado which strickened 
the Middle-West, the press associations 
wired to scores of papers in that section, 
advising of The Prudential’s action in 
granting a moratorium on premium pay- 
ments. 


JOINS AETNA LEGAL STAFF 

Lewis Berkeley Cox, Richmond, Va., 
lawyer, is giving up his practice in that 
city June 1 to become a member of the 
legal department of the Aetna Life at 
Hartford. He was graduated in law from 
Washington and Lee University in 1920 
and has since been practicing his pro- 
fession in Richmond. During the Worid 
War, he served as a first lieutenant with 
the Sixth division. He was wounded in 
the arm and leg in the St. Mihiel en- 
gagement. The Distinguished Service 
Cross and the Belgian Order of the 
Crown were awarded him for gallantry 
in that engagement. Because of his 
contemplated removal to Hartford, Mr. 
Cox has resigned as treasurer of the 
University Club of Richmond. 


GROWTH OF LIFE INSURANCE 


Atlanta “Journal” 


There could be no better omen for 
the year than the fact that during the 
first three months life insurance policies 
were taken out in the sum of two billion, 
four hundred and twenty-one million dol- 
lars. This record of American thrift and 
thoughtfulness exceeds thai for the cor- 
responding period of 1924 by eleven per 
cent. In January of this year the new 
policies amounted to seven hundred and 
fifty-three million, nine hundred and 
fourteen thousand dollars; in February, 
to seven hundred and seventy-three mil- 
lion, one hundred and forty-eight thou- 
sand, and in March, to eight hundred and 
ninety-four million, three hundred and 
ninety-nine thousand—a progressive in- 
crease witnessing to good times as well 
as to good purposes. 

The new insurance written during the 
current year's first quarter is almost a 
billion dollars above the total amount in 
force in 1880. In this wonderful growth 
may be read much of America’s happiest 
history. A growth it is of ideals, no less 
than of resources. For millions of per- 
sons today life insurance is not only a 
protection, nor only an investment, nor 
only a business asset, though undoubt- 
edly it is all these; but it is an oppor- 
tunity for the expression of their heart’s 


From the 


highest promptings and for bringing 
noble visions to pass. Homes thus are 
fortified, colleges endowed,  philan- 


thropics vouchsafed, and the earth-pil- 
grim of a few score years enabled to 
live through unnumbered generations in 
lives made fairer by his faith, 





DENVER HAS AN INSURANCE 
BUILDING 

When the Mountain States Telephone 
and Telegraph Company vacated the 
Wyoming building, located on Champa 
between Fourteenth and Fifteenth, the 
New York Life took over the entire sec- 
ond floor, the Prudential taking the third 
floor, and every other day some of the 
other Underwriters moving in, therefore 
the owner, E. H. Radestsky had the 
artists change the sign to read Insurance 
Building. To accommodate the entrance 
of the insurance companies it was nec- 
essary to spend about $50,000 for re- 
modeling. 


Writing Many Large 
Business Policies 
COME FROM ALL OVER COUNTRY 





The Prudential Sets Itself New Month!y 
Record for Number of Business 
Insurance Applications 


Two hundred and fifty-six applications 
for life insurance in sums ranging from 
$25,000 to $400,000 were received during 
April by the Prudential Insurance Com- 
pany of America, according to a report 
submitted by George B. Speer, assistant 
secretary. This is the largest number of 
applications in the “big insurance” category 
ever received by the Prudential in the 
course of a single month, and exceeded 
— the number received during April, 

Mr. Speer reported receipt of one ap- 
plication for $400,000, two for $300,000, 
one for $250,000, three for $200,000, on 
for $175,000, eight for $150,000 and nin 
teen for $100,000. Besides these, ther 
were 119 for $25,000 and upwards, twent: 
five for $30,000 and upwards, five for $3: 
000 and upwards, seven for $40,000 an 
upwards, three for $45,000 and upward 
fifty-five for $50,000 and upwards, tw 
for $70,000, three for $75,000 and two fi 
$85,000. 

Thirty-eight per cent of the applicatios 
were for life insurance as business pr. 
tection, and five per cent to provide ir 
mediate funds for the payment of inheri 
ance taxes. 

A tabulation of the applications show 
that the $400,000 policy was desired by 
Michigan manufacturer; not, however, | 
manufacturer of motorcars. It also re- 
vealed the fact that a California newspaper 
valued the life of its editor at $175,000) 
The two $300,000 applications came fron 
a broker and the head of a Pennsylvania 
furniture company. 

New York, with 104, led the list of ap 
plications. Pennsylvania, with 26, was 
next. Ohio and New Jersey each hat 
fourteen, California thirteen, Minnesota 
twelve, and Louisiana nine. 

Of the remaining applications, ranging 
in size from $25,000 to ten times thai 
sum, Alabama produced three, Arkansa: 
one, Colorado one, Connecticut two, Dis 
trict of Columbia one, Florida six, Georgia 
six, Hawaii three, Illinois six, Indiana 
two, Iowa two, Kentucky three, Maryland 
four, Massachusetts six, Michigan five, 
Mississippi two, Missouri five, Oklahoma 
three, South Carolina two, Tennessee five, 
Virginia one, Washington one, West Viv- 
ginia one, and Wisconsin three. 


F. H. ECKER RE-ELECTED 
Frederick H. Ecker, vice-president of 
the Metropolitan Life, has been reelected 
president of the New York State Chamber 
of Commerce. 








HERE FROM COAST 
Two of the most popular men on the 
Coast, George I. Cochran, president, and 
William H. Davis, vice-president an‘ 
counsel of the Pacific Mutual Life, are 
in New York this week. 











getting results like this— 
“The Lincoln National Life: 


eight. 


why it pays to 


The pulling power of the personalized letters, graphically illustrated by 
colored pictures, sent to prospects of Lincoln National Life agents, are 
“Of the first twelve men I called on in following up the letters, I sold 


They are the real thing. 


This circularizing campaign, helped by picture stories of life insurance 
service and speaking a language all can understand, offers another reason 





“L. M. FLUENT, Hudson, Wisconsin.” 








LINK UP(Owitn THE( LINCOLN) 














The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 

Lincoln Life Building 

More Than $355,000,000 in Force 


Fort Wayne, Indiana 














Pennsylvania 


1865 








Provident Mutual 


Life Insurance Company of Philadelphia 





Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 


Founded 1865 


1925 
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We read somewhere 
recently that “the too 
intelligent seller is 
too easily led to see 
his customer’s  ob- 
jections, and thereby loses the strength 
yt his own arguments.” 

We doubt whether this is really so, says 
the Mutual Benefit “Pelican.” If you lose 
the strength of your arguments because 
of seeing your prospect’s objections, it 
means that the prospect has been able to 
sell you his objections. 

Are there any objections to life insur- 
ance which a person can sell you? “Can’t 
pass the medical Exam,” “can’s pay for 
any more” and “have a brother in the 
business” are good objections, if true. 

If there is any other objection a pros- 
pect can sell you, make a note of it, and 
try to sell it to your General Agent. 

He may be able to pick some flaw in it. 

. «& «6 


Seeing Your 
Prospects 
Objections 


The advantages of 


Advantage direct and definite 
In Definite methods is illustrated 
Methods in the following case 


which arose out of the 
use of a direct mail letter used by the 
Provident Mutual Life of Philadelphia, 
called: “Kent Blue-Prints His Future.” 
The agent in the case was Henry C. 
Martens, of the St. Paul agency. 

The prospect had been insured in a 
very good company, but somewhat over a 
year ago had lapsed his policy. In fact 
Mr. Martens found him exceedingly bitter 
about the way he had been treated, not by 
the company but by the agent. He said 
this agent had oversold him by high- 
pressure methods for an amount much 
larger than he could carry, and as soon as 
the first premium had been collected the 
agent seemed to avoid him. The policy 
was a $20,000 lump sum policy. The can- 
vass had not gone into a study of the 
prospect’s particular needs. All the agent 
had done was to talk $20,000. Then when 
he had collected the first premium he had 
apparently taken pains to avoid his policy- 
holder. That was the  policyholder’s 
version of the story. But, irrespective of 
the exact nature of the facts, there could 
be no doubt that the man was exceedingly 
bitter. 

Now mark the effect of the “Kent Blue- 
prints His Future’ approach. This was 
what the prospect was hungry for. What 
Le wanted was well-reasoned insurance to 
take care of definite needs, which was pre- 
cisely what the agent who had originally 
written the policy in the other company 
tad failed to give him. And so acutely 
iid he feel this that, notwithstanding his 
hitter feeling against the original agent, 
he wrote in answer to the “Kent Blue- 
prints His Future” Direct Mail letter. 
Mr. Martens went to see him and the re- 
sult of the interview was $9,000 insurance 
carefully placed to cover his definite needs. 

This is an interesting story. It bristles 
with morals. In the first place it shows 
the vital importance of finding out the 
real need of the prospect and selling him 
insurance definitely adapted to cover that 
need. In the second place it shows the 
no less vital importance of following up 
every p dic yholder 

“S 
Do you know of a 
Mothers’ Day = man who has a mother 
Has Many dependent on him or 
Possibilities who might wish to 
make his mother a nice 
gift on Mother’s Day, May 11th? says the 
West Coast Life. If so, make it help 
you in your business. Policies written be- 
tween now and the end of the month and 
during the first two or three days of 
May can be issued in time for delivery 

on Mother’s Day. 

“Mr. Jones, I suggest you take a secret 
policy for the mother of the kiddies (or 
for your own mother). It will be so ar- 


ranged that if you should die she will re- 
ceive a check on her birthday for approxi- 
mately $100 (or fifty if you sell him $1,- 
000) as long as she lives.” That is very 
brief, of course, and can be dressed up to 
suit your taste. 

Two thousand dollars of insurance set- 
tled on the one payment a year for life 
plan will do the work. Consult the 
Optional Modes and verify that. We know 
of one man in another company who sold 
sixteen policies in the last week of the 
month last year on a similar approach. 

+ 


Many life isurance 
Reasons For salesmen give no at- 
Inheritance tention at all to the 
Tax Insurance subject of inheritance 
taxes and the uses of 
life insurance in meeting this inevitable 
charges against all estates. They either 
believe that it is too complicated for 
them to master or they say that it is 
for the very rich and they have few or 
no clients in that class. The following 
list of reasons for this protection shows 
the wide scope of the protection as 
pointed out by the International Life. 

1. It obviates the necessity of keeping 
a large amount of liquid cash on hand, 
thereby allowing capital to remain in- 
vested. 

2. It places a considerable sum of 
money at once in the hands of the rep- 
resentatives of the estate, with which 
to meet necessary expenses incidental to 
the settlement of the estate. 

3. It enables the estate to take ad- 
vantage of the discount allowed by many 
jurisdictions, and to avoid the imposition 
of penalties. 

4. It relieves the executor of the nec- 
essity of raising cash by the sale of as- 
sets, thereby enabling him to await a 
favorable market. 

5. It prevents losses which arise by 
reason of the sacrifice of property and 
securities. 

6. It simplifies the administration of 
the estate, thereby reducing the legal 
and other expenses. 

7. It immediately increases the size 
of the estate by adding thereto an asset 
which is non-taxable in most jurisdic- 
tions. 

8. It hastens the settlement and dis- 
tribution of the estate. 

9. It imposes no burden on the bene- 
ficiaries, but permits the descendents to 
provide for all charges by moderate an- 
nual payments through his life. 

10. It keeps the estate intact so that 
each beneficiary may receive the precise 
sum intended by the testator. 

ll. It enables the assets of the estate 
to be transferred, by providing funds 
for the payment of the tax which must 
be paid before transfer is allowed. 

SYLVAN LEVY MOVES 

Sylvan Levy, one of the leading life 
insurance agents in New York and rep- 
resenting the New York Life, has re- 
moved his offices to the Pastum Build- 
ing at 250 Park Avenue. 


AGENTS who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have consid- 
eration. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


PORTLAND, MAINE 




















PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 




















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable — semi-annually or quarterly, 


INDUSTRIAL Policies from $12.56 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 


RING coccsccssksse PRT er pwsneedabsaceoneese neocusosestensveeeeess Preeenrer rrr rer $ 41,521,283.1, 
Liabilities ........ eeneseawe iteovesvaseeea® Naaceseuenen Pee A En ee « 36,164,159.74 
Capital and Surplus............ EbUd ah obasscswevonsengeewase sees encancenee catepeneesenes 357,123.43 
SR A INN cn a cbc nensckss case sOaad caateous weuNe orate nees sober eewsses neuer '3,540,675.00 
Payments to Policyholders....... 6060 64009-49054006 060000 b6o4 CoN seen eco edesecneeseseue -  4,036,319.80 





JOHN G. WALKER, President 














Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
New England Mutual. This is the oldest Charter now existing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
a Boston, Massachusetts 
































THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and suc- 
cessf"s business. It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 





a protession are invited to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York 
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Dr. Frankel Talks at 
‘Better Homes’ Meeting 


AUSPICES STATE WOMEN’S CLUBS 





Insurance Guests at Luncheon; After- 
noon Devoted to Program of Home 
Making Problems 





A “better homes” luncheon and meet- 
ing was given last Tuesday under the 
auspices of the New York State Feder- 
ation of Women’s Clubs in the John 
Wanamaker restaurant, at which a num- 
ber of New York insurance people were 
guests. The party included Graham C. 
Wells, Provident Mutual; George Mor- 
risey, New England Mutual; Harry E. 
Morrow, president of the New York Life 
Underwriters’ Association; Gustiv C, 
Wuerth, Northwestern Mutual Life; 
Marian B. Sanders, Travelers; Russell 
Simons, Home Life of New York; Mrs. 
Harry D. West and Mrs. Lottie E. Vir- 
gien of the Guardian Life. Miss Alice 
Lakey, of “Insurance,” sponsored the in- 
surance party. 

Following the luncheon, Dr. Lee K. 
Frankel, third vice-president of the Met- 
ropolitan Life, presented to the club 
women the problem, “What are we going 
to do for the woman who has no servant 
and who runs her own home?” Dr. 
Frankel said this type of woman repre- 
sented industrial America, and that he 
came into contact with millions of them 
as policyholders of the Metropolitan. In 
his opinion, it was the task of the feder- 
ation to help her keep well, to get more 
recreation and to show her how to 
lighten her household work. Dr. Frankel 
is president of the American Child’s 
Health Association. 

The rest of the program was devoted 
to typical household subjects, including 
an address of welcome by Mayor John 
I, Hylan and a talk by Mrs. William B. 
Meloney, editor of “The Delineator,” on 
the “National Better Homes Movement.” 


ONE MONTH’S LOANS 


Real Estate Mortgages Alone 
During Past Month 


The Prudential Insurance Company 
during April advanced $7,341,050 in real 
estate mortgage loans in the United 
States alone. 

A statement issued by the company 
here disclosed that of this amount 
$4,888,350 was in loans on 1,216 dwellings 
for the accommodation of 1,333 families, 
while $2,452,700 was in loans on 55 apart- 
ment houses for the housing of 865 
families. 

The Prudential also contributed to re- 
lief of the housing situation in Canada, 
granting mortgage loans in the Domin- 
ion over the 30 days of April which 
totalled $163,800. These covered 24 
dwelling for the accommodation of 33 
families, and nine apartments for 47 
families, 

Thus the statements reveals that in 

both the United States and Canada a 
total of $7,504,850 was loaned during 
April for buildings which will accom- 
modate 2,278 families. 
_ Other city loans, exclusive of dwell- 
ings and apartments, made by the Pru- 
dential during April amounted to $5,- 
823,450. 

The accumulative record of Prudential 
loans of this type, in the United States 
and Canada; from January 1, 1925, to 
April 30, 1925, was for a total of $31,643,- 


575: accommodating 9,704 families. 


DIVIDEND TAX CASE 
_ The Supreme Court of Colorado has de- 
cided against the National Life of Vermont 
by refusing a rehearing on the question of 
the assessment of a 2% tax annually by 
the state on dividends applied by companies 
at the request of policyholders in reduc- 
tion or abatement of premiums due. A de- 


Cision in favor of the tax was rendered 
last month. 


They Were Interested 
First in Their Homes 


APPROACH 





SOLVED PROBLEM 





Mortgage Redemption Got to These 
People When Straight Life Insur- 
ance Failed To 





With a particularly difficult section to 
work in and one that had baffled more 
than one life insurance salesman, the rep- 
resentative of the Metropolitan Life solved 
the problem by using mortgage redemption. 
This man was O. L. Mims and his terri- 
tory was a suburb of Birmingham, Ala. 
This section is situated near the base of 
the iron and coal mining industries. It 
is peopled chiefly by mill workers, and in 
the rapidly growing community, most of 
the residents have built their own modest 
homes. 

In canvassing for ordinary, he found that 
many of his prospects had invested their 
savings in new homes and were suffering 
from the “poverty complex.” They 
thought they could not afford insurance. 

Just how to make the proper ordinary 
approach was his problem. He sat down 
one day and thought it all out carefully. 
New families were coming into the com- 
munity every week. Work was _ steady 
and promised to be plentiful. The streets 
were piled with the litter of building. 

The thought kept recurring to him that 
when a man invests his money in a home 
for his family, he does so with the idea 
of permanence. He is looking toward a 
comfortable future for himself and his de- 
pendents. But how many of them would 
realize their dreams? How could they be 
certain that these days of sacrifice and 
rigid economy would actually give them 
their homes unencombered? How many 
of those hard-working fathers would live 
to see the day when the little home was 
free of the mortgage? How many would 
leave to their wives a home partly paid 
for and indebtedness that might mean the 
loss of everything they had worked for? 

So Mims began talking to the people 
on his debit about their homes. He found 
an immediate response. In many instances 
where the father of the family ‘wasn’t in- 
terested in insurance,” he was profoundly 
interested in his home. He was glad to 
discuss it. He was not indifferent to any 
plan that would protect it should anything 
happen to him. A Mortgage Redemption 
policy seemed to be “the shortest distance 
between two points,” so Agent Mims began 
to put great emphasis on it. He can- 
vassed all new homes, getting the names 
of his prospects from the records of mort- 
gages kept by the city. 

Mims relates the story of an Industrial 
transfer. It was three weeks in arrears 
and was all new business. He called on 
the family several times without collecting. 
Each time the wife came to the door and 
said they did not want the insurance. 

“T decided to find out all I could about 
that family,” says Agent Mims, “so I 
questioned everybody who might have some 
knowledge of them and their affairs. I 
found they were buying a home, so that 
night I called after the husband had come 
in from work. His wife met me at the 
door with the usual story. They were 
not interested in insurance and they wanted 
to drop what they already had. 

“I asked to see her husband, but she 
insisted it would be of no use as he had 
all the protection he wanted and could 
pay for. I insisted on seeing the man, ex- 
plaining that I had something concrete I 
wanted to tell him and the family. When 
he came in, he was not in the best of 
moods. But I asked if I could just tell 
him of the Metropolitan’s plan to protect 
the home buyer under our Mortgage Re- 
demption contract. His expression im- 
mediately changed and I knew that the 
home was first in his thoughts.” 


NEW ENGLAND’S ANNIVERSARY 

In connection with the ninetieth anni- 
versary of the New England Mutual Life 
the company has brought out a very at- 
tractive brochure with photographic copies 
of the original charter and amendments 
engrossed on vellum on file in the archives 
division of the Secretary of the Common- 
wealth. 



















“POP UP AGAIN AN I'LL HANG 
i i ANOTHER SHINER ON YOU- 
YA BIG STIFF" 
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He’s Sure Making ’Em Swell Up 


During the first three months 
of this year 
our business has increased 25% 
over the same period 
of our “record year’’, 1923, 
and 81% over 1922. 

In a company with more than 
a billion dollars of business 
already in force 
such an increase 

means something. 


Among other things it means 
a tremendous increase 
in the earning capacity 
of those men who are so 


capably representing us 
in the field. 


The Union Central 


Life Insurance Company 
CINCINNATI, OHIO 
































TELLING THE WORLD ABOUT THE 
“THOUSAND FOR ONE’S” 


Attention-compelling Leaflets and Letters for a Popular 
Group of Travelers Accident Policies 


The biggest buy---and the easiest sale in Accident Insurance today is a 
Travelers Maximum Policy. These contracts give the holder: 


$20,000 INSURANCE FOR $20 
$40,000 INSURANCE FOR $40 
$60,000 INSURANCE FOR $60 
$80,000 INSURANCE FOR $80 


They give the insurance salesman a contract that can easily be sold on 
first interview; that renews, with little effort, that quickly builds up a 
renewal income running up into four or five figures. 


Send for a copy of the Jumbo letter and the other maximum leaflets. You'll 
quickly understand why Travelers policies sell so easily; why The Travelers - 
leads the world in the sale of Accident insurance. 


Tue TRAVELERS INsuRANCE COMPANY Tue TRAVELERS INDEMNITY ComPANY Tue Travecers Fire Insurance Company 
Hartford L. F. BUTLER, PRESIDENT Connecticut 


T HE. Pe ACV 2 ee eS 


‘ACCIDENT, LIFE, LIABHAITY, HEALTH, AUTOMOBILE, ‘STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY 
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record Breakers 
at Wallis Luncheon 
KORNDORFER AND GETTIS TALK 


Fidelity Mutual Agents. Hear About 
Achievements of Men Who Have 
Made Unusual Success 





Frederick A. Wallis, who is general 
agent for the Fidelity Mutual in New 
York and also Commissioner of Correc- 
tion for New York City, held a lively 
and entertaining luncheon meeting for 
about 75 of his agents last Saturday in 
his Woolworth Building offices. The 
speakers included Ray L. Korndorfer of 
New York, holder of the record for the 
largest number of applications in a 
month; Stanley H, Gettis, of Washing- 
ton, D. C., honor man for the Fidelity 
Mutual in March and April, and Dr. 
Grifin M. Lovelace of N. Y. University. 
The Wallis Agency paid for $5,000,000 of 
business last year. 

In his welcome Mr. Wallis stressed 
the practical features of the business, 
saying that people are buying insurance 
not necessarily because they want it 
but because they are bound to take it. 
He added that anyone can sell a little 
insurance, but the trained agent easily 
indicates his ability with every sale he 
makes. A significant statement made 
by Mr. Wallis was “Government bonds 
may shrink tomorrow, but life insurance 
in old line companies guarantees a fixed 
income.” Not only is life insurance an 
investment but, in his opinion, every pol- 
icy written in an American home is help- 
ing to decrease and minimize crime. 


Korndorfer on “Success” 


Ray L. Korndorfer, who wrote close to 
200 life cases in April. ‘said that the 
qualities which make up a_ successful 
agent are knowledge of his business, per- 
sonality, enthusiasm and _ perseverance. 


_ Aman may possess a profound ‘knowl- 


edge of his business, but unless he uses 
that knowledge properly it will be like 
the power that is concealed in the Nia- 
gara Falls. The power of Niagara mere- 
ly flowed over the dam for centuries 
until men harnessed it and tied it up 
with machinery, sending that machinery 
spinning and manufacturing the prod- 
ucts that helped to make a better civili- 
zation. Personality, continued Mr. 
Korndorfer, may be defined as the com- 
bination of forces, good and bad, that 
constitute a man’s make-up. When we 
meet a man we like or dislike him; we 
feel his force or recognize his ineffec- 
tiveness; we discern his charm or shrinx 
instinctively before a revulsion that we 
cannot explain or feel., It is a fine thing 
to be an authority on some one subject. 
It gives the possessor of that knowledge 
a confidence which enables him to stand 
forth among his fellows. They look up 
to him and follow his lead. 
Enthusiasm in life is compared to the 
winds that waft the sailboat upon the 
sea. It gives momentum to our endeav- 
ors, helps us to brave storms, pushes us 
far out upon. the course of our careers 
to distances where we could never go 
except under its delightful compulsion. 
Perseverance is a practical quality which 
forces the use of our other powers in 
their application to a given task or prob- 
em. In mechanics the principle of per- 
severance is a fundamental law. The 
continuous turning of a wheel on a rail- 
road engine will bear a train across the 
continent. Likewise in human endeavor 
the resiliency which causes a man to at- 
tack or reattack, and then when frus- 
trated to come back again and again, 
perhaps by a different method, over a 
different route, but all the while coming 
ack to pound away at the thing which 
constitutes an objective—this is the fac- 
tor which has kept the wheels of civiliza- 
tion in motion since the dawn of time. 
Character, of course, lies at the foun- 

tion of knowledge, personality, en- 
thusiasm and perseverance. . Indeed, 
these four qualities may be said to be 


Dr. Lovelace Praises 
the Small Policy 


IT A “SAFETY ZONE” 


Urges Fidelity Mutual Agents At Wallis 
Luncheon Not To Overlook Its 
Importance 


CALLS 








In the opinion of Dr. Griffin M. Love- 
lace, of New York University, many 
agents in their zeal to capture the big 
business overlook the far-reaching im- 
portance of small policies. Dr. Lovelace, 
speaking at the Frederick A. Wallis 
agency luncheon last Saturday, described 
the small policy as a “safety zone,” fur- 
nishing the margin between a difficult 
existence and a fair degree of comfort. 
In illustrating this point, he described 
the- experiences of two women person- 
ally known to him. 

Miss A’s father, the proprietor of a 
prosperous jewelry business, left her 
$25,000 upon his death. He had always 
provided her with plenty of money, 
financing her on a trip to Europe after 
ther graduation from college. She had 
wanted to teach school, but he discour- 
aged her in this plan. So it was to be 
expected that the $25,000 was almost 
gone before she. realized its value. As 
a consequence, when she was 45 years 
old, Miss A was obliged to learn 
stenography and start in _ business. 
Profiting by her previous experiences 
she invested in a small deferred an- 
nuity policy, maturing at age 65. .She 
is now 62, and because of this protection 
is facing the future with confidence. 

Miss B’s father died, leaving her 
practically nothing. Her brother also 
died, providing in his will that she 
should receive $400 a year. This will 
has not yet been settled so she hasn't 
received anything as yet. 
aged woman, untrained in business ways, 
she had to do something to support her- 
self but could only get a $15-per-week 
position. This small salary leaves her 
only a margin of $9 per month, after all 
expenses have been paid, but it is a 
margin of safety. A definite income 
coming to her regularly will mean hap- 
piness rather than worry. 








cemented to the structure of character 
as strong pillars that support a human 
destiny and make for progress not only 
in the individual life but in the life of 
the community, the state, the nation and 
civilization itself. 


Leads Company for Two Months 


Stanley H. Gettis, Washington, D. C., 
honor agent for the Fidelity-Mutual, had 
an appreciative audience in describing 
his March campaign, during which he 
wrote 128 cases for a total of $414,200. 
Mr. Gettis has been with the company 
for the past six years and has qualified 
for every company convention. His 
drive started March 2 with personal let- 
ters to his friends telling of his inten- 
tions to break all existing Fidelity Mu- 
tual records. In each letter he enclosed 
a self-addressed stamped card on which 
his prospect was to designate the date 
and hour he desired to see Mr. Gettis. 
Only six cards were returned but this did 
not discourage him. He sent out a sec- 
ond letter on March 14, at which time he 
had 65 completed cases. Although the 
enclosed return card was not stamped 
he received nine cards requesting him 
to call. Forty of his applications were 
on the livés of old policyholders, all of 
whom had been written at least once by 
Mr. Gettis in the four years he has been 
in Washington. His largest policy was 
for $100,000, with an annual premium of 
$5,224; he also wrote four $10,000 pol- 
icies. All the others ranged from one 





to seven thousand. Mr. Gettis said that 
his letters helped but personal contact is 
necessary ; he didn’t get a single appiiee: 
tion in the mail. During his campaign he 


A middle- - 












worked four evenings out of every six, 
gave up all social affairs, and on Satur- 
days and Sundays planned his work for 
the following week. The most effective 
argument, said Mr. Gettis in closing, was 
to visualize to the prospect the benefits 
derived from his policy years later in 
providing for old age. 


SILVER JUBILEE 

The Atlantic Life of Richmond is 
making an extra drive for business this 
month in honor of its silver jubilee. The 
company began operating in May, 1900, 
under the guidance of Edmund Strud- 
wick, Jr., who is still at the presidential 
helm. Three million dollars of new busi- 
ness is fixed as the goal-for the month. 

Accompanied by Dr. Frank P. Righter, 
medical director, Edmund A. Saunders, 
Jr.. vice-president and treasurer of the 
Atlantic, recently made a trip through 
a large part of the territory in which 
the company is represented. Both re- 
port having found everybody on the 
job, thoroughly confident in the Atlantic 
Life and in their own ability to sell a 


FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 














large volume of life insurance during the 
remaining months of 1925. 











HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 





The 65th Annual Report shows: 
Premiums received dur- 

ing the year 1924..... $8,003,453 
Payments to Policyhold- 


ers and their Benefi- 
ciaries in Death 


Claims, Endowments, 

Dividends, WGEs wcdcee 6,321,524 
Increase in Assets...... 2,801,996 
Actual Mortality 62.4% 

of the amount ex- 

pected. 
Insurance in Force..... 260,530,414 
Admitted Assets........ 51,457,218 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 


256 Broadway New York 


























The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 


ee 1 High Value 
POLICIES 
Cost 


Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
E. J. HEPPENHEIMER, Presiden 


GEO. T. SMITH, Vice-Presi 
DUNBAR JOHNSTON, Sonar 


HOME OFFICE, JERSEY CITY, N. J. 


Attractive and Novel Features 
Low 


THROUGH 
ITS OWN - 
AGENCY 
STAFF ONLY 


t 
CHAS. F. NETTLESHIP, 2nd Vice-President 
S. R. DROWN, Asst. Sec’y and Asst. Treasurer 














BERKSHIRE LIFE 


whi 
ng. 
Has always rendered the 


s Company has always pursued those 
reputation for rae nog | and fair dea 
Hae always extended bl 1 


neerperated 1851 


FE INSURANCE COMPANY 


aes in the conduct of its business that have given it a high 
of nervice to its policyholders. 
and to 





their business. 


interest of all its pelicyholcers. 
JOHN BARKER, Vice President 





Its policy contracts give to each individyal insurer full protection, safeguarding. at the same time, the 


ita representatives to develop and hold 


RORERT H. DAVENPORT, Secretary 














NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 


BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year { 


The Manhattan Life Insurance Co. of New York ! 




















. 


on the dotted line. 








in his work. 


The Bankers Life Company 


DES MOINES, IOWA 


Friendly Consideration 


A constructive, direct-mail advertising campaign, developed and 
executed along practical, extensive lines, gives the salesman 
of this Company a better chance to secure the signature 


Forceful, impressive sales letters, extra dividend checks, radio 
maps and programs, birthday cards and many other valu- 
able helps are furnished to the salesman free to assist him 








George Kuhns, President 
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THE FRICK DECISION 

While life insurance men are. disap- 
pointed that the Supreme Court of the 
United States did not go farther than 
it did in the Henry C. Frick estate de- 
cision, relative to taxation of life’ insur- 
ance proceeds, reported elsewhere in this 
paper, at the same time the decision is 
important in many respects. The effort 
of the Government to consider life in- 
surance as “a transfer of property” in- 
stead of “vested capital” of the benefi- 
ciary has certainly been dealt a severe 
blow, and from that angle and to. what 
it will lead ranks the decision as of 
importance. 

That life insurance men will continue 
to press the points which were at issue 
is known and eventually the Supreme 
Court will be called upon to decide some 
case coming within the present law. 

Many life insurance men believe that 
the Frick case has achieved some ben- 
efits in addition to the limited scope of 
Justice Holmes’ opinion. The great 
amount of work by some of the leading 
insurance legal talent of the country has 
placed before the courts a mass of legal 
evidence tending to define the status of 
policy proceeds as vested in the ben- 
eficiary. 

Some claim to’ see in the action of 
the Supreme Court in avoiding going 
beyond the immediate points involved 
in deciding the status of the Frick poli- 
cies, a reluctance to set broad principles 
of law for so changeable a thing as the 
interpretation of the taxability of insur- 
ance at all. It is fairly well known that 
the Treasury Department officials would 
not look unfavorably upon the lifting of 
most of the taxes on life insurance, be- 
cause of the difficulty of doing justice 
in all cases in ruling upon the intent 
of the law. There is a maze of con- 
flicting decisions and rulings on this sub- 
ject with little evidence of progress 
toward clarity or uniformity. The ten- 
dency is away from, not toward great 
taxation of life insurance. 

Edward A. Woods, who is_ regarded 


as an authority on the subject of taxa- 
tion of life insurance, sees the Frick 
decision as important as far as it goes. 
He says: 


The decision of the Supreme Court 
in the Frick Case is of great signifi- 
cance to all owners of policies payable 
to a named beneficiary, taken and 
made so payable, before the passage 
of the present Estate Tax Law. While 
it is unfortunate that the decision did 
not reaffirm Judge Thomson’s opinion 
in toto, the fact still remains that 
Judge Thomson’s decision . (lower 
court) as to any insurance taken and 
made payable to a named beneficiary, 
no matter when, was not reversed and 
that still stands as a lower court de- 
cision until it is reversed. 

A new case on life insurance taken 
since the passage of the present law 
will undoubtedly be taken up, and the 
pleadings and work done in the Frick 
Case and the value of the lower court 
decision will be of use then. 

The effort of the Government to 
consider Life Insurance as a “transfer 
of property” instead of “vested capi- 
tal” of the beneficiary has been given 
a body blow, and this decision is in 
itself and in what it will lead to per- 
haps the most important decision af- 
fecting life insurance ever made. 





CHURCH FIRES 

The surprising statement that 75% of 
all the churches and chapels burned in 
this country might still be standing un- 
harmed as the leading hazards respon- 
sible for church fires are in every in- 
stance either wholly or partly prevent- 
able is made by the National Board of 
Fire Underwriters in the current issue of 
“Safeguarding America Against Fires,” 
which issue is entirely devoted to church 
losses. 

In the order of their importance, dur- 
ing the five-year term ending 1923, the 
originating causes of fires were stoves, 
boilers, furnaces ‘and their pipes, de- 
fective chimneys and flues and elec- 
tricity. It is pleasing to note that 
losses of churches due to incendiarism 
amounted only to $106,000. Church 
losses for the five years foot up the 
total of $16,793,458. 

An interesting analysis of the losses 
is made by the National Board. One 
would not think that tobacco smokers 
would be. so impatient that they could 
not refrain from smoking in a church, 
and yet in five years more than $500,000 
was lost in chyrch fires from the one 
cause alone of matches thrown away by 
smokers. 





SYLVAN LEVY HAS BREAKDOWN 

As THE EASTERN UNDERWRITER goes to 
press, a report has reached this office 
that Sylvan Levy of the New York Life 
has had a nervous breakdown. 





Sylvan Levy, of the New York Life, 
who has orily been in the life insurance 
business about fifteen months and has 
been unusually successful, at the pres- 
ent time going at the rate of about 
$8,000,000 a year, this week took out a 
policy on his own life for $1,500,000. 
It is a ten-year endowment. 





NIPPON’S LIBRARIAN HERE 


Yutaka Kunisaki, librarian of the Nip- 
pon Life, which writes more business 
than any life insurance company in 
Japan, is in this country studying life 
insurance and will pay a visit to the 
home offices of the New York Life and 
the Provident Mutual. In the fall he 
will attend the University of Pennsyl- 
Vania. on 








RICHARD H. CUTLER 


Richard H. Cutler, one of the honor 
men of the National Life of Vermont, 
and district manager at Springfield, Mass.. 
is only a little over thirty, yet he has had 
a thorough and extensive field experience. 
He was born in Montpelier and after 
graduating from Dartmouth he started as 
an agent in the Baltimore general agency 


under Alfred G. Goodrich. He is a son: 


of H. M. Cutler, a vice-president of the 
company, but has never capitalized the 
fact for he made his records as a producer 
and manager out in the field far from the 


- home office. His production is at the rate 


of over three-quarters of a million a year 
= his agency produces a million and a 
If. 


ha 


* * * 


Orville Thcrp, manager of the Kan- 
sas City Life for Texas, has closed his 
twentieth vear in that capacity. From 
President J. B. Reynolds he has received 
a letter of appreciation of fine work 
done, one naragraph of which reads as 
follows: “When vou went to Texas in 
May, 1905, the Kansas City Life was 
unknown in that state. “oday we have 
thirtv-five thousand policies in force 
in Texas, carryine an aggregate insur- 
ance account of $78.000.000, all of which 
has been assembled under your leader- 
ship by a loval group of nien and women 
that constitute your sales force. This is 
an achievement for which you can justly 
feel proud.” 

* * + 


A. G. (Tex) Bayless, insurance man 
at Houston. Tex. is receiving some 
good publicity throczh an ad-writing 
contest being conducted in the Houston 
“Chronicle.” There ace $11.000 in prizes 
offered to those writing the best ads. 
There were 37 Houston firms pooled the 
prize money which is distributed each 
week in a prize of $50 and 186 smaller 
prizes with a $500 prize as grand prize. 
when the competition ends. The first 
week a contestant won a prize writing 
the following ad for Mr. Bayless which 
was printed in the paper: 


A. G. (Tex) Bayless 
First National Bank Bldg. 
The Right Kind of Life Insurance 
Doesn’t cost—It pays. 
It is the greatest 
Satisfaction you can buy. 
Make us prove it. 





TOWNER BUREAU MOVES 
The Towner Rating Bureau has moved 
from its office on Liberty Street to 
new-quarters at 160 Broadway. 


The Human Side of Insurance 


===, 





Charles H. Lum, assistant 
manager of the National Board a 
Underwriters, who has been jn ft iy 
of the Pacific Coast office of the Ne 
tional Board since 1921, js ws 


P . the subj 
of an interesting sketch in the cae 
issue of the “Underwriters’ Report” of 
San Francisco. Mr. Lum has made 


many friends on the Coast since his ar- 
rival there. Mr. Lum was born in Chat. 
ham, New Jersey, July 23, 1873, He 
received his schooling at the Summit 
Military Academy and at Columbia 
University, graduating from the latter 
institution in the school of architecture 
For a number of years he followed his 
profession. He became identified with 
the National Board in April, 1993 and 
with the exception of a year 1905-1996 
spent with the Texas Fire Prevention 
Association, his connection with the 
National Board has been continuous 
He started with the Board as an ip. 
spector, the organization at that time 
having eight employes serving a terri- 
tory which was confined to a district 
around New York City. Today the 
Board has 260 employes and its work 
is nation-wide, with divisional offices at 
New York, Chicago, Atlanta and San 
Francisco. Mr. Lum also represents the 
Underwriters’ Laboratories on the Pa- 
cific Coast, and as such has general su- 
pervision over the West Coast testing 


station. 
*x* * * 


George W. Yuengling, manager of the 
Eastern Department of the Continental 
Casualty of Chicago at New York, handled 
the underwriting and arranging for re- 
insuring of the contract bond covering the 
construction of the second section of the 
Broad Street, Philadelphia, transit sub- 
way. The surety bond of $8,850,000, the 
largest construction bond ever written in 
Philadelphia, was placed through the Harry 
L. Lang Co., of Philadelphia. 


*x* * * 


Thedorick P. Rice, assistant to the 
superintendent of agents of the Atlantic 
Life, underwent an emergency operation 
for appendicitis early last week. The 
operation was successful. He hopes to be 
back at his desk within the next week 
or ten days. 





Says Herbert Hoover 





We are confronted with the daily de- 
mand to extend government in order to 
cure some abuse or other. The arm of 
government is a poor cure for abuse, for 
it becomes at once a restraint of liberty. 
For the arm of government cannot oper- 
ate even to restrain evil without bring- 
ing about some instance of oppression. 
The safeguard against the invasion of 
government into the lives and liberties 
of our people is that we shall cure abuse 
outside the government. 

The war drove us to great centraliza- 
tion of government and to great depend- 
ence upon the action of central govern- 
ment. The continuance of this mobiliza- 
tion of all effort would have destroyed 
the initiative of our people and destroyed 
the very impulses to progress. But from 
it came the illusion that most human ills 
could be cured by governmental regu- 
lation. It has been hard to get back 
because everybody knows of some ill im 
the other fellow’s business that ought 
to be cured right away. We need to 
have the public mind turned off of the 
national government as the remedy for 
all ills. We need to get Washington of 
of the front page at least part of the 
time. If we can decentralize thought 
onto ‘state and municinal government, 
and above all to such efforts as yours to 
cure abuses from within, we shall auto- 
matically stop the growth of federal 
encroachment. 


’ 
» 
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Ekern Warns Press Not 
To Publish Story 


DENIES THAT HE IS LOBBYIST 





Former Insurance Commissioner Says 
Present Commissioner Sent Out a 
Libelous Statement 


‘Herman L. Ekern caused a big sur- 
rise in hewspaper offices this week by 
notifying all newspaper associations and 
wire associations, such as United Press, 
Associated Press, International News, 
etc, that he objected so much to a re- 
fection upon him in a statement given 
to newspapers by Insurance Commis- 
goner Smith of Wisconsin that he would 
a any paper for libel if it published 
the Smith statement. The Smith insin- 
yation was that Mr. Ekern had acted in 
the role of a lobbyist for insurance in- 

ts. 

The surprise was that Mr. Ekern 
would allow anybody to get his goat, no 
matter what he said, in view of his well- 
known imperturbability. Mr. Ekern has 
often been rapped, sometimes by Demo- 
ctats, sometimes by Republicans, some- 
times by newspapers, sometimes by 
stock insurance men, sometimes by in- 
surance commissioners. .When he was 
insurance commissioner of Wisconsin he 
never lost his good humor when under 
fre for radical views. After leaving 
ofice he became an attorney and was 
of counsel for the reciprocals and other 
catriers antagonistic to stock company 
insurance. He has always been close to 
Senator LaFollette and easily was elected 
Attorney-General on the LaFollette 
ticket. 

The Ekern telegram to the news agen- 
cies follows : 

“Letter dated May 12 signed, W. Stan- 
ley Smith, addressed to me, and which 
I am informed has been given to the 
press for publication today, and which 
insinuates that in appearing before Sen- 
ate committee of the whole April 29 last 
I acted as a lobbyist and as a repre- 
sefitative of insurance interests, is false 
and libelous and publication carries re- 
sponsibility.” 


10% Reduction Hearing 

» The Missouri Supreme Court at Jef- 
ferson City, Mo., on Monday, May 11, 
heard arguments in the appeal of Super- 
intendent Ben C. Hyde of the Missouri 
Insurance Department, from the decision 
of Circuit Judge Westhues of Cole 
‘County in setting aside his order for a 
10 per cent reduction in the fire, tor- 
nado, hail and lightning insurance rates 
in the state. 

Judge Westhues in his decision upheld 
the findings of Special Master John I. 

illiamson of Kansas City, who had 
heard lengthy testimony concerning all 
the elements that go into the making of 
Msurance rates in effect in the state. 

Superintendent Hyde in issuing his 
order for the reduction did so on the 
Stounds that the insurance companies 
were making an unreasonable profit on 
the Missouri business. 








g LICENSE REFUSED 
The applications of Quinn & Quinn, 
Inc., of 12 Gold Street, New York, for 
@ renewal of their license “as insurance 
Drokers has been refused by the New York 
rtment. One of the members of the 
orm is William F, Quinn, a New York 
alderman. The crash of the World 
utual, the head of which was W. F. 
Quinn, is regarded as having something 


to do with refusal to renew this license. 





WILLIAM SANDERS DEAD 
. William Sanders, for forty years an 
MSurance broker in this city, died Mon- 
way at the age of sixty-six, following a 
illness. He was a brother of the 
fate Herman Sanders, 
i 





CLAY PRODUCTS LINE 





Squire Co., Inc. New York Brokers, 
Open Special Department For In- 
surance On Clay Manufacturers 

The Squire Co., Inc., insurance brok- 
ers, John Street, New York, has been 
appointed insurance managers of the 
clay industry and have opened “the clay 
products manufacturers’ department” to 
handle such business. In an advertise- 
ment printed on the front page of the 
trade paper, “Brick and Clay Record” 
Vice-President Squire, of Squire Co., 


NEWARK | 


FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 


A company with an unblemished and continuous 
record of over a century. 


Cash Capital .......... pai 


Inc., says: 


Publicly we wish to express our 
sincere appreciation to the many clay 
products manufacturers who have co- 
operated with us in the establishment 
of this department. The many friends 
made prove conclusively the need of 
an insurance office devoted solely to 
the interests of the clay industry. In 
carrying out the recommendations of 
our fire prevention engineers you have 
gone far in reducing fire waste in the 
Industry. 

We have endeavored to reciprocate 
by furnishing—absolutely safe insur- 
ance protection—contracts drawn to 
cover your individual requirements— 
prompt and equitable loss settlements 
—and lastly in saving you from 20% 
to 50% in your fire insurance cost. 

We shall continue to furnish sound 
fire insurance indemnity to members 
of the clay Industry at a cost which 
will reflect truly the low insurance 
loss record of the responsible clay 
‘manufacturers. , 





SMOKE & CINDER TALENT 


The entertainment features at the an- 
nual ladies’ night of the Smoke & Cin- 
der Club, Pittsburgh, of which W. E. 
Briggs, of the’ United States Fire, was 
master of ceremonies, included Mrs. 
W. L. Stone, wife of the special agent 
of the Allemania Fire; Mr. and Mrs. 
Close, G. S. Petrik and Miss Ruth 
Simon. 





GENERAL AGENT INCORPORATES 


Clarence L. Stockdell, general agent 
at Roanoke, Va., for the Globe & Rut- 
gers and the State of Pennsylvania, has 
incorporated under the style of Clarence 
L. Stockdell Company with authorized 
capital stock ranging from $25,000 to 
$50,000. He is listed as president of the 
company in the papers of incorporation. 
Other incorporators are: J. W. Gregg, 
vice-president, and F. H. Gregg, sec- 
retary, both also of Roanoke. 





Charles H. Fischer, well-known con- 
sulting engineer at 110 William Street, 
has withdrawn all affiliation with the 
Insurance Service Co. of Oklahoma City. 
For about three years he has been a 
member of L. N. James & Co., acting 
as chief engineer. 


Net Surplus 





T. L. FARQUHAR, President 











ice eae ete 1,241,179.73 
Total Surplus to Policyholders.......... .$2,241,179.73 


Agents Wanted 
Where Not Represented 


Cc. E. TITSWORTH, Vice-President and Treasurer 





eeeee eee ee -$1,000,000.00 




















TOURIST BAGGAGE TALK 


National Conventions and Vacation 
Times Offer Fine Chances For 
Selling This Cover 


Vacation time is usually looked upon 
as the harvest time for selling tourist 
baggage insurance, says the latest issue 
of “News From Home.” True, the va- 
cationists of your town offer excellent 
opportunity for insuring baggage; but 
there is another very good source of 
tourist baggage prospects. This is the 
convention. 

Business men and members of asso- 
ciations in your town no doubt go to 
some of the thousands of conventions 
that are held throughout the year. One 
way to reach these men is through the 
various civic associations like the Ro- 
tary, Lions and Kiwanis Clubs. It 
should be comparatively easy for you 
to obtain lists of members of these clubs 
in your locality. Then send each man 
a personal letter like the one shown on 
the next page. 

Remember, conventions are not lim- 
ited to any particular time like summer 
vacations. Therefore, the convention is 
a logical source for all-year sales of 
tourist baggage policies with Spring and 
Fall as the leading seasons. And right 
now is a good time to sell tourist bag- 
gage insurance to the convention-goers 
in your town. Try it. 








MERCURY IN VIRGINIA 


The Mercury, of St. Paul, Minn., re- 
cently organized as the running mate of 
the St. Paul Fire and Marine, was ad- 
mitted to Virginia this week. Bernard 
P. Carter, special agent in Virginia for 
the St. Paul, will also represent the 
Mercury in that capacity. He has al- 


ready planted the company in the fol-. 


Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent 


GEORGE Z. DAY, Ass’t General Agent 


U. S—Statement December 31, 192 


pL st Seria! Sete tay eee 
PREMIUM RESERVE . . 
OTHER LIABILITIES . 
NET SURPLUS .. ° 


eta ae ig . « $6,691,491.37 
: . 1,499,92497 
. 750,177.51 





lowing Virginia agencies: Childrey and 
Metts, Norfolk; C. B. Slusher, Roanoke; 
Muhleman and Kayhoe, Richmond. 





ENVIED BY GOLFERS 


R. C. Rice, Jr., Played on St. Andrew’s 
Course in Scotland Last Week 


Postal cards received by insurance 
men who are members of the Raritan 
Valley Golf Club and written by R. C. 
Rice, Jr., of a New York investment 
house specializing in insurance stocks 
were to the effect that Mr. Rice lar 
week played-.on the most famous of af# 
golf links at St. Andrews, Scotland. 


COMMITTEE OF SEVEN NAME} 

The committee of seven to investiga¢, 
conditions and practices in fire insur. 
ance in the territory of the New Yort 
Fire Insurance Exchange has been ap- 
pointed. It includes N. S. Bartow, 
president of the Queen; J. W. Russell, 
of Russelt & Ziegler; Lyman Candee, 
vice-president of the Globe & Rutgers; 
Wallace Reid,~ president of Wallace 
Reid & Co.; F. B. Kellam, manager of 
the Royal; C. A. Ludlum, vice-president 
of the Home, and Percivai Beresford 
manager of the Phoenix. of London 
This committee plans to devise measure: 
to eliminate improper practices in con 
nection with underwriting here. 











R. O. MESEROLE A SPECIAL 


R. O. Meserole has been appointed 
special agent for the Crum & Forste 
office for the States of Kentucky ant 
Tennessee. Mr. Meserole has been with 
Crum & Forster for the past seveu 
years, serving in various capacities in the 
New York office, and has also traveled 
as special agent in New Jersey.. Ms 
Meserole will have jurisdiction as fiel, 
man for the following companies 
Kentucky—North River, United States 
Fire, Richmond, United States Mer- 
chants & Shippers, British America, and 
Western Assurance; Tennessee—British 
America, Western Assurance, and Uniteu 
States Merchants & Shippers Ins. Q 





WOULD PROHIBIT LOSS PAYMEN\ 


The Circuit Court at Ironton, Mo., ov, 
April 18, dismissed an injunction sui| 
that had been instituted by stockholder, 
of the Annapolis Lead Company against 
the Board of Directors asking for a re- 
ceiver of the company and that th 
directors be prohibited from collecting 
$121,000 of tornado insurance for dam- 
ages to the plant at Annapolis during 
the storm of March 18. Under the 
court ruling the insurance companieg 
will be permitted to settle the claimg 
under their policies. 
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Insurance Agents’ Publicity 
(Continued from page 1) 


Commissioner Charles F. Kerrigan to in- 
vestigate the relations between the con- 
tractors and the insurance firm and to 
run down rumors that contractors, par- 
ticularly public schools, had to give 
business to Sinnott & Canty or they 
would incur the disfavor of the Mayor’s 
secretary and son-in-law. 


The Hirschfield Inquiry 


Mayor Hylan soon thereafter had his 
commissioner of accounts and press 
agent, David Hirschfield, start a back- 
fire inquiry before which were called 
many of the contractors who testified at 
the Kerrigan-Craig inquiry. Some of 
the biggest contracting firms in the city, 
including the George A. Fuller Co., tes- 
tified that they were not clubbed into 
giving Sinnott & Canty business but 
thought it was “good judgment” to do 
so. William H. Egan of the George Con- 
lon Construction Company, had testified 
at the Craig-Kerrigan quiz that he had 
thrown out of his office a solicitor named 
Duffy representing Sinnott & Canty, 
*who, when a demand for his bonding 
business was refused, threatened him 
with loss of contracts. Called by Com- 
missioner Hirschfield, Mr. Egan testified 
that despite this alleged incident his 
firm had later been awarded contracts 
covering $2,000,000. 

From a political standpoint, the most 
damaging testimony was the presenta- 
tion before Deputy Commissioner Ker- 
rigan of private messages passed between 
the Mayor’s office and Sinnott & Canty 
during a period of three years and show- 
ing a link in the placing of insurance. 


“Pie” for Rival Brokers 


The inquiries have been welcomed 
with glee by rival brokers as there has 
been disclosed a large list of the Sin- 
nott & Canty clients and at every hear- 
ing more details of this business are 


made public. In view of the reluctance 
of the average broker to discuss his 
clients, it can be seen that much of the 
matter printed might prove slightly ir- 
ritating to Sinnott & Canty although 
there are counter advantages as at the 
present moment Sinnott & Canty are 
the best known firm of brokers in New 
York City. 

Not a thing has been disclosed to date 
that indicates that Sinnott & Canty are 
violating any insurance rule or regula- 
tion. As was printed by THE EASTERN 
UnpDERWRITER last week, the attitude of 
“The Street” is that they are lucky in 
having such influential backing and 
clients. 





DENVER CHANGE 


The Denver Chamber of Commerce’s 
Insurance bureau elected Frederick Wil- 
liams of the Rocky Mountain Fire 
Underwriters’ Association to serve as 
chairman and director of the bureau, 
relieving J. Stanley Edwards, manager 
of the Aetna Life, his term having ex- 
pired. Fred Breisch, acting manager of 
the Aetna Affiliated Companies, was 
chosen secretary, succeeding David J. 
Main of Standard and Maine. 


MADE SPECIAL OF AMERICAN 

The American Insurance Co. of New- 
ark has appointed Leon McGilton special 
agent in Kentucky. He will assist Spe- 
cial Agent Riker in that field, and devote 
part of his time to the American’s South- 
ern farm department, of which R. M. 
Henry is manager. Mr. McGilton is a 
college man and has studied law. He 
was district manager of a life insurance 
company for four years, after which he 
swung over to fire insurance, being spe- 
cial agent for the Henry Clay in Ken- 
tucky for five years, and for the past two 
years has covered the same territory for 
the National Union. 
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O. J. PRIOR, President 








INCORPORATED 1868 


Che Stmdard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


—————S== 


W. M. CROZER, Secretary 








SIGNS APPROPRIATION BILL 


Governor Pinchot Agreeable to Grant- 
ing Pennsylvania Insurance De- 


partment $175,000 Yearly 


Insurance men in Pennsylvania were 
elated this week when Governor Pinchot 
signed a bill appropriating $175,000 an- 
nually for expenses of administering the 
Insurance Department. It was not known 
aad he would give the measure his 


The receipts in this Department have 


reached a point where they average ap- 
proximately $5,000,000 a year, and after 
the $175,000 for departmental expenses 
are deducted, the department is aiding to 
the extent of approximately $4,875,000 a 
year in financing the operation of the 
State government. 

The receipts of the department have 
showed a steady increase in the last de- 
cade, the gain for the last year having 
been $500,000 in round numbers. More 
than $300,000 is collected for license fees. 





RESUMES BUSINESS HERE 


The Metropolitan National of Havana, 
Cuba, which has been out of business in 
the United States since its resignation by 
Sumner Ballard and the transfer of its 
business here to other companies in the 
Ballard office, has decided to recommence 
underwriting on a restricted scale, Seibels, 
Bruce & Co. will be the new representa- 
tives in this country. 


ee 


PHILADELPHIA CHANGES 

The Philadelphia Fire Underwritery 
Association has announced the following 
agency changes: ; 

Appointed—A. Shotz & Co., for the 
Farmers’ of Iowa; D. E. Simon & ( 
for the Maryland of New York; W, yf’ 
Tittot & Co., for the Sun; D. J. Walsh’; 
Sons, Inc., for the Camden. 

Discontinued—Prince & Friedman, for 
the Sun; Stokes, Packard, Haughton & 
Smith, for the Eastern Underwriters’ 
Agency of Camden; A. M. Waldron, for 
the Farmers’ of Iowa. 








ANDERSON JOINS TRAVELERS 

Paul G. W. Anderson has been ap- 
pointed special agent for the Travelers’ 
Fire for eastern Massachusetts, Rhode 
Island, Maine and New Hampshire, 
With him will be associated as assistant 
special agent Carl A. P. Johnson. For 
several years Mr. Anderson was an en- 
gineer and special agent in New York 
and New England for the North British 
& Mercantile, and with the Fireman's 
Fund. Mr. Johnson has been with the 
New England Insurance Exchange for 
several years, specializing in Dean 
Schedule Rating. 


ENTERS VIRGINIA 
The American Equitable Assurance of 
New York wasa dmitted to Virginia this 
week. It will have its principal office 
in Roanoke with Clarence L. Stockweil 
in charge. 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres, and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 


FIREMEN’S 


INSURANCE Co. 
of Newark, N. J. 
Organized 1855 
Statement January 1, 1925 


ASSETS AND LIABILITIES 
Capital .......$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities..  8,536,871.80 


Net Surplus.... 3,586,660.11 
Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Treas... 
a’ aug Secretary 
A. H. thar gg Ter 
Wells T. Bassett, Secretary 


THE 
Girard F.<M. 


INSURANCE CO. 
of Philadelphia 
Organized 1853 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities... 3,213,098.14 


Net Surplus.... 1,260,934.06 


Assets ........$5,474,032.20 
Policyholders’ Surplus 
' $2,260,934.06 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
gs A. Snyder, Secretary 


. M. , Secretary 
_ Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 
of Philadelphia 
Organised 1854 

Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
all other liabilities  2,575,127.95 


Net Surplus.... 1,000,362.98 


Assets ........$4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 











H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. way, ’ 


A. H. Hassinger, 
Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund 
Reserve for all 
other liabilities. . 


Net Surplus. ... 


3,751,385.75 
501,427.56 


Assets ........$5,252,813.31 
Policyholders’ Surplus 
$1,501,427.56 
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Reciprocal Insurance as 
Seen by Frank Burns ot Seattle 


Assessments 

Every subscriber, who has signed a 
power of attorney, must pay his assess- 
ment when called upon and the amount 
of this assessment must be the amount of 
his portion of all losses and expenses. As- 
sessments are not limited, for if they were 
it would weaken the system. 

The following clause appears in some 
powers of attorney: 

“To guard against the exhaustion of our 
furds through excess losses our attorney 
shall have the power whenever in its 
judgment it becomes necessary to protect 
outstanding obligations created pursuant to 
this instrument to assess us in an amount 
not exceeding our annual premium: deposit. 
We hereby agree to pay such assessments.” 

This clause limits only one assessment 
to an amount equal to the annual pre- 
mium deposit of the subscriber. How- 
ever, in reading this clause over care- 
fully it will be noticed there is no limit 
to the number of assessments that can be 
made. In other words, if the subscriber’s 
portion of all losses were four times the 
amount of his annual premium deposit, 
the attorney-in-fact would have a perfect 
right to call on him for four assessments 
and he agrees to pay such assessments as 
he has authorized the attorney-in-fact in 
a preceding clause to exchange indemnity 
for him on any one risk equal to the 
amount of his annual premium deposit. 
Every subscriber is legally liable for his 
correct proportion of all losses and ex- 
penses while a member of this Exchange, 
but he cannot be assessed for any amount 
exceeding this. 

Financial Standing 

The financial statement of a reciprocal 
is of very little importance to the sub- 
scriber so far as his standing is concerned. 
It is argued by the majority of attorneys- 
in-fact that there is no such thing as re- 
turn premiums in reciprocal insurance, for 
the reason that should the losses consume 
the entire current premium deposits at 
any time, the subscriber, or policy-holder, 
would not be entitled to any return 
premiums or deposits. Therefore, the re- 


- insurance reserve is not set up as a lia- 


bility in statements of a great many ex- 
changes. 

The correct way to analyze a statement 
would be to ascertain the amount of cur- 
rent premium deposits in force, and in 
some cases over 60% of this amount would 
be the unexpired deposits subject to pro- 
tation. Deducting the unexpired amount 
from the total assets would leave the 
amount to the credit of the individual 
underwriting accounts. Then, by ascertain- 
ing the number of subscribers to the ex- 
change, the average credit to each under- 
Writing account can be arrived at. 

A statement may show excellent assets 
and at the same time some subscribers may 
have a debit to their underwriting accounts 
and be subject to an assessment. Therefore, 
the only statement of any value to the sub- 
scriber is a statement of his individual 
underwriting account. 


Advisory Committee 
The members of the advisory committee 
are generally selected by the attorney-in- 
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fact and their names presented to the sub- 
scribers to be voted on. The general rule 
is to select influential men in the industry 
to add prestige to the exchange. 

In the majority of cases they are very 
busy men and have little time to devote 
to the study of reciprocal insurance and 
it is doubtful if any of the members of 
the advisory committee can explain in de- 
tail the correct method of operation. 

Meetings are called by the attorney-in- 
fact, statements from certified accountants 
are presented and also reports on the 
progress of the business. They depend to 
a great extent on the attorney-in-fact, in 
whom they have the utmost confidence. 

Their principal duty is to adopt rules 
and regulations for the successful opera- 
tion of the exchange in accordance with 
the conditions set forth in the power of 
attorney and to report annually to the 
subscribers. 


Liability 


It is the duty of every man who patron- 
izes reciprocal insurance to understand it. 
His bankers, partners or stockholders 
should be fully informed as to the lia- 
bility assumed. 

Some powers of attorney would in- 
dicate that the liability is limited. If it 
is, the limit of liability is generally the 
amount annually deposited by the sub- 
scriber for current indemnity on any one 
risk carried by the exchange. For example, 
if the amount of the annual premium de- 
posit. is $1000, and twenty risks were a 
total loss, the liability to the subscriber 
would not exceed $20,000. It is not the 
general practice of a reciprocal to write 
an amount equal to the annual premium 
deposit on any one risk. However, that 
is the limit of liability. 

It is very easy to arrive at the amount 
exchanged on any one risk by ascertaining 
the amount the exchange writes subject 
to one loss. If the exchange writes an 
amount equal to 20% of the entire pre- 
mium of all members subject to one loss, 
then the subscriber’s liability on any one 


risk is only 20% of the amount deposited 
by him for current indemnity. 

Unless the subscriber keeps a close check 
on his underwriting account, as well as 
the loss ratio of the exchange, and is also 
familiar with the amounts written on all 
risks, there is no way for him to know 
what his liability may be, and there is a 
possibility his liability to the exchange 
may have accumulated in the course of a 
few years to an amount more than his 
actual net worth. . 

We take the case of certain Western 
manufacturers who are facing assessments 
from two reciprocals. One of these sub- 
scribers, who is a small manufacturer, is 
being called on for a total amount for 
both assessments of nearly $35,000. It 
would be absurd to presume that this 
manufacturer had any idea he was assum- 
ing this amount of liability. 

Every subscriber should have the fol- 
lowing information: Total annual in- 
come; list of risks and amount written on 
each risk; the annual statement of ex- 
penditures, which should include the 
amount of commission paid the attorney- 
in-fact; total amount of losess and a de- 
tailed account of all expenses not included 
in the attorney-in-fact’s commission. 

By finding the difference between the 
income and the expenditures, we can ar- 
rive at the exact percentage of profit or 
loss for the year’s operation and each in- 
dividual underwriting account should be 
affected in the same percentage. 

With this in mind, the subscriber keep- 
ing a close check on the experience of each 
policy can be reasonably sure of his lia- 
bility at all times. 


Financial Statements 


There should be no good reason why 
an attorney-in-fact should withhold any 
information from the subscribers. How- 
ever, we find, as a general rule, the annual 
statement of a reciprocal is merely com- 
posed of the assets and liabilities. The 
assets show the cash on hand and securi- 
ties, while the liabilities include the 


GENERAL FIRE ASSURANCE 








of Paris, France 


URBAINE FIRE INSURANCE 


of Paris, France 


of London, England 


amount still due the attorney-in-fact, some 
losses in process of adjustment and the 
surplus and reinsurance reserve. 

Some statements give a collective ac- 
count of the income and expenditures, ex- 
cluding all commissions. However, there 
is no mention made of the annual income 
or expenditures. In the average state- 
ment there is no possible way for the 


subscriber to know the experience of the - 


exchange for the year. 

The statement should show the total 
annual income from all sources and the 
expenditures should include the amount 
paid the attorney-in-fact for his commis- 
sion, as well as all losess and the expenses 
not included in the attorney-in-fact’s com- 
mission, With this information, the sub- 
scriber could judge for himself.as to the 
exact progress made by the exchange. 

A statement of one of the leading 
reciprocals shows a surplus and reinsur- 
ance reserve of $2,500,000. Its annual in- 
come and premium deposits is estimated 
at $2,600,000. As it is a conservative 
estimate that it will require 50% of the 
annual premium of any insurance medium 
to reinsure it, naturally of this surplus 
and reinsurance .reserve $1,300,000 would 
be the reinsurance reserve, or a liability. 
Therefore, the surplus of this exchange 
would be $1,200,000. 

Various representatives of this exchange 
state that directly after the first of the 
year the exchange paid a dividend to all 
members of 25%. If such is the case, 
this dividend would be 25% of the $2,- 
600,000, or $650,000. 

The statement does not set up a reserve 
for this dividend, naturally this would 
have to be deducted from the. surplus, 
which would then leave a surplus of $550,- 
000 


The statement has not set up a reserve 
for license fees and taxes, which would 
in all probability amount to over $50,000, 
so the real net surplus over and above all 
liabilities of this exchange would naturally 
be in the neighborhood of $500,000. 

When it is considered that the same ex- 
change would write amounts on one manu- 
facturing plant nearly equal to its entire 
net surplus, the subscribers to such an ex- 
change should not feel that they are en- 
tirely free from the call of an assessment. 
Take the case of the reciprocal with an 
annual premium income in the amount of 


$2,600,000 and a net surplus of $500,000. 
(Continued on page 18) 


COMPANY 


COMPANY 


EAGLE STAR & BRITISH DOMINIONS INSURANCE COMPANY, Ltd. 


FRED S. JAMES & CO. 


UNITED STATES MANAGERS 


123 William Street 
New York, N. Y. 


Let us help you increase the premiums at your agency. Send for our new 
leaflets on Income Insurance, Use and Occupancy Insurance and Explanation 
of the Coinsurance Clause. 
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‘Former Reciprocal Man 
Sells Stock Insurance 


SUCCESS OF A SEATTLE MAN 


Frank . Burns Has No Difficulty in 
Meeting This Competition; Writes 
Book on Subject 


Frank Burns of Seattle, who fofmerly 
represented reciprocals, but who now, has 
an insurance office in that city represent- 
ing stock insurance companies, has been 
unusually successful in taking business 
away from the reciprocals. He has written 
a book, giving an explanation of the method 
of operation of the reciprocals, with com- 
ments on special features, some extracts 
of which are printed elsewhere. In dis- 
cussing his own experience and telling 
how he came to write the book and why 
he treated the subject as fairly as he could 
and .didn’t make the book an onslaught 
on the. Reciprocal system Mr. Burns said 
to The Eastern Underwriter: 

“In. reading this booklet you may be 
somewhat surprised to find that it is not 
the least bit violent nor does it make any 
attacks whatsoever. The purpose of the 
booklet is to enlighten not only the local 
agent and broker of stock companies, but 
the reciprccal buyer. 


His Experience 


“I have represented reciprocals in every 
State in the Union and most of the Cana- 
dian Provinces, during the past ten years. 
I began as a solicitor and retired as vice- 
president of an attorney-in-fact. How- 
ever, during the last year, I was fully con- 
ginced that the system had too many weak 
points to be sound. 

“T established a brokerage office here 
in Seattle, handling only straight board 
companies and I have built up, in the past 
six months, a very profitable business. 
Every line I have in the office was taken 
away from reciprocals. 

“A group of insurance men in_ this 
vicinity, among them Mr. Noble, Sec- 
retary of the B. C. Fire Underwriters’ 
Assn., noticed how comparatively easy I 
found reciprocal competition and _ they 
asked me to explain the system in book- 
let form in such a way that the local agent 
or broker could successfully compete with 
this system of insurance. 

“In the past, as you know, local agents 
and brokers have been furnished with all 
sorts of statements regarding reciprocals, 
which in turn have been presented to the 
buyers of reciprocal insurance and they 
have considered it nothing more or less 
than propaganda simply because the local 
agent or broker have been unable to 
answer any questions intelligently. 

“Not one buyer of reciprocal insurance 
out of thousand understands the system 
at all. They may receive a statement of 
assets and liabilities at the end of each 
year and that is practically all the in- 
formation they have, which means noth- 
ing to them. The most important thing for 
the solicitor, in competition with recipro- 
cals, to understand is—how to ascertain 
the cost of ‘reciprocal insurance, and if 
you will read the article on “liability” in 
this booklet, you will get some idea how 
confusing this is to the insurance buyer. 


Don’t Speak the Same Language 


“Reciprocal and stock companies speak 
in two different languages. Surplus and 
loss ratio means very little to the recipro- 
cal as it has been proven that some of them 
can go on for six or seven years losing 
money without the subscriber being aware 
of the fact. I could easily write volumes 
attacking reciprocals. However, this would 

of no value as the reciprocal buyer 
would not read it and the local agent or 
broker would only be confused. 

“If every reciprocal buyer would make 
a demand for a statement of profit and 
loss on the policies expiring, as well as 
a statement of the profit and loss. on 
policies that have expired in the past, and 
a certified annual statement of income and 
expenditures, I dare say; that eighty per 
cent of the reciprocals would be placed 
in a very embarrassing position with their 
supporters, or subscribers, and perhaps 


fifty per cent of them would lose sufficient 
business to end their career. 

“Now then, any local agent or broker 
who will study this book for three hours 
would have gained sufficient knowledge of 
the system to enable him to present the 
proper arguments to the subscriber of a 
reciprocal that will start the ball rolling 
by demanding such statements. 

“IT don’t believe there will be a very 
big demand for my booklet for the simple 
reason that it is not violent enough as 
the majority of local agents and brokers 
believe this is the way to compete with 
reciprocal insurance. My ten years’ ex- 
perience has proven to’ me that the system 
thrives on attacks and I am in a position 
to know that the only way to compete 
is to understand enough about the system 
to check up on the ‘cost. I also know from 
my experience that anyone who under- 
stands the system loses confidence in it 
because I have never heard of a case 
where anyone connected with reciprocals 


would insure his property with other 
reciprocals, 

“Therefore, I would much rather put 
out the proper kind of a booklet than to 
publish something that would make a great 
deal of profit and be of no benefit to those 
who are really sincere in competing with 
the system.” 





Burns On Reciprocals 
(Continued from page 17) 


If this exchange should happen to have 
a loss ratio of 120% for any year, it 
would consume the entire premium and 
net surplus, to say nothing of the attorney- 
in-fact’s commission and other expenses, 
which could not be less than $600,000. 
The practice. of returning large divi- 
dends sometimes weakens the exchange, 
and it is always well for the subscriber to 
check up the amount of dividends paid 





————. 


from the fet surplus. Some of the sma! 
reciprocals have been known to retyry ; 
dividends practically the entire net tng 
plus, depending on the next year’s opera. 
tion to be profitable. 3 

Thus we find the statement with og 
assets and liabilities is of no value to th 
subscriber, and the only manner in which 
he can keep an accurate check on the ex- 
change is to have a statement of the ip. 
come and expenditures, as wel! as state. 
ments of his underwriting accounts anq 
of each expiring policy. 





CHARTERED IN ERIE 


The Erie Insurance Company of Erie 
Pa., has been incorporated in Pennsyl. 
vania with a capital of $50,000 to 
transact general lines of insurance. 
The incorporators are Norman W. 
Crouse, E. W. Nick and Charles P. 
Hewes. 
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UNDERWOOD & UNDERWOOO-N-Y: 











At radio broadcasting sta- 
tion KYW, Chicago, the World 
Crier sends the news of the 
world out into the air at half 








hour intervals, 24 hours in the 
day. His voice is heard from 
Boston to San Francisco, from 
Alaska to Florida and often 
in distant foreign lands. A 
solitary ship at sea, the re- 
motest ranch, an ice-bound. 
party in the Arctic waste, all 
become part of the listening 
circle. 

Such is the miracle cf radio. 
Symphony orchestras now 





N the early days of the tele- 

graph the Springfield Fire 

& Marine Insurance Company 
was beginning its mission of 
property protection. The science 
of underwriting was comparatively. 
crude, the protection limited. 


Today improved underwriting 
methods have made possible a 
broad application of insurance pro- 
tection. Many of the uncertain- 
ties of business have been anni- 
hilated by insurance as positively 
as distance hag been annihiliated 
by radio. The Springfield has 
kept pace with this development. 








Play to continents. A. million 


SPRINGFIELD FIRE & My 


NTINEL FIRE 


HEAD OFFICES, 


RINE [NSURANCE (CO. 
_ INSURANCE Co. 


SPRINGFIELD, MASS. 


children listen to a bed-time 
story. The President of the 
United States delivers an im- 
portant message to every home. 
The voice of an after dinner 
speaker is relayed around the 
world while he is still on his feet. 

When Samuel Morse’s first tele- 
graphic message traveled forty 
miles over the wires from Wash- 
ington to Baltimore in 1844, a new 
era of communication was born. 
Later, Alexander Graham Bell be- 
gan another epoch with his tele- 
phone. 

These inventions were called the 
“space annihilators” of their day. 
Today radio overshadows them, 
converting a whole continent, even 
half a planet, into a single huge 
auditorium. 
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Dry Goods Men Think 
America Fore Form 0.K. 
THEIR PAMPHLET ON U. & O. 


Co-Insurance Feature Principal Point in 
Cover Which It Is Hoped Can 
Be Adopted 





In view of the fact that use and oc- 
cupancy co-insurance is now up for con- 
sideration by committee of the Eastern and 
Western Union, the subject having become 

icularly pertinent by reason of the fact 
that the Controllers’ Congress of the Na- 
tional Retail Dry Goods Association is 
clamoring for use and occupancy co-in- 
surance and the reciprocals have a form of 
this kind, underwriters will be interested 
to know that the dry goods association has 
just issued a bulletin on the subject of use 
and occupancy. 

The committee on insurance of the as- 
sociation consists of representatives of 
large stores in Providence, Cleveland, Bos- 
ton, St. Paul and Pittsburgh. 

In the pamphlet is contained the new 
tentative form of the Continental, Fidelity- 
Phenix and American Eagle, which differs 
only in minor respects from a form pro- 
posed by the controllers’ congress of the 
association and which will be used as soon 
as it has insurance association approval. 


America Fore Form 


The salient features of the proposed 
form of the America Fore companies 
follows : : 


On use and occupancy of. premises de- 
scribed below. 

The conditions of this contract are that 
if the building situate...... and occupied 
principally as...... its equipment or stock 
contained therein be destroyed or damaged 
by fire or lightning. occurring during the 
term of this policy so as to necessitate a 
total or partial suspension of. business this 
Company shall be liable under this policy 
for ACTUAL LOSS SUSTAINED con 
sisting of: ; 

I, Net profits on business thereby 
a revented ; 

Il, Such fixed charges and expenses 
pertaining thereto as must necessarily 
continue during such total or partial 
suspension of business. 

Such expenses as are necessarily in- 
curred for the purpose of reducing 
the loss under this policy not exceed- 
ing the amount the loss is thereby 
reduced. 

For not exceeding such length of time 
as should be required to rebuild, repair or 
replace such’ part of said building, ma- 
chinery, equipment or stock as may be 
destroyed or damaged, commencing with 
the date of the fire, and not limited by the 
expiration of this policy, but not exceed- 
ing a period of twelve consecutive months. 

It is stipulated and agreed that only so 
much of the assured’s pay roll shall be 
covered as may be under contract or may 

necessary to conserve the assured’s 
lusiness organization for the purpose of 


Ill, 








A DEPENDABLE COMPANY 
AGRICULTURAL INSURANCE COMPANY 


OF WATERTOWN, N. Y. 








Dry Goods Men Discuss Their Form 


In its discussion of Use and Occupancy 
insurance the Controllers’ Congress of the 
National Dry Goods Association says of 
its own form, which incorprates the co-in- 
surance feature: 

“In general the Controllers’ form may 
be said to attempt to correct the objections 
to the present standard form. It does away 
entirely with the daily limitation of liabil- 
ity, and with the per diem basis of settle- 
ment. It writes the co-insurance clause 
into the contract in an open manner, basing 
it on the 90% co-insurance clause which is 
the most widely accepted percentage for 
plants of our general construction and pur- 
pose. It eliminates a section of the pay- 
roll which is impossible of loss, and, there- 
fore, not a sound subject of insurance. 
While emphasizing the advantage of an 
immediate adjustment it makes possible 
payments on account where circumstances 
make an immediate adjustment impossible 
or undesirable to either party. 

“The committee has withdrawn for the 
time being its request for the establish- 
ment of a ‘rebuild’ period as a basis upon 
which the coverage of the smaller store 
should be figured. We recognize this ‘re- 


build’ period as.the one major point of the 
Controller’s form upon which we can 
reasonably be asked to compromise. We 
recognize that it would be a serious obliga- 
tion upon the assured accurately to estab- 
lish in advance this period which ‘using due 
diligence and dispatch would be required 
to rebuild, repair or replace such part of 
said buildings which may be destroyed or 
damaged.’ “ The tendency likely would be 
to underestimate this period and thus be- 
come a co-insurer, 

“Another method of correcting this un- 
satisfactory part of the present form is 
modification of the rate, but no sound 
method has been brought forward by which 
the rate can reflect accurately the modi- 
fication of premium required for a small 
plant. The only sure way at present seems 
to be to control it by the amount of cov- 
erage, and this requires the statement of 
the ‘rebuild’ period. However, we admit 
we are on difficult ground here and it may 
well be we must postpone consideration of 
this part of our form for the time being. 
Possibly in the future after more detailed 
study and experience with the form on a 
yearly basis we will be able to agree with 
the insurance companies, either on the 
adoption of this ‘rebuild’ period or a rate 
modification which will protect the smaller 
houses at this point.” 








properly resuming the normal business of 
the assured with the same quality of service 
which existed immediately preceding the 
fire, not exceeding, however, the follow- 
ing percentages of pay roll, to which ex- 
tent the assured hereby agrees to carry 
insurance to comply with the co-insurance 
clause incorporated in this policy. ‘ 
1. Officers and executives, including 
buyers, department managers, assistant de- 
partment managers, 100% for full year. 
2. All other employees, 100% for three 
months. : : 
Liability under this policy for fixed 
charges and expense which necessarily con- 


tinues during prevention of business shall” 


not exceed that which would have been 
earned during the .time of such preven- 


tion. : i 
Liability for time to replace stock dam- 


aged or destroyed shall not exceed such 
time as such stock on hand would have 
continued sales or production from date oi 
fire. 


In consideration of the reduced rate at 
which this policy is written it is expressly 
agreed and understood that this Company 
shall be liable for no greater proportion 
of any loss than the amount of this policy 
bears to Ninety Per Cent (90%) of the 
amount of the loss of profit, fixed charges, 
payroll (with above limitations) and ex- 
penses that would be sustained by the as- 
sured by a complete .prevention of busi- 
ness forthe period of one year, cmpris- 
ing the six months’ time prior to the date 
upon. which the loss ®ccurs, and the six 
months’ time immediately following the 
said date of loss. 


JOINS CHARLES E. WICKHAM 

Louis A. Schumacher, who has been 
assistant secretary of Lewis & Gendar, 
Inc., has resigned to join the agency of 
Charles E. Wickham as an associate to 
develop and underwrite business. Mr. 
Schumacher has been in the insurance 





’ business for about twenty-five years. . 


Austrian Decision On 
Reinsurance Contract 


DISPUTE WAS OVER BALANCES 


North British & Mercantile Wins Claim 
Before War Tribunal; Judgment 
For $10,525 


The Anglo-Austrian Mixed Arbitral 
Tribunal, sitting in London, has just 
pronounced judgment in a claim by the 
North British & Mercantile Insurance 
Co., Ltd. against the Internationale 
Ruck und Milversicherungs-Aktien-Ge- 
sellschaft for balances due upon re- 
insurance contracts. 

The Austrian Government agent con- 
tended that the contracts were made be- 
tween the defendants and a branch bank 
of the claimants in Vienna. The claim- 
ants themselves were not parties to the 
contracts and so could not recover the 
balances. The branch bank was a dis- 
tinct judicial entity and was an Austrian 
national owing to the special legislation 
dealing with alien insurance companies 
in Austria. According te the Imperial 
Decree of November 29, 1865, foreign 
companies are under an obligation to 
give an annual special account of their 
business in Austria and to draw up a 
balance-sheet of the Austrian assets 
separate from the rest of the company’s 
property, and are subject to Austrian 
State control as Austrian legal entities. 
The Austrian branch was therefore an 
alien enemy vis-a-vis Britain. Further, 
execution of the contracts had never 
been suspended on account of the ex- 
istence of a state of war, either by 
British law—under which the North 
British & Mercantile Insurance Co. in 
Vienna was as much an enemy as-the 
= themselvVes—or by Austrian 
aw. : 

H. E. Fulford, for the claimants, urged 
that the contracts were made by the 
branch bank as agents for the claimants. 

The Tribunal gave judgment for the 
claimants for £2,105 ($10,525), with in- 
terest at 5 per cent from September 
30, 1914, until crediting, and £40 ($200) 
costs. 





DENY MOTION 


Albany, May 12—The Court of Ap- 
peals today, in the case of the First 
Russian Insurance Company vs. Beha, 
denied the motion for reargument with 
$10 costs for printing. This is the case 
in which the court of appeals directed 
the securities held by the department to 
be turned over to the company. 





ERIT BUREAU MOVES 
The B. Bert Erit Bureau of Investi- 
gation has moved to 123 William Street. 
This bureau makes moral hazard reports 
for underwriters on automobile and bur- 
glary insurance especially. 
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N. Y. Agents to Vote 
For New Loyalty Pact 


ANNUAL SYRACUSE MEETING 





Members of Association Have Interest- 
ing Program Ahead; Against 
Further Bank Appointments 





It looks lixe a big meeting for the 
New York State Association of Local 
Agents. The affair is scheduled for the 
Hotel Syracuse, Syracuse, N. Y., May 
25, 26, 27. It will all start with a Get 
Together Dinner on Monday night, May 
25. On the following day there will be 
a complimentary luncheon to members 
and guests given by the Buffalo Asso- 
ciation of Fire Underwriters. Then will 
come the annual banquet, with Super- 
intendent Beha of this state, and Ernest 
Palmer, general manager of the Chicago 
Board of Fire Underwriters, as the ora- 
tors. Mr. Palmer has dug up a new 
flock of funny stories. Mr. Beha never 
talks without telling something which has 
a news kick. 

R. H. Goodwin, superintendent Auto- 
mobile Department, Fireman’s Fund. 
Subject, “Making of Automobile Fire 
and Theft Rates.” 

H. E. Catlin, assistant secretary, Aetna 
Life Insurance Company. Subject, “In- 
suring Fleets and Dealers Cars by Auto- 
mobile Dealers and Salesmen.” 

C. S. S. Miller, advertising manager, 
North British & Mercantile. Subject, 
“Why Not Ducks’ Eggs ?” 

Sumner Rhoades, secretary of New 
York Fire Insurance Rating Organiza- 
tion, will speak on the work of that or- 
ganization. 

John D. Henderson, Herkimer, N. Y. 
Subject, “Justification of the Local Agent 
in the Workmen’s Compensation Field.” 

Clinten J. Ayres, Saranac Lake, N. Y. 
Subject, “Building a Multiple Agency.” 


New Agreement 

At the business sessions these well 
known insurance men have been lined 
up: 

The association’s ¢ommittee has draft- 
ed proposed amendments to by-laws, 
and these will be voted on at the meet- 
ing. The “declaration of principles” 
follows: 

“The objects for which this Association 
was formed can be obtained only by in- 
dividual recognition of and a strict ad- 
herence to those principles for the pre- 
servation of the American Agency Sys- 
tem that have been developed for the 
purpose of stabilizing the insurance busi- 
ness and which form the foundation upon 
which the Association was built. These 
principles are declared to be: 
1—Agent’s ownership of expirations 

{except in cases of fraudulent prac- 

tices). 

2—Non-overhead writing. 

3—Protection of local agents against 

the competition of. non-resident 
brokers in that all lines should be 
written in accordance with the con- 
ditions to which the risk is subject 
locally. 

4—Discontinuance of the practice of 

appointing financial institutions, 

their officers or employees, as com- 
pany representatives in competition 
with established agencies. 

5—Limited agency representation of 
the same company for the same ter- 
ritory. 

6—Continuation of the policy of con- 
ference and cooperation as a means 
for the application of these prin- 
ciples and for the amicable and equit- 
able adjustment of every question 
that has arisen or that may arise be- 
tween companies and agents. 

In the amended article about member- 
ship qualification the agreement says in 
part: 

MEMBERSHIP 

This association shall determine the qualifica- 
tions for membership and shall judge as to 
the eligibility of applicants. Membership in this 


Association is a personal privilege to be en- 
joyed by those admitted thereto only durin; 
such time as they remain qualified therefor an 
abide by the membership agreement as provided 
herein. 

Qualifications for membership and the eligibility 
of applicants shall be determined in .accordance 
with the broad principle that members owe 
their allegiance to those companies whose loyal- 
ty to the herein declared principles of this As- 
sociation is unquestioned and that it is incon- 
sistent and undesirable for any member of 
this Association to represent any company when 
in the judgment of the Executive Committee 
the practice of such company in New York 
State is intentionally and continuously in viola- 
tion of those principles. 

Any local agent of a stock fire, casualty or 
surety insurance company who is a member of 
the local board or club in his territory, or who 
represents as agent only such companies as 
maintain the rules and rates of the rating or- 
ganization having jurisdiction over such terri- 
tory, and whose agency representation includes 
only such companies as in practice and in the 
general conduct of their business in New York 
State conform to the principles herein set forth, 
is eligible to become a member of this Asso- 
ciation. 


Must Be “Regular” 


Then follows an agreement in which 
members of the State Association agree 
not to represent companies except those 
who in practice and in the general con- 
duct of their business in New York State 
conform to the principles of the associa- 
tion and who are affiliated with or who 
maintain the rates aud rules of the rating 
organization or association having juris- 
diction over the territory in which they 
transact business and in placing insur- 
ance as a broker they agree to give 
preference to such companies. In brief, 
there must be “allegiance to those com- 
panies whose loyalty to association prin- 
ciples is unquestioned and that it is in- 
consistent and undesirable for any mem- 
ber to represent any company when in 
the judgment of the executive commit- 
tee the practice of such company in New 
York State is intentionally and contin- 
uously in violation of those principles.” 





Court to Rule On 
Right of Subrogation 


PAYMENT MADE BY MISTAKE 


May 15, 1925 

——— ——————————— 
policy and, as such, is not affect 

provisions or conditions Ebutaial by the 

insurance contract (Smith y. Glens Falls 


Globe & Rutgers Seeks to Recover Loan 
to Assured on Transit Cover: 
Latter Resisting 





The Globe & Rutgers has appealed from 
a judgment dismissing its complaint in an 
action to recover back $2,512 which the 
company paid to the defendant, Meyer: & 
Rasmussen, Inc., in connection with a 
policy of transit insurance under an al- 
leged mistake of fact. The Globe & Rut- 
gers, as appellant, contends before the Ap- 
pellate Division of the New York Su- 
preme Court that the payment was made 
to the defendant under a mistake of fact. 
The law is well settled that where a pay- 
ment is made under a mistake of fact the 
one making it is absolutely entitled to re- 
cover it. 

In order to recover the payment the 
mistake need not have been mutual. It is 
not necessary that the plaintiff should have 
made any investigation before making the 
payment under a mistake of fact in order 
to recover it back. The payment of the 
claim, was made in form and manner to 
provide for and protect plaintiff’s right of 
subrogation. 

Meyer & Rasmussen contend that the 
agreement with the draft of the Globe & 
Rutgers thereto attached constituted an ad- 
justment or compromise which created a 
new liability independent of the policy of 
insurance. It is a rule of almost uni- 
versal application that an adjustment of a 
loss accompanied by a promise on the part 
of the insurer to pay the sum agreed upon 
creates a new liability based on a new 
promise or contract and not upon the 
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AGENCIES THROUGHOUT THE UNITED STATES AND CANADA) 


_the Piedmont & Northern Ra 

















a’ wes ths age ot Op 
aintiff has settled no loss a 
no payment ‘under the insurance ae 
The moneys were paid to the defendant 
a_ loan and in consideration of jts soy 
ditional promise to repay the same “whe, 
recovery was made from the Piedmont 
& Northern Railway Co. or others” and 
“when settlement has been effected againg 
that company.” The plaintiff having faifeg 
to allege and prove that the claim against 
ilway Com. 
pany could not be enforced because oi 
anything done or omitted to be done by the 
defendant or that payment was induced by 
fraud of the defendant the complaint was 
properly dismissed. The plaintiff may not 
urge, for the first time on this appeal, 
theory different than that alleged in the 
complaint based on the evidence presented 
upon the trial. 

Harold R. Medina, Joseph Levy and 
Rufus Cole Van Aken for appellant; 
Joseph A. Seidman for respondent. 





CHANGE ADJUSTING METHODS 


New York Board Loss Committee to 
Appoint Adjusters on Merit 
and Availability 
In an effort to secure better adjustment 
of fire losses in New York City the New 
York Board of Fire Underwriters the com- 
mittee _on losses and adjustments of the 
New York Board of Fire Underwriters 
last week unanimously adopted the follow- 
ing resolution for guidance in the selection 
of adjusters to handle losses coming before 
the committee: “Hereafter the committee 
shall appoint adjusters for the ascertain- 
ment of the amount of losses due under 
claims or for the investigation of such 
claims, in accordance with the capability 
and availability of such adjusters, for each 

particular case.” 

Hereofore, adjusters representing the 
companies having a preponderance of in- 
surance on each particular loss were thos 
selected by the committee. The change 
will make it possible to select adjusters 
who perhaps are specialists in certain 
forms of losses and with no reference to 
the position of their companies on any 
one loss. Some fire managers at first were 
a bit hostile to the change but the opinion 
of the majority seems to be that the ifino- 
vation will work for the benefit of fire in- 
surance loss adjustments. 





CHANGE NAME OF CORPORATION 


Walter H. Cobban Co., Pittsburgh, 
Hereafter To Be Called Keystone 
Adjustment Corporation 


The Walter H. Cobban Co., Inc, of 
Pittsburgh, who do a general adjusting 
business, have changed the title of their 
organization to the Keystone _Adjust- 
ment Corporation, with J. Sherman 
Campbell, president, and J. W. Hubbard, 
secretary and treasurer. The companys 
offices are in the Standard Life Build- 
ing in Pittsburgh. : 

Mr. Cobban has not been associated 
with the organization ‘since 1919. In 
telling why the new name was selected 
President Campbell said: : 

“In selecting the new name (Keystone 
Adjustment: Corporation) we have tried 
to select one that would be easily re- 
membered and easily understood over 
the telephone. We assure you there 
has been no change in either manage- 
ment or adjusting staff. We are mak- 
ing the change solely for what we be- 
lieve will be the convenience of the 
companies we serve.” 





Importers & Exporters Opens 
Own Local Office on Liberty St. 


The Importers & Exporters has 
opened its own local agency office at 
1 Liberty Street under the supervision 
of Assistant Secretary John W. Begg. 
This office will write not only local fire 
business but will also bind out-of-town 
fire risks for brokers and conduct the 
company’s local automobile department. 
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New England Scale To 
Newemain For Awhile 


700 MANY OUTSIDE COMPANIES 


Union Meeting in Boston This 
Week; E. J. Cole Comments on 
Present Situation 





New England. committee of the 
Bo Union is scheduled to hold a 
reeting in Boston beginning yesterday 
mr continuing today, but whether the 


“question of commissions and a confer- 


with New England local agents is 
ev discussed is not known at this 
time. New York headquarters of the 


fastern Union do not know what sub- 


jects will be brought up today for con- 
sideration. uy E. Beardsley, vice- 
president of the Aetna Fire and chair- 
man of the New England committee of 
the Eastern Union, informed THE East- 
gan UNDERWRITER last week that “no 
conference on commissions is to be held 
between New England agents and the 
Fastern Union so far as I know.” 

Nevertheless, the whole problem of 
commissions is being considered very 
griously by the agents themselves as 
evidenced by the following communica- 
tin to THe EASTERN UNDERWRITER from 
Edwin J. Cole, of Fall River, Mass., one 
of the leading agents in his state, and 
chairman of the New England Advisory 
Board, representing the six New Eng- 
land state associations of insurance 
agents : i 

“In reply to your letter of 8th instant 
referring particularly to the Commission 
Situation in New England, you are cer- 
tainly correct in your statement that the 
Commission question is receiving a great 
deal of attention in New England. 

“The Commission question presents 
many angles, some of them very com- 
plex, and our Associations are approach- 
ing the problem with great care as our 
whole desire is to use our good offices 


for the sole purpose of providing a solu- 
tion satisfactory to all interests con- 
cerned. 

“The matter has now reached the con- 
ference stage, and we sincerely hope 
that material progress will be made in 
correcting a situation which is intoler- 
able so far as good practices are con- 
cerned and, in my opinion, is mischievous 
if allowed to continue.” 


20% Scale Gaining Favor 

While on the whole agents are not 
dissatisfied with the grade scale of com- 
missions in New England, nevertheless 
many of them have expressed to com- 
pany men a desire to work under the 
20% . flat system. Having seen it 
adopted in West Virginia and in the 
Southern territory, although it has not 
gone into operation in the S . A. 
yet, New England agents are beginning 
to think that it is a good schedule for 
their territory. 

In the first place, it would eliminate 
possible friction over proper commis- 
sions for various risks. In the second 
place, many. agents would receive a 
slight increase in their total commission 
income, their business now yielding an 
average of slightly less than 20%. 
Finally, a flat scale would definitely set- 
tle commission rates and ward off pos- 
sible trouble with the legislatures and 
state insurance departments which are 
investigating various problems connected 
with fire insurance. ; 

Before any changes are made, how- 
ever, from the present graded scale, it 
is certain that the Eastern Union would 
insist upon many of the non-board com- 
panies joining the Union just as hap- 
pened with reference to the South- 
Eastern Underwriters’ Association. There 
are today too many non-union com- 
panies operating in New England to 
permit of any general arrangement be- 
tween agents and Eastern Union com- 
panies that might leave the latter at the 
competitive mercy of the outside com- 
panies. 


Laboratories Man Now 
With Ford Air Post 


SCHROEDER’S NEW POSITION 


Was Aviation Engineer and Assistant 
Engineer in Gases and Oils Depart- 
ment of Companies’ Organization 





Major R. W. Schroeder, who for three 
and a half years was aviation engineer 
and also assistant engineer in the Gases 
and Oils Department of the Under- 
writers’ Laboratories became connected 
with the Stout Metal Airplane Co., Ford 
Air Post, Dearborn, Mich., this month. 
He tells of his new position and makes 
some interesting observation on aviation 
in a letter to the Laboratories: 

Editor, Laboratories’ Data: 

My connection with the Laboratories 
has been to me, three and one-half years 
of utmost satisfaction. Due to the pres- 
tige afforded me as aviation engineer of 
Underwriters’ Laboratories, I have been 
able to keep in close contact with all 
aeronautical efforts in this country and 
abroad, as a result of which I have 
served on many aeronautical committees, 
both local and national, having recently 
been elected vice-president of the Na- 
tional Aeronautic Association. 

I have always had great faith in the 
possibilities of aviation and have be- 
lieved that some day I would fit in the 
“picture” somehow. Now I feel that the 
time has arrived for me to begin to te 
measured up for the part I am to occupy 
in this picture, and while it is with re- 
gret that I leave my friends at the Lab- 
oratories, I must be consoled with the 
thought that the best of friends must 
part, and look forward to my new duties 
with the Stout Metal Airplane Company, 
Ford Air Port, Dearborn, ‘Michigan, 
where I will have charge of the flying 
activities. In the scope and possibilities 
of this connection, I see the realization 


of my dreams, for I believe the day of 
commercial aviation is just dawning. 

In this new affiliation, I shall always 
remember and cherish the ideals of 
Underwriters’ Laboratories, and I take 
this opportunity to express the pleasure 
it will give me to have any of the Lab- 
oratories’ personnel, or others interested 
in aviation, call at the Ford Air Port, 
Dearborn, Michigan, which is just out- 
side of Detroit. 





WINS AUTO CASE 





Mary Z. Shapiro, Life Insurance Agent, 
Gets Judgment for Car Said to Be 
Taken by Former Chauffeur 


Mary Z. Shapiro, one of the leading 
life insurance women agents of New 
York, and who one year led the city 
among other women agents for produc- 
tion, has appeared in a new role—that 
of plaintiff against a marine insurance 
company. It all started because of a 
claim for automobile insurance under a 
theft policy. Miss Shapiro’s car was 
taken from in front of her home by a 
chauffeur or others who had recently 
been dismissed by her but who had vol- 
unteered to return the car to the garage. 

The next morning the car was found 
wrecked and the driver gone. Miss Sha- 
piro claimed that the machine had been 
stolen while the insurance company, the 
Universal, denied liability. In the mu- 
nicipal court it was decided that the 
chauffeur or others were not in the em- 
ploy of Miss Shapiro and that a theft 
had been committed. An appeal was 
taken by the Universal before the Ap- 
pellate Term as a result of which the 
claim was settled for $150 and costs. 
Miss Shapiro originally sued for $750. 


COAST APPOINTMENT 
Gordon & Dunn, San Francisco, have 
been appointed general agents of the 


Lumbermen’s and the Independence of 
Philadelphia. 

































































“We stand upon the merit of our years”’ 


TESTED--SEASONED--STRENGTHENED 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1925 


" ASSETS LIABILITIES 
Bonds and Mortgages..$ 494,660.00 Capital $ 3,500,000.00 


U. S. Liberty Bonds.... 604,990.00 Surplus 193810,623.92 


Government, City, Rail- Reinsurance Reserve... 20,280,922.14 


road and Other Bonds Losses in Course of Ad- 
and Stocks : 


, justment 6,608,157.00 
Cash in Banks and Office 1,889,579.56 = Commissions and Other 


Premiums in Course of : 6,650,000.00 
Collection 8,648,820.24 Reserve for Taxes and 
Interest Accrued 348,534.10 Depreciation ......... 3,805,000.00 


Reinsurance Recover- 
able on Paid Losses. . 62,312.21 | 











$60,654,703.06 | $60,654,703.06 





Surplus to Policy Holders $23,310,623.92 








E. C. JAMESON, President 


LYMAN CANDEE J. D. LESTER W. H. PAULISON A. H. WITTHOHN 
Vice-President Vice-President Vice-President Secretary 


J. H. MULVEHILL M, J. VOLKMANN W. L. LINDSAY G. C. OWENS 
Vice-Pres. and Sec. Local Seeretary Secretary 
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promotions Made By 
Pacific Fire Group 
BRIEF SKETCH OF CAREERS 


L P. Tremaine Made Vice-President; 
R. Cholmeley-Jones, Secretary, and 
A. R. Matthews, Ass’t-Sec’y 








Three important promotions euea 
made by the Bankers & Shippers, Pa- 
‘ce Fire and the New Jersey at the 
meetings of the boards of directors of 
these companies last month and this 
month, the New Jersey meeting having 
een held Wednesday of this week. 
[aurence P. Tremaine, who has been a 
secretary, is Now vice-president ; Royon 


LAURENCE P. TREMAINE 


Cholmeley-Jones has been promoted 
from assistant secretary to secretary, 
and Austin R. Matthews, who has been 
auditor, becomes an assistant secretary. 
These officers hold the same positions 
with each of the three companies in the 
group. 

Vice-President Tremaine was born in 
Halifax, Nova Scotia, in 1883, and after 
going through the public schools and 





businéss. college started in insurance in 
Halifax in 1906. Two years later he 
came to New York. Mr. Tremaine be- 
came connected with the Pacific Fire in 
1915 when that company started its in- 
dependent operation under the manage- 
ment of President C. V. Meserole. He 
was appointed assistant secretary of the 
company in January, 1918, and secretary 
of all.three companies three years later. 
He -was elected vice-president April 28 
of this year. Mr. Tremaine is in charge 
of the home office underwriting depart- 
ment, 

Mr. Cholmeley-Jones is a twin brother 
of the late Colonel R. S. Cholmeley- 
Jones, who was director of. the War 
Risk Insurance Bureau’ at Washington 
for several years, a position he filled 
admirably. '* Royon Cholmeley-Jones, 


ROYON GCHOLMELEY-JONES 


who is now secretary of the Pacific Fire 
group, was.born in New York City in 
1884, started in insurance with the Mu- 
tual Life in New York and Philadelphia. 
Later he was connected with the United 
States Rubber Co., and the Curtis Pub- 
lishing Company before coming with the 
Pacific Fire in November, 1919, as office 
manager. Mr. Cholmeley-Jones was ap- 
pointed assistant secretary in June, 1920, 


of all three companies and now has been 
elected secretary of the group. During 
the war he served eighteen months in 
the A. E. F. with the rank of major. 

Mr.: Matthews is a product of the 
West. Born in St. Paul in 1892 he at- 
tended public schools there and worked 
for two years after graduating from high 
school. He then studied in the course 
in commerce of the University of, Wis- 
consin from 1912 until 1915. For two 
years after that Mr. Matthews was 
municipal accountant and auditor of the 
Wisconsin Tax Commission. During the 
war he served as lieutenant, junior 


grade, in the navy. 

After leaving the service Mr. Mat- 
thews acted during 1919 and 1920 as 
office manager in charge of accounting, 
credits and collections, retail and whole- 





AUSTIN R. MATTHEWS 


sale, of Cotrell & Leonard, at Albany, 
N. Y. In November, 1920, he was ap- 
pointed accountant of the Pacific Fire 
group, resigning in 1921 to engage in 
public accounting and auditing. Last 
year he returned to the Pacific as 
auditor, a position which he held until 
elected assistant secretary of the three 
companies recently. 





Waite Bliven Re-elected Head 
of Western Insurance Bureau 


Waite Bliven was re-elected president 
of the Western Insurance Bureau at the 
anual meeting held last week at White 
Sulphur Springs, W. Va. H. A. Clark 
was chosen vice-president and Frank S. 
Danforth treasurer, Mr. Bliven is vice- 
president and western manager at Chicago 
of the Firemen’s of Newark. Ralph 
Rawlings was elected president of the 
Western Sprinklered Risk Association; C. 
H. Yunker and Charles N. Gorham, vice- 
presidents; J. Harvey Patterson, secretary, 
and B. Auerbach, treasurer. 





NEW JERSEY SPECIALS ELECT 
The New Jersey Special Agents’ As- 
sociation held its annual meeting Mon- 
day at the Newark Athletic Club and 
elected the following officers: Gerald 
Gregory, of the Great American, presi- 
dent; F. W. Lau, of the Norwich Union, 
vice-president; C. W. Burnham, of the 
Federal, secretary, and H. Borthers, of 
the North River, treasurer. 





CRUMLEY’S NEW POSITION 

J. William Crumley, who resigned re- 
cently as Virginia special agent for the 
Alliance of Philadelphia, is now travel- 
ing the East coast of Florida for A. H. 
Turner, Southern manager for the 
American Central and several other 
companies. Mr, Crumley has his head- 
quarters at Jacksonville. 


ALABAMA AGENTS MEET 


The Alabama Association of Insur- 
ance Agents, which met last week, en- 
dorsed by an overwhelming vote the 
amendment to the state constitution 
which would render effective the Mil- 
waukee Declaration. The Alabama 
agents are standing behind the national 
organization. For the next year the 
Alabama Association has prepared a 
constructive program, some of its aims 
being to secure the repeal of the Ala- 
bama State Insurance Fund; the passage 
of an agents’ qualification law; the reg- 
ulation of mutuals and reciprocals, and 
the formation of more local boards. 





MICHIGAN DECISION 


A decision of vital interest to stock 
insurance companies was handed down 
last week in circuit court by Judge 
James A. Parkinson ruling policies’ in 
which contradictory clauses occur as 
valid only in relation to the clause given 
the most prominence. The decision, if 
it is sustained by the supreme court, is 
expected to do much toward eliminating 
objectionable policy forms of mutuals 
which often confuse buyers of insurance. 





W. T. Dunn & Co., Inc, New York 
City, general insurance agents, has been 
chartered at Albany with a capital of 
1,000. Wm. T. Dunn,. Jos. F. Mann, 
and F. H. Stokes are the directors and 
subscribers. et 


NEWARK SALVAGE CORPS 


At the annual election of the officers of 
the Newark Underwriters’ Protective As- 
sociation (Salvage Corps) the following 
were chosen: President, W. A. Hall, Jr.; 
Vice-president, W. A. Berry; Secretary, 
C. S. Dodd; Treasurer, T. C. Moffatt. The 
executive committee consists of the fore- 
going officers together with the follow- 
ing: C. M. Henry, A. H. Hasinger and 
F. L. Hoadley 





COLD TO RECIPROCALS 

Spokane insurance men report that 
property owners in the Inland Empire 
are turning away from reciprocal insur- 
ance as the result of the troubles ex- 
perienced by a number of local policy- 
holders who have covered their liability 
in inter-insurance exchanges. 


216TH YEAR 
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INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
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THE HANOVER 
FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 

CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President [ 
J. G: HOL 
Asst, Secy. 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Ine., General Agents 


Metropolitan District 
8! JOHN STREET NEW YORK 























INSURANCE 
HARRY C. FRY, Jr., President 
JOHN ‘B. SIRICH, Sec’y. 
307 FOURTH. AVENUE PITTSBURGH 


J. A. HETRICK, Treasurer 
LOGUE BROS. & CO., Inc. 























*THEWORLD 


is mine 
\ 


a 


exultantly exclaimed 
the Count of Monte Cristo 
in the play of that name 
as the hero started on his 
road to fortune 


Good Agents Every- 
where who can qualify 
for unassigned territory 
may likewise have the 
benefit and satisfaction 


HOME OFFICE : 670 MAIN STREET HARTFORD, CONN. 
WESTERN DEPT: 410 NORTH MICHIGAN AVE. CHICAGO, ILL. 
DACIFIC DEDT.: 219 SANSOME ST. SAN FRANCISCO, CAL 
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May Report Favorably 
Connecticut Tax Bill 


WOULD HALVE PRESENT RATES 





Now in Hands of Legislative Finance 
Committee; Stock and Franchise 
Taxes Affected 





Connecticut insurance companies appear 
on the verge of obtaining relief from the 
heavy stock and corporate franchise taxes 
they are required to pay annually. The 
General Assembly of the Connecticut legis- 
lature has received a favorable report from 
the committee on finance which is now 
considering a bill to reduce the stock tax 
from 1% on the fair market value to 8 
mills % ‘nm 1926, with reductions an- 
nually until a 4. mills % rate is reached. 
This proposed legislation would mean an 
annual reduction of $1,900,000 in the 
amount paid by the Connecticut insurance 
companies to the state in the form of 
taxes. 

Insurance companies now pay a tax of 
1 per cent on the fair market value of 
their stock as determined by the state 
board of equalization. The tax for 1924 
on this basis amounted to $3,277,891, of 
which Hartford received more than half 
under the statute requirement that the tax 
be distributed among the towns where the 
or of the various companies is owned or 
eld. 

Under the new bill in 1926 the rate of 
taxation on these stocks will be reduced 
to 8 mills on the market value of each 
share. The next year the rate will be re- 
duced to 6 mills and the following year, 
1928, and each succeeding year the rate will 
be 4 mills. 


What Reduction Will Amount To 


Computing on the basis of the amount of 
tax paid by the companies on the 1924 
valuations, the amount of tax collected in 
1926 will be approximately $2,600,000. 
This will mean a loss in revenue that year 
to the state of about $600,000 and to Hart- 
ford about $300,000. In 1927 on the 6- 
mill rate the total tax will be approximately 
$1,900,000, a reduction from 1924 of about 
$1,300,000. Hartford’s loss that year will 
be about $650,000 from the amount of 
revenue received on the 1924 tax. 

From 1928 on, when the 4 mill tax will 
be effective, figuring on the 1924 valua- 
tions, the annual tax will be about $1,311,- 
156. This will mean a decrease in revenue 
from the amount paid last year of approxi- 
mately $1,900,000 a year and an annual 
reduction in the amount paid to this city 
of about $900,000. 

The amount of tax will vary greatly, 
however, due to the changes in the market 
values of the stock of the insurance com- 
panies. Should the values increase to any 
considerable extent the revenue losses will 
be materially reduced. Decreases in the 
values of the stock would have an opposite 
effect, making the revenue losses even 
greater than when computed on the 1924 
valuations. 

At hearings before the finance com- 
mittee representatives of the companies 
declared that on the basis of increases in 








PEARCE WITH BACON & CO. 





Former Head of Neil Pearce & Co. 
An Officer of Frank B. 
Hall & Co. 


Neil Pearce, formerly a prominent 
broker in the marine district, and special- 
izing in marine and general reinsurance, 
has joined F. S. Bacon & Co., Inc. of 68 
William Street, New York City. The 
Bacon office is about six years old. For- 
merly, Mr. Bacon was with the Travelers 
Insurance Company. He controls some of 
the most desirable fire and compensation 
lines in the city. 

Mr. Pearce after an international in- 
surance experience became an officer of 
Frank B. Hall & Co., in 1917. For a time 
he was marine executive of the Con- 
tinental group and in 1919 formed Neil 
Pearce & Co., which had. offices first at 
1 Wall Street and then in the Kerr Build- 
ing in Beaver Street. 


valuation during the past decade, the 
former would be the case. There has been 
a gradual rise in values; especially during 
the past five years, which they argued 
would in a large measure offset any de- 
crease in the tax rate. 
Corporate Franchise Tax 
The bill also provides for a decrease in 
the corporate franchise tax rate of insur- 
ance companies. The rate is now 5 mills 
and the bill would reduce this to 2 mills. 
On the 5 mill basis the companies paid 
$638,532 on the market values of their 
stocks in 1924. On the same valuations 
(Continued on page 26) 





FIREMAN’S FUND CHANGES 





Special Agency Fields in Central and 
Western New York Are 
Rearranged 
Edward T. Cairns, manager of the Fire- 
man’s Fund and Home Fire & Marine, 
announces that in order to more -effective- 
ly take care of the interests of these com- 
panies and their agents in central and 
western New York State, it has been de- 
cided to re-arrange the special. agency 

fields. 

Raymond C. Parker, who has for a 
long time been a travelling engineer in 
the improved risk department, will become 
special agent for the Fireman’s Fund and 
Home Fire & Marine, covering the cen- 
tral part of the state with headquarters in 
the Dillaye Building, 306-12 South Salina 
Street, Syracuse, in the same office with 
our automobile special agents, Bayard 
Bigelow and Christian Iverson. In this 
position he succeeds P. G. W. Anderson 
who has just resigned from the service of 
the Home Fire & Marine, and L. Lester 
Webster who has for many years been 
special agents for the Fireman’s Fund. 

Mr. Webster will hereafter supervise 
the business of both companies in the seven 
counties at the western end of the State, 
continuing his office at Buffalo where he 
has been for sometime; special agents 
Lyon and Bourcy will continue in their 
respective fields in the eastern and northern 
parts of the State. 


FE ee ae) 
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Advantageous 
Agency Openings 


The Philadelphia Fire and Marine In- 
surance Company will establish a few 
more agency connections. 


This is the kind of company it pays to rep- 
resent—a powerful organization, reliable serv- 
ice and a full line of desirable policies offering 
protection on property and commercial ac- 


tivities. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE: COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 

508 Walnut Street, Philadelphia, Pa. 
- 209 West Jackson Boulevard, ‘Chicago, Ill. 

125 Trumbull Street, Hartford, % 

204-14 Pine Street, San Francisco, Cal. 

Trust Company of Georgia Building, Atlanta, Ga. 
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National Fire Insurance Company 
OF HARTFORD, CONN. 
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How to Sell Parcel Post 


This sales talk was prepared for agents 
of the Boston and Old Colony and ap- 
peared in the publication of those com- 
panies, “The Accelerator.” 

The general increase in Government 
Parcel Post Insurance rates, a feature 
of the new postal rates law which went 
in effect April 15th, should be of great 
help to you in selling Parcel Post In- 
surance. The revised Government rates 
for the United States and Canada are 
as follows: 


Se. 
8c. 


insures packages valued from $5.00 
insures packages valued from $5.00 
to $25 

insures packages valued from $25.00 
to $50.00 


insures packages valued from $50.00 
to $100.00 


10c. 


25c. 


This is an increase of 2c. in the rate 
on packages valued up to $5.00 and an 
increase of 3c. on packages valued be- 
tween $5.00 and $25.00.: On most ac- 
counts our present rates are lower than 
the Government rates, which gives you 
a wonderful opportunity to secure new 
accounts. A shipper using our package 
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ee Ge ES SRE RAS Hog CO Sas RD AGT GRR ETRE $ 3,000,000.00 
RESERVE FOR ALL LIABILITIES .........scccccceccccc..., 21,371,802.69 
SE MUNI co8 8 gas ct ences cis ck see 10,972,349.09 
CONTINGENT RESERVE FUND ...00.0.---ccccccccececccc, 700,000.09 
MONOD EF iiicikcctipink Ste Ree iS a 36,044,151.77 
TOTAL SURPLUS TO POLICYHOLDERS..................... 14,672, 343.08 
H. A. Smith, President S. T. Maxwell, Secretary R. M. Anderson, Ass’ ’ 
F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary FB. § ” pet Sec'y 
G. F. Cowee, Ass't Secretary Tene 
————— 
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policy loses no time in the 


: ‘ Post 
getting goods insured, and does pr 
i delay and red tape in case wad 
oss. 


Parcel Post books are made up of 
tain number of certificates either ih 
200, 500, or 1,000, 


) ,, and: a policy whi 
contains all the provisions relating tn 


the coverage, limit of liability, Tequire- 
ments in case of loss, etc. The Policy 
is written for a period of one year, byt 
if the certificates are not all used. a 
the end of the year it can be renewed 
by endorsement. When a book is gold 
the agent sends the daily report to the 
company. This report shows the name 
of the assured, address, class of mer- 
chandise shipped and other necessary 
information. 

When the assured makes a shipment 
by parcel post he makes the proper 
entries on the stubs, from which the 
certificates are detached, and tears of 
the proper number of coupons to cover 
the merchandise. The assured must be 
impressed with the importance of en- 
tering full details on every stub. The. 
certificates may either be inserted in the 
package or attached to the invoice, if 
mailed separately. On shipments by un- 
registered. mail and ordinary parcel post 
the limits of liability for loss on each 
package insured, and the number of cer- 
tificates to be used, are as follows: 


Certificates 
— package valued at $25.00 or 
ess 
Each package valued over $25.00 and 
not exceeding $50.00............... 2 
Each package valued over $50.00 and 
not exceeding $100.00............. ii 


On most accounts the cost of each 
coupon is from 3c. to 4c., depending on 
the desirability of the account. There 
are some accounts, however, which are 
less desirable upon which we secure 5c. 
per coupon. You will notice that even 
this 5c. rate is no higher than the Gov- 
ernment ‘rate and on packages of cer- 
tain, valuations is lower than the Gov- 
ernment rate. On some accounts where 
the values per package are not very 
large we. have a form of endorsement 
which we attach to the policy, which re- 
duces the amount of insurance covered 
by each coupon, permitting coupons to 
be sold at 2%c. each. The limits of 
liability and the number of certificates 
to be used when this endorsement is at- 
tached to the policy are as follows: 


Valued at Certificates 


Each peakage $10.00 or less.....-++++ 1 
Not over 


The policy covers, with few excep- 
tions,’ any loss or damage irom any 
cause whatsoever which might happen 
to merchandise insured while in the 
custody of the United States 
Proofs of loss must be signed by the 
party to whom the goods were shipped, 
showing’ the details as to damage, nom 
delivery or short delivery. 
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Whitaker Family 
Policies Reviewed 


—_—_— 


ONE CLAIM TRIED FOR 8 DAYS 





ters See Link Between Groups of 
Automobile and Tourist Baggage 
Losses 


Adj 





A verdict in Common Pleas Court No. 
| in Philadelphia’ before Judge Tau- 
ne in favor of the Home Fire & Ma- 
rine Insurance Company of California on 
, daim made by Roland T. Whitaker 
in August, 1921, that a Franklin car 
helonging to him -was destroyed by fire 
in Colorado, has been decided in favor 
of the insurance company after a trial 

ury. 

4 Eaviarity of the burning of the 
Franklin car to four other claims has 
interested loss departments. The story 
in all instances, underwriters say, was 
that the. automobile plunged over an em- 
jankment alongside . the road into a 
ravine and was burned. An interesting 
coincidence was that different members 
of the party are alleged to have col- 
lected from different insurance com- 
panies on different policies covering 
baggage alleged to have been destroyed. 
Likewise, claims of lost baggage insured 
under. tourist floaters have been made 
by members of the same automobile par- 
ties who had registered at the Pennsyl- 
yania Hotel, New. York; the Robert 
Treat Hotel, Newark, and the Hotel 
Raleigh, Washington. They had also 
made-similar claims on the Pullman 
mpany. 

“Various claims have been made on in- 
surance companies by Norman T. Whit- 
aker, a chess player of national repute 
and a patent lawyer, a member and for- 
mer member of some prominent clubs; 
by his brother, Roland T. Whitaker, also 
a patent lawyer, and by two sisters, 
Dorothy V. and Hazel T. Whitaker, and 
by friends. , 





CRITICIZES DAILY PRESS 





Alfred Davenport, of Boston, Surprised 
At Lack of Space Given to Fire 
Prevention Bills 


Alfred Davenport, well-known Bos- 
ton fire insurance agent, and a member 
of the special commission appointed last 
year by the Massachusetts legislature 
to investigate fire losses and fire pre- 
vention activities, has written one of the 
daily newspapers in Boston calling at- 
tention to the failure of that paper, and 
others, to comment editorially upon the 
work of the commission or upon the 
failure of the legislature to enact any 
of the proposed bills. In view of sev- 
eral serious hospital and other fires it 
surprises Mr. Davenport that the whole 
problem of fire prevention should have 
been passed over so entirely by the pub- 
lic press. 

In his letter to the press Mr. Daven- 
Port says that “It seems to the writer 
that one of the most serious mistakes 
that the (Massachusetts) Legislature of 
1925 made was in not enacting legisla- 
tion so much needed by our public 
safety department.” 





MORE LEASES 


Charles B, _Van Valen, Inc., have 
leased offices in the. insurance district ; 
for the Collegiate Realty Company at 
123 William Street, New York, to i. . 
tence C. Dameron, Irving Finkelstein 
and the Fenster-Fleishman Agency; for 
the William Street Offices Corporation 
at 110 William Street, to Frank Levy and 
Louis N. James; for the Molan Realty 
yreeration at 50 John Street, to Simon 
Seen omit at 51-3 Maiden Lane, to 
Sesberger Nowalk Co., Inc., Albert 


take, M. F. Liebler and Rosenblum & 
Marshall. 


BROKERS MUST BE EXAMINED plicant for a license as insurance broker MADE SPECIAL IN NEW YORK 
ee will be required to take a satisfactory The Virginia Fire and Marine an- 
Massachusetts Insurance Department written examination to test his or her nounces the appointment of A. A. 
Rules That No Licenses Will Be | qualification to hold such license. No pandel as special agent for New York 
Issued to Incompetents licenses will be issued prior to the ex- State outside of New York City and 
In March, 1920, the ruling was promul- piration of fifteen days from the SERS «.. cuhbushan territory. Mr. Handel will be 
gated by the Massachusetts Insurance of the application nor until such ex- boicactient ix stten Onondaga County Savings 
Department to the effect that on and amination has been passed. No Person Bank building, Syracuse. He formerly 
after April of that year all applicants who fails to pass the examination will Vai Ralimesiin fos thi’ Phéseie ‘A chaer amet 
for insurance brokers’ licenses who, in again be permitted to take another ex- roup in Eastern New York The Vir- 

the judgment of the department did not amination prior to the expiration of %° Pe , : eae st: 

: : : ginia F. and M. is now working New 
apres to Dame seme caperianes in three months from ,the date of the York State on a direct reporting basis 
the insurance business, wou e re- previous examination. , : ” 
quired to undergo an examination to “Examinations until further notice Previously it operated through a general 
test their qualifications to receive such will be held daily at the department, ®8°"°Y- 

a license, and that an applicant in lieu except Saturday, between the hours of 
of such an examination might volun- 9 A. M. and 5 P. M.” 





The Thomas A. Slattery, Inc., New 





tarily file a bond with the department. York City, has been chartered at Al- 
Notice has now been given by Com- bany with a capital of 2,000 shares non- 

missioner Wesley E. Monk that the rul- Robert H. Berger has assumed his du- par value to deal in securities and in- 

ing is.rescinded and the following reg- ties as chief inspector for the North surance. T. A. Slattery, W. J. Costello 

ulation established: British & Mercantile in the St. Louis and G. F. Boyle, New York City, are the 
“On and after May 1, 1925, each ap-_ district. directors and subscribers. 








GOING AWAY? 


at ~*~ = iw 
California or Florida in win- 

ter. Home again in spring. To 

the beach or the mountains in the 
summer. To Europe all seasons. 




































Americans are great travelers— 
always on the move. Why not? 
They can afford it. And traveling 
Americans can afford good clothes, 
jewelry, furs and other personal ef- 
fects that travel with them. 

You know what’s coming. 
Baggage Insurance [Tourist’s 
Personal Effects Floater} 
of course — written on 
the annual basis. Renews 
just as a fire policy does. 

Now is about the season 
when plans are being made for an- 

other “Going Away.” Test out the 
possibilities of travel protection. 


Write any of the offices listed below 


for detailed information. 
ee 


FIREMAN’ 


INSURANCE, COMPANY 


HEAD OFFICE -SAN FRANCISCO —" 


Eastern Department Western Department Southern Department 
10 Post Office Square, Boston 76 W. Monroe Street, Chicago Hurt Building, Atlanta 


Atlantic Marine Department : 72 Beaver Street, New York 
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New Jersey Rating 
Discussed by Watson 


TALKS TO MANUFACTURERS 


Says That “One Man Rating” Does Not 
Prevail; Ramsey Act Protects 
Public 


Leon A. Watson, expert in charge of the 
Schedule Rating Office of New Jersey, 
delivered an interesting address before the 
Manufacturers’ Association of New Jersey 
at their annual convention in Atlantic 
City on May 2nd. He traced the develop- 
ment of fire insurance from the early ages; 
discussed the different forms of cover- 
age; explained how rates are made with- 
out discrimination; and defended the 
Ramsey Act which was passed, not at the 
instigation of insurance companies, but in 
the interests of the public. It is a restraint 
not ‘upon the public but upon the companies. 

Among other things, Mr. Watson said: 

“They say that’ one man makes the 
rates. This is not-so. One man does 
make the schedules upon which rates are 
based, but one man,doesn’t put up a frame 
building where a fireproof one should be, 
nor one man doesn’t put in wooden ash 
barrels for hot ashes where metal ones 
should be, nor does the one man introduce 
or leave uncontrolled the numerous hazards 
in factories and other places that could 
be controlled. No, the one man makes 
the schedule; the yardstick by which the 
risk and its hazards are measured, and it 
is the risk itself, its hazards, its exterior 
exposures, and its fire protection that 
makes its own rate through application 
of the schedule or measuring stick pre- 
pared for the purpose.” 





NEW BROKERAGE OFFICE 


White & Camby, Inc., New York City, 
insurance brokers,- has been chartered at 
Albany with $10,000 capital. Edw. I. 
White, J. J. Camby and Mary Mc L. 
White, 25 Beaver St., are directors and 
subscribers. 


Rochester Agents Running 
Series of Ads in Local Papers 
The Underwriters’ Association of 
Rochester, N. Y., composed of local 
agents there, are running a series of at- 
tractive advertisements in three Roches- 
ter newspapers. The associdtion signed 
10,000-line contracts and is changing 
copy once a week. All the copy is 
original and is being written by one of 
the members of the association. They 
are designed to meet local conditions. 
Twenty-seven agencies have their names 
affixed to these advertisements. Some 
of the advertisements tell of means for 
reducing fire insurance rates; others are 
featuring various automobile insurance 
policies, this being the automobile sell- 
ing season of the year. 





LOCAL AGENCY REORGANIZED 


The J. R. Harkins Agency of St. Louis 
has been reorganized, effective June 1. 
On that date the agency will become the 
Harkins, Eggert, Carroll Agency, Inc. 
Under the reorganization the holdings of 
John H. Eggert and Frank Carroll are 
increased in recognition of past services. 
The agency represents the American of 
Newark, Union of Canton, Connecticut, 
United States Merchants’ & Shippers’, 
National Liberty, National Ben Frank- 
lin, Niagara, New York Underwriters 
and Commercial Casualty. 


RENTAL GROUP SALES TALKS 


The Glens Falls has published a sixty- 
page booklet on rental value and lease- 
hold insurance, written by Henry Wil- 
lard Brevis. This selling pamphlet con- 
tains many fine arguments for assureds 
taking the forms of insurance discussed. 








H. B. Michael has been appointed 
head of the burglary department in the 
New York office of the Underwriters’ 
Laboratories. He has been with the 
Laboratories since 1919, specializing in 
accident ‘prevention, automotive and 
burglary work. 





Insurance Baseball 
League Games Start 

The 1925 season of the Insurance 
Baseball League of New York opened 
Wednesday with a game between the 
American Surety and the North British, 
last year’s League champions, at Persh- 
ing Field, Jersey City. On Thursday 
there were games between the American 
Fore and the Indemnity Insurance Com- 
pany of North America at Farmers 
Oval, Brooklyn, and between the Home 
and London, Liverpool & Globe. at 
Prospect Park, Brooklyn. Games will 
be played at these parks every Thurs- 
day afternoon at 4:30 until the close 
of the season, September 1. There are 
now seven teams taking part in the’ 
schedule. Frank & DuBoise, insurance 
brokers, the other member of the League, 
will play next -week. 4 

On Tuesday of next week a dinner 
of the directors of the League will be 
held at a place to be designated later 
at which will be discussed the year’s 
plans and the kind of trophy to be 
awarded the winning team. Last year 
a handsome silver cup was‘ awarded the 
winner. 


HEADS INSURANCE DEPT. 

Warren F.. Kimball has been named 
secretary for insurance service of the 
National Retail Dry Goods Association, 
and will head the new insurance depart- 
ment. Mr. Kimball recently was deputy 
attorney and manager of the Affiliated 
Underwriters. 





‘Royal Exchange Assurance” 
Fire and Automobile Lines 
Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 
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Connecticut Tax 
(Continued from page 24) 


the amount of tax on the 2 mil! ra 
be about $250,000 a year, a decane 
about $380,000 annually. ' 
At present the stock tax is algo paid 
by national banks, trust, investment and 
bridge companies, No provision jg made 
in the bill for a deduction in the rate these 
companies will pay. However, the 
they pay is small in comparison to the 
stock tax of insurance companies, 
year the aggregate stock tax paid by. such 
companies was 4,854, as against the 
$3,277,891 ° paid by. insurance companies, 
Senator Frederick C. Walcott, chair. 
man of the finance committee, issued an 
explanation this week saying the pil 
was to protect Connecticut industry 
looking toward the future encourage. 
ment. to incorporate additional insurance 
companies and subsidiaries of existing 
Connecticut companies. The bill is de- 
signed to meet. the situation of several 
big Connecticut controlled insurance 
companies recently incorporatirg jn New 
York .and other states because of the 
high Connecticut taxes. 


The Insurance Agents’ Club of Utica, 
N. Y., has. elected the following officers: 
President, John Kruse; vice-president, 
Edward O. Widman; secretary, Wallace 
McGregor; treasurer. Garfield Pritchard: 
executive committee, Frank Dolon, Lawr- 
ence Gilroy, Michael Sisti, James Ker- 
nan and Joseph Miller. 








ORGANIZED 
1836 





A. G. MARTIN, Manager. 


“STRONG AS THE STRONGEST” 


LIMITED OF LONDON 





THE NORTHERN > 
ASSURANCE COMPANY 


COMPANY whose honorable dealings and’ sound 
financial strength recommend it to discerning agents 


and discriminating insurers. 


Assets, $8,960,540.39. Liabilities, $6,389,962.96 
Surplus in U..S., $2,570,577.43 


EXECUTIVE OFFICE AND 
LOCAL DEPARTMENT 
55 John Street, New York 


J. V. LANE, Ass’t Mgr. 


AGENCY DEPARTMENTS 
Northern Assurance Building, 
135 William Street, New York 


C. W. COOPER, Ass’t Mgr. 


J. D. ERSKINE, Gen’l. Agent. 


WM.-H. McGEE & CO., Inc., Marine Underwriters, U. S. A., 18 William Street. New York 
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—— 
(, E. Case to Head 
Insurance Society 


—_——- 





WELL RECEIVED 


gELECTION 

Lyman Candee, C. L. DeWitt, E. C. 

Lunt and W. D. Winter, Vice-Presi- 
dents; Hardy Renominated 








Charles E. Case, assistant United 
States manager of the North British & 
Mercantile, and vice-president of the 
Mercantile, Commonwealth and Penn- 
yivania fire insurance companies, has 
een nominated for president of the In- 
surance Society of New York by the 
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nominating committee. This means his 
election as president, on May 26, of that 
organization, because. there is never a 
contest at the annual meetings. 

Nominations for other offices include 
the following : For vice-president, Lyman 
Candee, vice-president of the Globe & 
Rutgers; Carroll L. DeWitt, assistant 
United States manager of the Eagle, 
Star & British Dominions; Edward C. 
Lunt, president of the Sun Indemnity, 
and William D. Winter, vice-president 
of the Atlantic Mutual. For secretary- 
treasurer, Edward R. Hardy. . 

For members of the exécutive commit- 
tee'for three years: John H. Grady, 
manager of the General Accident; John 
McGinley, manager of the Travelers, 
and Alexander R. Phillips, vice-president 
of the Great American. os 


Career of Mr. Case 


Charles E. Case is the son of the much 
beloved Charles Lyman Case, for many 
yeats United States manager of the 
London Assurance, who died only a few 
years ago. The present assistant mana- 
ger of the North British & Mercantile 
inherits not alone the ability of his 
father, but also his kindly personal qual- 
tes. He has taken an active interest 
for many years in the work of the In- 
surance Society and his election as presi- 
dent of the organization is a just reward 
for his unselfish services. Mr. Case is 
at Present on a trip to the Pacific Coast 
and it is doubtful whether he will be 
in New York in time for meeting: of the 
Society late this month. 

t. Case was born in Des Moines, 
Towa, in 1875, and spent his early years 
in the West, principally at St. Louis and 
Chicago. After graduating from Har- 
Hoi he entered fire insurance in 1898. 
ome years were spent in office and field 
work before he became in 1908 secre- 
wy of the Commonwealth of New York. 
Wo years later he became assistant sec- 
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retary of the North British & Mercan- 
tile, and in 1911 was made general agent 
of the western department of that com- 
pany and its affiliated companies. Since 
1918 he has held the official positions 
with the four companies which he occu- 
pies today. 

Lyman Candee, vice-president of the 
Globe -& Rutgers, is one of the best 
known fire insurance executives in this 
city... He has been with the company 
since its organization in 1893, and has 
been one of those largely instrumental 
for the company’s phenomenal develop- 
ment. 

Edward C. Lunt, president of the Sun 
Indemnity, was formerly for many years 
connected with the Fidelity & Casualty 
and vice-president until November, 1922, 
when he resigned to go with the Sun. 
He is deeply interested in the aims of 
the Insurance Society to develop educa- 
tional facilities for insurance workers. 
He is possessed of considerable literary 
ability and wrote a valuable book on 
surety. 

William D. Winter, vice-president of 
the Atlantic Mutual, has long taken an 
active part in marine insurance educa- 
tion. Not only has he written the stand- 
ard text book on marine insurance here, 
but he has also conducted marine courses 
at New York University. During the 
last two years he has helped to promote 


KINSMAN WITH AUTOMOBILE 

H. H. Kinsman has been appointed a 
special agent of the Automobile for 
Eastern New York State, with head- 
quarters at the Albany branch office. 
He will succeed special agent F. W. 
Dodd, resigned. Mr. Kinsman is a 
graduate of Norwich University, class of 
1910. He is a civil engineer, and has 
devoted considerable time to this pro- 
fession, as well as to fire insurance. He 
has been a special agent for the Na- 
tional Union Fire for the past two years, 
serving in Western New York. 





AGENCIES MERGE 


The Harry K. Rees agency of New 
York has been merged with the C. H. 
Bainbridge organization. Mr. Rees will 
take charge of the fire department and 
become assistant secretary of the Bain- 
bridge corporation. He was at one time 
Brooklyn underwriter for the Automo- 
bile of Hartford. 








the Insurance Society’s 
marine insurance. 

Mr. DeWitt is a fire insurance man of 
wide experience in many divisions of the 
business and is now chairman of the 
executive committee of the Insurance 
Society of New York. 


courses on 





WANTED: 


By a New York Fire Insur- 
ance Company, Agency Man- 
ager with general field and 
office experience to take 
charge of operations of 
agency field comprising thirty 
states. 
Box 1023, 


Eastern Underwriter, 
86 Fulton Street, 


The 








New York, N. Y. 





SPECIAL AGENT FOR SUN 


Announcement is made by Preston T. 
Kelsey, United States manager of the 
Sun and president of the Patriotic, of 
the appointment of Norman, D. Gilder- 
sleeve as special agent in New York 
State, effective May 15. Mr. Gilder- 
sleeve brings to the Sun group a valued 
experience acquired in office, field and 
local agency. 


Mr. Gildersleeve for the present will 
travel out of the headquarters offices of 
the company in New York City. 





line and oil. 


ERNEST STURM 
Chairman of the Board 


NEW YORK 





- CHICAGO 


A Motor Trip— 
whether for business or pleasure demands protection 


Before any of your clients start out on a trip, ask them these 
questions regarding— 


Automobile Insurance 
Is Your Car Insured Against Fire? 


An upset may start it ablazing or a defective ignition may 
unleash the flames that will set it afire with its supply of gaso- 


Is Your Car Protected Against Theft? 


Cars valued at over $100,000,000 are stolen annually. 
mobile Theft Insurance in the American Eagle will free your 
clients from all worry. 


Tourist Floater Insurance 
Are Your Personal Effects and Baggage Insured? 


Our policies cover loss or damage due to fire, lightning, 
cyclone, tornado, flood, navigation and transportation hazards, 
theft, pilferage and largeny. 


The perils of traveling are so numerous now that these coverages 
can be sold without difficulty by the wide-awake agent. 


Ask the American Eagle “Special” 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


2 CASH CAPITAL ‘ONE MILLION DOLLARS 


- SAN FRANCISCO 


Auto- 


PAUL L. HAID 
President 
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“INDEPENDENCE” and the 
Talking Machine Industry 





Airplane view of part of the plant of the Victor Talking Machine 
Company. Camden, New Jersey 


Record Makers! 


There is an appropriateness in the fact that 
the Victor Talking Machine Company, 
largest maker of musical records in the world, 
should carry a good part of its insurance 
protection in INDEPENDENCE—also a 
“record” maker in its field. 














“HIS MASTER’S VOICE” 
REG. U. S. PAT. OFF, 


THE INDEPENDENCE COMPANIES 


Head Office — PHILADELPHIA 
CHARLES H. HOLLAND, President 





Casualty Insurance - Surety Bonds 


Fire Insurance 






These Companies maintain H: uman Relations with their Agents, Brokers and Policyholders 
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Test Case Fails to 
Reduce Court Costs 


coMPANIES MADE TO PAY ALL 





Fight Policies Involved on One Loss; 
" Companies Failed to Consolidate 
Actions and Lose 





An interesting insurance case has been 
decided by the New York Supreme Court 
against a group of four insurance com- 
panies on the matter of bills of costs, In 
this litigation brought by a certain 
Kranger, the assignee of eight policies is- 
wed by the four companies, against the 
Automobile of Hartford, as. a test case, 
the companies lost. Then the plaintiff 
claimed a full bill of costs in each action, 
although only one case was tried, the facts 
being common to all of But because 
the companies failed to consolidate the 
actions, which they could have done, the 
court held that the companies are liable 
except for trial fees, which are eliminated 
from the bill of costs in each action ex- 
cept one. 

Following is the opinion of Justice 
Carswell : 

“Motion by defendant for retaxation and 
cancellation of bill of costs. The plaintiff 
is the assignee of eight insurance policies, 
issued by four companies. The policeis 
covered tive boats owned by the plaintiff’s 
asignor. All five boats were destroyed 
by fire at the same time and plaintiff 
brought eight actions—one on each policy 
—against the four insurance companies in- 
volyed. One of the actions was tried. A 
question of fact common to all of the 
actions was disposed of in that action. 
The attorneys stipulated that the same 
verdict might be directed in the other 
seven actions as was rendered by the jury 
in the case tried. 

The defendant now claims that the 
plaintiff is not entitled to a full bill of 
costs in each action. The defendant as- 
serts that under sections 211 and 212, C. 
P.A., all of these actions could have been 
joined by plaintiff in one action; that sec- 
tion 258, C. P. A., subdivisions 1 and 9, 
would have permitted such a joinder, as 
they were actions upon contracts and 
arose out of the same transactions and 
were connected with the same subject of 
action. It may be true that these causes 
of action could have been joined by plain- 
tiff in the first instance and that the de- 
fendants could have procured a consolida- 
tion of the actions. ; 

The fact is, however, that they were 
not joined by the plaintiff and the de- 
fendants did not procure a consolidation 
of them. Such joinder by plaintiff or the 
Procurance of consolidation by the de- 
fendants was permissible, not mandatory. 
The plaintiff therefore is entitled to a full 

l of costs in each action, unless section 
1479, cP, A., or the stipulation of the 
parties, contains a bar to such a result. 
Section 1479, P. A., provides costs 
when several actions are brought instead 
of one. : 

Where two or more actions are brought 
. 4gainst persons severally liable wpon the 
same written instrument including the 
Parties to a bill of exchange or a promis- 
sory note, or otherwise, for the same cause 
of action, against persons who might have 

Joined as defendants in one: action, 
costs, other than disbursements, cannot be 
Fecovered, upon the final judgment, by the 
Plaintiff, in more than: one action, which 
shall be at his. election. It will be noted 
that this limitation on the right to. costs, 
e far as pertinent to the situation herein, 
Telates only to a bringing of two or more 
actions ‘for the same cause of action’ 
against persons who might have been joined 
as defendants in one: action. 

. therefore the limitation upon costs be- 
ing confined to a situation where a plaintiff 
pte the same cause action sues dif- 
erent defendants in different actions, al- 
though such persons might have been 


MARINE & AUTOMOBILE DEPARTMENT 









joined as defendants in the same action 
(which is not this case), plaintiff is en- 
titled to a separate bill of costs in each 
action. This result flows from the right 
to costs not being determined solely by 
whether a consolidation could have been 
had upon application of the defendants 
herein, or whether or not a single action, 
upon different. counts, could have been 
brought against all the defendants jointly 
by the plaintiff. To bar costs in each 
action, where no joinder is in fact had, 
the additional element must exist that the 
different actions, separately brought, must 
be against different defendants upon the 
same cause of action. Here they are upon 
different policies and therefore are not 
upon the same cause of action. 

“Each are actions founded upon the same 
instrument, therefore coming within the 
express language of section 1479, C. P. A., 
‘parties severally liable upon the same writ- 
ten instrument’ as are upon the same cause 
of action and connected with the same in- 
strument. This makes it necessary to de- 
termine what effect should be given. to the 
stipulation. The stipulation made unneces- 
sary a separate trial of each action, there- 
fore a trial fee may not be had in other than 
the one action in which a trial was had. 
Accordingly the trial fee should be elimi- 
nated from the bill of costs in each action 
except the one where the trial was had as 
a matter of actual fact (Hildebrant v. 
Crawford, 6 Lans., 502). Motion is denied 
except as to the extent indicated.” 





VIEWS ON LETTERED RULES 


Hamburg Marine Underwriters Voice 
Certain Objections to Amended 
York-Antwerp Rules 


Rules A to G contain the fundamental 
rules regarding the law of General Aver- 
age; supplementing them by the law of 
the respective country is excluded. Rules 
1 et seq. contain the regulations which 
apply to specific cases and provide excep- 
tions from the general rules. To this prin- 
ciple itself there is no opposition; the fol- 
lowing objections however, have to be 
made to details; viz: 1. In accordance 
with the provisions of the (German) 
Commercial Code (par. 703), no distribu- 
tion in g. a, takes place unless both the 
ship and the cargo have been actually 
saved, each of them either wholly or in 
part. No corresponding provision is. con- 
tained in the general Rules A to G. Ac- 
cording to Rule A, the General Average 
Act must have been taken “for the purpose 
of preserving from peril the property in- 
volved in a common maritime adventure.” 
The saving from the peril is not a pre- 
requisite for the general average distribu- 
tion. Nor can any different conclusion be 
drawn from Rule G where it is said that 
both loss and contribution are to be ad- 
justed “upon the basis of values at the 
time and place when and where the ad- 
venture ends.” 

According to this, a distribution in gen- 
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eral average would take place and a jet- 
tisoned cargo, for instance, would be made 
good, if the ship alone had been saved. 
And, vice versa, if only the cargo had been 
saved, the shipowner, even in the event of 
a total loss of the ship, would receive an 
allowance as provided for in Rule 18, 
second paragraph. 

An attempt should be made to have the 
requirement for a general average distri- 
bution, which is peculiar to German law, 
viz., the saving of ship and cargo either 
wholly or in part, incorporated in the York- 
Antwerp Rules. 

Further, the question is not sufficiently 
cleared up whether there should be a gen- 
eral average distribution over ship and 
freight, if a chartered ship sails in ballast, 
provided the conditions for general aver- 
age are given in all other respects. It is 
true that the second paragraph contained 
in Rule 17 of the Draft Rules for the 
Stockholm Conference, which provided for 
the contributory value of freight when 
the ship sailed in ballast, was cancelled. 
That, however, does not remove the doubt 
whether in respect of a ship sailing in 
ballast as well, the chartered freight is to 
be considered as “common property” in 
the sense of Rule A. The underwriters 
are opposed to the application of the York- 
Antwerp-Rules to such a case and the al- 
lowance, for instance, of maintenance and 
monthly, wages to the shipowner when 
the chartered ship in ballast enters a port 
of refuge. 





WM. H. McGEE & CO. MOVE 


, 


Now Occupy Own Handsome Structure 
Seven Stories in Height at 
11 South William St. 


Wm. H. McGee & Co., one of the lead- 
ing marine insurance agencies in this city, 
have moved to their own building, the Mc- 
Gee~ Building, 11 South William Street. 
In its quarters the agency occupies the en- 
tire seven floors, the total space being 
about 12,000 square feet. The underwrit- 
ing department occupies the ground floor, 
a handsome room finished in oak and hand 
molded plaster in the old English style. 
The executive offices are on the seventh 
floor. Wm. H. McGee & Co. have been 
underwriting marine insurance for over 
forty years and have weathered success- 
fully all the storms which have swept over 
the business. Building and occupying its 
owr home is a distinct step forward for 
the agency. 














APPLETON & COX, Inc. 


1 South William Street, New York 


AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,678,186.54 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,691,491.37 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,343,699.05 





WRITE FOR OUR AGENCY PROPOSITION 





Propose New British 
Form of Accounting 

FIRE AND MARINE COMPANIES 

English Board of Trade Committee 


Moved to Act Because of Recent 
Company Failures 








Because of some failures of msurance 
companies in recent years certain sug- 
gestions in the way of forms of account 
for fire and marine companiés have been 
made to the British Board of Trade 
Committee by Sir Gilbert Garnsey, a 
member of the Board of Trade Commit- 
tee and a partner in the firm of Price, 
Waterhouse & Co., London. 

The Garnsey form of accounts follows: 


Form Applicable to FIRE Insurance 
Amount of fire insurance fund at 
beginning of year: 


Reserve for unexpired risks...... £ 
Additional reserve (if any).......- 
Premiums (Gross)....-...sseecesssooes £ 


s: Re-insurance premiums.... 

Net premiums, viz.: 
On risks (not exceeding 1 year). .£ 
On risks (exceeding 1 year).,..... 


Interest, dividends and rents........ £ 
ess: Income tax 


Other revenue (to be specified).........+++« . 
Transferred from profit and loss acct. 
(Contra) 


eee weer cetera ee eenrese 


Intimated during year..........- £ 
Excess or deficiency of reserves 
against claims intimated in pre- 
VRS: “FORTS. .oddce dc ccc densi vevec 


Comenlaeiati 5... civecncgennceteccseccegtvenscas 
Expenses of Management . : 
Bee DOOR o.. .ciewcecdecanacvses 
Contributions to fire brigades... os 
Other expenditure (to be specified)........ 
Profits transferred to profit and loss acct. 
Amount of fire insurance fund’ at 

of the year as per balance sheet........ 
Reserve for unexpired risks, being : 

per cent. of premium income of year.... 
Additional reserve (if amy).... sevcssserees 






eeeece 


Form Applicable to MARINE Insurance 
(Four Cols.) A. B. C. D. 
Amount of fund at beginning of year: 
For preceding year’s risks........ 
For previous years’ risks........ 
Additional reserve..........essceees 
Premiums (less returns and re- 
SGUTRRIGE Yo 0.oe6s ewebcicede ste ceene conve 
Interest, dividends and rents... .£ 
Less: Income tax thereon.... 


Other revenue (to be specified)...... 
Transferred from profit and loss acct. 
(Contra) 
Claims settled and notified (less sal- 
vage and re-insurance)............ 
Brokerage and commission............ 
Expenses of management..........0... 
Other expenditure (to be specified) 
Profits transferred to profit and loss 


balance sheet: 
For current year .. 
For preceding year.. 
For previous years.. na 
Additional reserve.........ssse08 0 ® 






A, Current year: B, Preceding year; 
C, Previous year; D, Total. 





The Fannie Krakow S. B. S. Realty 
Corp., New York City, has been char- 
tered at Albany with $10,000 capital to 
sell real estate and insurance: C. Adler- 
blum, A. Rabinowitz and M. 

New York City, are the directors and 
subscribers, 
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CASUALTY AND SURETY NEWS 














J. L, Train on Dividends 
and Compensation 


TEXT OF ANNUAL’ REPORT 





Reasons for Imcreasing Loss Ratio 
in Compensation Insurance of 
New York State 





In view of the interest. being taken by 
insurance men in the decision of the Utica 
Mutual to go on an annual dividend pay- 
ing basis the annual report of John L. 
Train, secretary and general manager of 
the company, discussing the subject of 
dividends and experience on compensation 
as explained by Mr. Train in a letter to 
policyholders is printed herewith as fol- 
lows, 

To the Members of the Utica Mutual. 

Submitted herewith you will find the 
annual report of the Utica Mutual In- 
surance Company for the calendar year of 
1924. The Treasurer’s report shows the 
financial condition of the company and the 
General Manager’s report analyzes the re- 
port of the Treasurer and the experience 
of the company in Workmen’s Compensa- 
tion and automobile insurance during the 
past year. 

- Under the system of loss reserves for 
Workmen’s Compensation Insurance re- 
quired by the Insurance Department, the 
company was required to set aside higher 
reserves as of December 31, 1924 than in 
previous years. The general experience on 
Workmen’s Compensation Insurance not 
only in the State of New York but in all 
States indicates a higher loss ratio than 
the expected loss ratio upon which Work- 
men’s Compensation rates are based. 1924 
indicates a .higher loss ratio than 1923. 
The dollar-of premium is based on the 
theory that 60 cents will be used for losses 
and 40 cents. for expenses. It is apparent, 
therefore, that if the losses exceed 60 
cents, as far as the stock companies are 
concerned, the rates are inadequate for 
them to pay. the losses and expenses. An 
invstigation of the statements of the in- 
surance companies for 1923 and 1924 in- 
dictates that the loss ratio for both of 
these years was. far in excess of 60 per cent 
of the premium. Inasmuch as the ex- 
penses of the stock companies are certainly 
not less..than. 40 ._per.cent,. the stock com- 
panies: during 1923 and even more in 1924 
have lost money on Workmen’s Compensa- 
tion Insurance. One stock company ad- 
mits a-loss and expense ratio of over 120%. 

The mutual companies as a whole, due 
to their lower expense ratio, have been 
able to keep their losses and expenses 
within the premium dollar and in addition 
have been able to make a profit out of 
interest earnings which accrues to the ben- 
efit of the policyholders. While the stock 
companies’ “have lost money, the mutual 
companies have made money for their 
policyholders, but probably not to the same 
extent as in previous years due to the in- 
creased loss ratio. 

Causes for Larger Loss Ratio 

As far as, New York State is con- 
cerried, we are firmly convinced that the 
increasing loss ratio is mainly due to two 
causes; (1)..the increasing liberality of 
the Referees and the State Industrial 
Board in ‘making awards for Workmen’s 
Compensation cases, and (2) the increas- 
ing familiarity of the employee with the 
provisions’ of “the Workmen’s Compensa- 
tion Law, ‘resulting in claims ‘being made 
for alleged. injuries and for greater ben- 
efits: than have been. made in previous 
years. 

The financial statement of the company 
submitted herewith shows that the com- 
pariy had a surplus on December 31, 1924, 
of over $582,000. The earnings of the 
company for the calendar year ending 
Lecember: 31, 1924, were 11.53% as com- 
pared with 23.24% for the calendar year 
of 1923.,. It. is possible that when — the 
claims for higher reserves which were set 


up on December 31, 1924, are matured, 
the earnings will be somewhat increased. 
Further, additional payroll audits will also 
increase the earnings of the company. 

While the Board of Directors could 
have declared some dividend on policies 
expiring during the last six months of 
1924, it was felt in the interests of all of 
the members of the company that the 
surplus of the company should be main- 
tained, its financial strength unimpaired, 
and the declaration of the dividend de- 
ferred until after June 30, 1925. It is the 
purpose of the Board of Directors to de- 
clare and pay the same dividend on all 
policies expiring during the year ending 
June 30, 1925. 


Auto Business Profitable 


The automobile business of the com- 
pany, on the other hand, has been very 
profitable, both the loss ration and ex- 
pense ratio being very low, and the Board 
of Directors believed that the automobile 
policyholders were entitled to receive a 
dividend of 20% which was easily earned 
on the policies expiring during the last 
six months of 1924, and that the rate of 
dividend was therefore declared. 

The directors of the Utica Mutual In- 
surance Company, believe that the steps 
which they have taken-will meet with the 
approval of their policyholders in view of 
the conditions as set forth in this letter 
and the enclosed report. As trustees of 
the funds of the policyholders the first 
duty of the Board is to maintain the fi- 
nancial strength of the company and to 
see that insurance is furnished at the low- 
est possible cost and not endeavor to 
furnish insurance at less than actual cost. 
In the stress of competition, it is possible 
that some companies may temporarily 
endeavor to furnish insurance at less than 


_ cost, but we feel certain that the policy- 


holders of the Utica Mutual are not in 
favor of that method of doing business, 
or in any way sacrificing the real interests 
of the policyholders either present or 
future. 

The service rendered by the company is 
at least equal to that furnished by any 
other insurance carrier. In fact, we feel 
that it is far superior. 

During the past ten years the average 
dividend return to our members has been 
nearly 23%, and if the present Workmen’s 
Compensation rates were adequate for the 
the stock companies, a dividend of at least 
20% would unquestionably be paid. When 
the rates are inadequate for the stock 
companies, the earnings of the Utica 
Mutual may not be as large, but they are 
sufficient to furnish absolutely safe pro- 
tection, the highest type of service, and in- 
surance at a lower cost. 





PARTY AND BUILDING WALLS 


Underwriters’ Laboratories Explain Defi- 
nitions to Burglary Alarm Manu- 
facturers; Confusion Existed 


The Underwriters Laboratories has sent 
a letter to manufacturers of listed bur- 
glary alarm systems states the National 
Bureau of Casualty & Surety Under- 
writers in calling attention to the fact 
that definitions of the extent of mercantile 
alarm protection, as incorporated in its 
standards, have been repeatedly misrepre- 
sented as to the distinction between 
accessible and inaccessible openings and 
between party and building walls and 
submits to them the following interpreta- 
tions to eliminate confusion on these items. 

Inaccessible: Openings to which access 
cannot be gained from the roofs of adjoin- 
ing buildings and the ground by means 
of an eighteen foot ladder, or which can- 
not be easily reached from ledges, fire 
escapes, etc., leading to other premises. 

Accessible: All openings except those 
specially designated above. 

Party walls: Regardless of its thickness 
or material, a single wall which is com- 
mon to two separate premises in adjoining 
buildings. 

Building Walls: Where two building 
walls divide separate premises. . 
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Guest-Family Cover 
Views of 2 Companies 


N. Y. INDEMNITY AND UNION 





Guest Injury Liability Doctrine An Im- 
position, Says Garner; 
Cynical Observations 


Kory’s 





Two interesting letters were received 
by THe Eastern UNnperwriter this week 
in response to inquiries asked of com- 
panies relative to their views of liability 
for guest and family injury. 

President M. O. Garner of the New 
York Indemnity said: 

“In response to your letter requesting 
my views as to whether automobile policies 
covering private cars should exclude or 
limit liability as to claims against the as- 
sured by: friends, relatives, etc., while rid- 
ing as guests of the assured, I am of 
the opinion that the liability for injury to 
guests doctrine is and has always been an 
imposition, and has afforded the oppor- 
tunity and occasion for a tremendous 
amount of fraud. It offers a constant 
temptation to conspire against the insurer 
in making out claims for damages. I think 
recovery by guests ought to be limited to 
accidents resulting from gross negligence 
on the part of the assured, to be deter- 
mined by the usual standard. 

“T can see no logical reason why a guest 
should accept the hospitality of the as- 
sured and then recover damages upon the 
theory of negligence of the assured, 
which in practical effect means an issue 


‘of fact for the jury, with all the cards 


stacked against the insurer in the cons- 
ciousness of the fact on the part of both 
assured and guest that it is the insurer 
that eventually pays, it almost presents an 
uninsurable situation.” 

As Seen By Union Indemnity 

From Edward Kory, second vice-presi- 
dent of the Union Indemnity, came these 
comments : 

“Should the protection under the auto- 
mobile public liability policy covering pri- 
vate pleasure cars exclude or be limited as 
applying to bodily injuries suffered by 
friends and relatives riding in the auto? 

“This is a question which the under- 
writer at first blush would be inclined to 
answer in the affirmative. 

: “There is unquestionably a moral con- 
sideration that the auto owner would not 
want or expect his: friends and relatives 
to make claim against him for the bodily 
injury sustained as a guest riding in the 


automobile if the assured carried no in* 


surance against such loss. Just because 
an insurance policy intervenes, the under- 
writer feels that the assureds and_ the 
guests should have due consideration for 
each other, and the amenities of simple 
courtesy should dictate a course which 
should be ethically wnassailable by the 
auto guest refusing to make claim for the 
bodily injury. : 
“Certainly, this is placing the average 
mortal on an imaginative pedestal. There 
may be a few exceptions, but the Com- 
pany counts on claim being made where 


\ \ 


the policy covers, regardless of the moral 
and ethical purview. 

. “It. would be a happy consummation to 
be able to exclude or limit liability for the 
bodily injury of the auto guests, but the 
change in the form of the present pro- 
tection must be made unanimous on the 
part of the ‘Companies or else we vill 
create a disturbing and unhappy com- 
petitive “competition which may lead we 
know hot where. 

“The increase of the premium rates to 
take care of the increasing losses brought 
about by the payment of the guest and 
relative claimant appears to be the only 
way out of it for the Companies. 

“To offer two forms of protection, one 
with guest coverage and the other limit- 
ing or eliminating guest coverage, and 
charging a lower rate for the latter form 
would over burden the unlimited policy 
with a moral hazard and the losses from 
which form even a constantly increasing 
premium rate scale could not overcome. 

“T. believe that we must rely upon our 
premium rates and careful underwriting to 
overcome the losses from the unblushing 
claimants for bodily injuries occurring while 
guests riding with their friends.” 





$125,000 AHEAD OF 1924 





Casualty New England Department of 
Field & Cowles, Boston, Having 
Fine Year, Says Lewis 
P. C. Lewis, casualty manager of 
Field & Cowles, Boston, who run the 
new England department of the Royal 
Indemnity Company, was a New York 
visitor this week and said that Field & 
Cowles were $125,000 ahead of last year 
in casualty premium volume. The office, 
by the way, does about $10,000,000 a 
year in premiums of all kinds of insur- 
ance. Mr. Lewis is resident secretary 
of the casualty New England depart- 
ment of Field & Cowles and has been 
with that office since the Royal In- 
demnity started in 1911. Before that 
he was with the United States Casualty. 





NOW ON MONTHLY BASIS 


The Continental Casualty, effective May 
1, withdrew from sale its two weeks wait- 
ing period plan on its non-cancellable in- 
come ‘policies. The company is still writ- 
ing its cancellable policies on the {ull cov- 
erage life indemnity basis and will con- 
tinue to write non-cancellable life indem- 
nity policies on the one month, ‘wo months 
or three months waiting period plans. 
hospital rider is bé@ing issued that makes 
the non-cancellable policy full coverage 
if the assured goes to the hospital. 





PREPARING ACCIDENT MAPS 

A survey is being made of the prin- 
cipal cities and towns of Virginia by the 
National Safety Council with a view 
of gathering data for the making of a 
map of the state showing accident sta- 


tistics, the work previously done to les-" 


sen’. the hazards of accidents, and the 


work needed to be done. 
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A “Close Up” of R. Howard Bland 


president of United States Fidelity and Guaranty Interviewed by The Eastern Underwriter; His Comments on 
Casualty and Surety Insurance as a Career; Views of Future of Compensation Insurance, Acquisition 
Cost, Branch Office System and Other Interesting Topics; Continued Success of Company 
| Under His Administration 


By Clarence Axman 

Perils and hazards abound in the world 
of business just as they do in the more 
romantic and adventurous occupations, and 
there are even some observers of wide 
range and experience who will tell you 
that airplane polar exploration, deep sea 
diving and machine gun operations , are 
not much more exciting than conducting 
4 fidelity, surety and casualty company. 
These divisions of the insurance business 
are strewn with wrecks ; experience is 
frequently most painful, often disastrous; 
a few heavy losses, if, not counteracted 
by a wide spread of risks, may crumble 
the surplus into bits; competition 1s brisk, 
sometimes unscrupulous, with the worst 
offenders often being those who cannot 
survive; and supervision from the out- 
side, generally strict, sometimes becomes 
quite harassing. : 

Here, then, is a business for the stout 
hearted where courage is at a premium; 
for the wise, who must recognize and 
profit by past mistakes; for the strong, 
who build up and buttress their organiza- 
tions so that no shows can push them 
over. 

A $42,000,000 Company _ 

Sailing its craft in such perilous sur- 
roundings, it is only natural that the busi- 
ness should have “developed some great 
personalities and through them some large 
and powerful companies." One of the 
largest and most successful of these, andl 
certainly one of the most discussed in 
other offices, is the United States Fidelity 
& Guaranty of Baltimore which, starting 
business with a capital of $250,000, has 
now piled up assets of $42,000,000; and 
last year wrote a net premiym volume of 
more than $33,866,000. 

The late president of that company, John 
R. Bland, was an outstanding and domin- 
ant figure in the fidelity and surety busi- 
ness. He was an insurance giant; more- 
over he was a man who made competition 
interesting. He had positive convictions 
which he could express with force, and 
for which he was ready to fight, and there 
was not fear of any kind in his heart. 
Sometimes the positions he took were not 
popular in the business, but neither his 
motives nor his sincerity was questioned. 
Early in 1923 he died; and he was suc- 
ceeded by his son, R. Howard Bland. Im- 
mediately, all eyes in the insurance busi- 
ness were focused upon the new presi- 


_ dent. What kind of an executive would 


he make? Would he inaugurate anything 
radical in the administration of the com- 
pany? Of great importance, too, what 
would be his position relative to internal 
questions which were his legacy, such as 
the acquisition cost in which John R. Bland 
had taken a very firm position, believing 
that outsiders were attempting to dictate 
details of the United States Fidelity & 
Guaranty administration, and resenting 
that dictation. 


The New President 


Two years have flown by and the sure- 
ty and casualty men have made up their 
minds relative to several things about R. 
Howard Bland. In brief, it can be stated 
that they are not worried; that there is 
an all around sigh of relief. One leading 
executive expressed it to me in this way: 

“Howard Bland is not a bull in the 

ina shop nor is he a Bolshevik, and it’s 
a pleasure to make that report because 
when a new man takes control of a great 
company there is no telling what will hap- 
Pen as soon as he gets his bearings. But 
just because he isn’t a radical -don’t think 





that he is soft or hasn’t a lot of punch 
or will not‘ put up a’ fight, because, if so, 
you. would never be more mistaken in 
your life. Hé is a man of convictions and 
courage just as his father was, but he is 
of the. second generation, with a number 
of years at Harvard and law behind him, 
and men of that type and training pick 
up a lot of diplomacy and tact; aren’t 
quick to overturn settled institutions; dox’t 
bank too much on roughing other people’s 
feathers, but they come pretty near to ac- 


R. HOWARD BLAND 


complishing their aims and objects just 
the same.” 


An Attractive Personality and a 
Clear Mind 

Believing. that the insurance fraternity 
would be interested in reading a close-up 
of the United States F. & G. and its chief 
executive and learning something of his 
views on some current questions in the 
business, I went to Baltimore this week 
and. interviewed him. 

Mr. Bland’s personality is decidedly at- 
tractive. His contacts are opén, frank and 
amiable, putting visitors at ease. His man- 
ner of speech is deliberate; his mind is 
penetrating and inquisitive as to facts and 
details. He is what is known as a “good 
mixer” and he has made it a point to know 
all of the principal agents. Some months 
ago he made a tour of several Southeastern 
states, meeting all of the company repre- 
sentatives. He believes in agency meet- 
ings, but of the territorial kind, the United 
States F. & G. not having gathered pro- 
duction representatives from all parts of 
the country at conventions in Baltimore. 

After attending a “prep” school in Balti- 
more he went to Harvard where he was 
graduated from the University and ue 
Harvard Law School. Returning to ti- 
more, he became a member of the law firm 
of Bartlett, Poe, Claggett & Bland, which 
firm was counsel of the United States 
F.&G. Edgar Allen Poe of the firm was 
one of the famous family of Princeton 
football stars. Mr. Bland then went to 
the home office of the United States F. 


& G. and for eight years underwent the 
priceless training of attending alk con- 
ferences called by his father. It gave him 
an insight into the fidelity, surety and 
casualty business of great value so that 
when elevated to the presidency he found 
himself en rapport with all questions of 
importance having the attention of the 
executives. He had won the esteem and 
respect of these experts from the start. 


A Son’s Tribute to His Father 


The trip to Baltimore was worth while, 
if for no other reason than it disclosed 
that in this age of jazz and feverish ex- 
citement and overturning of ideas there is 
one quarter at least where two old- 
fashioned and once popular ideals in this 
country are respected, viz: the love and 
admiration of a son for his father; and 
the character. relationship known as loyalty. 

The first question that I asked Mr. Bland 
was. this: 

“How do you account for the strong 
and enviable position which has been won 
7! - United States Fidelity & Guaranty 

0.! 

- Without a moment’s hesitation, Mr. 
Bland replied: 

“The credit is entirely due to my father. 
I think you could correctly call him a 
genius; at least a business genius. He 
was an honest man, with a strict measur- 
ing rule of integrity which undoubtedly 
helped: him in detecting character in other 
people with the result that he became an 
intuitive judge of men, and he knew the 
value of an organization of high class 
personnel. It is apparent that in a busi- 
ness such as fidelity and surety, based on 
trust, carrying out of contracts and mak- 
ing good on promisés, persons holding 
responsible positions must be carefully 
chosen. The application of such principles 
through the years resulted in the United 
States Fidelity & Guaranty having an 
agency force which I think will compare 
favorably with that of any in the country 
and we believe that we are also strong at 
the Home Office and in the branch offices.” 


Baltimore Business and Financial Men 
Gave Expression of Confidence 


Mr. Bland paused a moment and then 
became’ philosophical and reminiscent. 

“In these days of tremendous accom- 
plishment and great business we are prone 
to look at the finished product and take 
things for granted without giving consid- 
eration to the hardships and toil of the 
pioneers when the machine is being con- 
structed,” was his next comment. “Just 
take the case of the United States Fidelity 
& Guaranty, for example, My father, the 
son of a doctor, had resigned as agent 
of the Seaboard Air Line at Baltimore, 
to become secretary of the Merchants & 
Manufacturers’ Association of Baltimore, 
now the Baltimore Association of Com- 
merce. He had held that position for six- 
teen years when at the age of 45 he con- 
ceived the idea of organizing a company 
which should publish a list of commercial 


attorneys and issue a surety bond guaran- 


teeing the faithful payment of moneys 
collected by them. My father had talked 
the matter over with: Frank Brown, who 
was governor of Maryland and who 
endorsed: the proposition. He started out 
to sell $250,000 of stock, which was to 
be the company’s capital. During the time 
he had served the association as its sec- 
retary he had met every business man and 
banker of any consequence in the city 
and evidently had impressed them enough 
by his character and abilities so that they 
had confidence in his venture because the 
$250,000 was raised and in August, 1896, 


the United States Fidelity & Guaranty 
Co. began doing business. The fact that 
my father was then 45 years old also 
threw some light upon him as a man who 
had confidence in himself and his ambitions 
as few men of that age are willing to 
throw the past aside and embark on an 
entirely new venture.” 


Started Without Surplus 

Mr. Bland smiled as a thought passed 
through his head of one surprising feature 
of the new corporation. 

“At the start,” he said, “the United 
States Fidelity & Guaranty had no sur- ~ 
plus. Neither my father nor any one as- 
sociated with him, including the late Isa- 
dore Rayner who became his counsel and 
who later was United States Senator from 
Maryland, knew anything about the insur- 
ance business and they didn’t recognize 
at the time the importance of surplus and 
providing for it. But the company began 
to prosper and to build itself up financially 
in all directions and my father learned 
about fidelity, surety and insurance by 
picking it up as he went along and to the 
end he was always willing to master new 
details of the business. After the com- 
pany became a success in Maryland my 
father wanted to expand which meant, of 
course, entering some other states and there 
was decided objection to this from his 
associates who took the position that en- 
tering other fields would wreck the com- 
pany. My father persisted and in later 
years said that instead of wrecking the 
company the expansion had made it. From 
the start my father had vision, determin- 
ation to see things through and pride in 
consummation.” 


The First New York Appointment 


Continuing to discuss the early days of 
the company Mr. Bland said: 

“The United States F. & G. started 
with direct writing agents, reporting to 
the home office. Finally the idea of open- - 
ing a branch office began to suggest itself 
and my father naturally cast eyes on the 
metropolis of the country. He took a trip 
to New York and was fortunate enough 
to’ have a consultation with Richard 
Croker, leader of Tammany Hall, a man 
who knew everybody worth knowing and 
whose advice was invaluable. Mr. Croker 
suggested Andrew Freedman as the com- 
pany’s manager. 

“Mr. Freedman occupied a unique posi- 
tion in the New York community. A 
real estate operator of. the first rank he 
had made a fortune so considerable that 
when he died he left $8,000,000, a large part 
of which he bequeathed to charity: He 
was Richard Croker’s most _ intimate 
friend; in fact, they had adjoining living 
quarters at the old Democratic Club in 
Fifth Avenue and he was the Tammany 
chieftain’s adviser relative to investments. 
The appointment proved an excellent one. 
In later years Mr. Freedman decided to 
organize and run a casualty company of 
his own and‘ eventually got twenty-two 
millionaires together in the formation of 
the ill-fated Casualty Company of Ameri- 
ca, of. which he became president. Freed- 
man was succeeded by Sylvester J. O’Sul- 
livan, a great character. 

“At the time of Mr. O’Sullivan’s death 
he was regarded as the dean of the surety 
business in New York. He Was succeeded 
by Alonzo Gore Oakley who later was 
joined by Edward R. Lewis, the firm name 
being Oakley & Lewis.” 


The Brennan Appointment 
Going to Chicago, John R. Bland’ ap- 
pointed Conkling, Price & Webb as — 
and when they left made George E. Bren- 
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nan manager. In discussing him, R. How- 
ard Bland said: 

“The Brennan appointment was one of 
the best which my father ever made. The 
business transacted by that office is the 
largest in the city and its head is a most 
remarkable man. Of course, everybody 
in touch with public affairs knows George 
E. Brennan, the political leader, but in 
addition to being the chief adviser of the 
Democratic party in the state, a man of 
tremendous popularity and a most virile 
character, Mr. Brennan is a mighty fine in- 
surance man and-his leadership in the 
business in Chicago is most gratifying.” 

At the present time the United States 
F. & G. has 38 branch offices, with a feel- 
ing on the part of the administration that 
it has about reached the desired maximum 
in this respect. 

Merits of the Branch Office System 

In commenting upon branch offices Mr. 
Bland said: 

“I think there is a marked superiority 
in the branch office system although the 
line of demarcation between the branch 
agency system and the general agency 
System is not so clearly drawn as the 
branch office is in reality a part of the 
home office, being a section of the home 

. office transplanted to the field and render- 
ing Home Office service by territories. 
Each branch office has one or more states, 
the agents in which report to the branch 
office and are served by the latter. The 
branch office correctly and _ intimately 
understands the needs of the agents, the 
manager of the branch office knowing the 
agents personally and understanding 
them. Often types of this service can be 
rendered by a branch office which would 
not be possible for the Home Office where 
it_is impossible to know in detail the very 
large number of personalities who con- 
stitute the agency force of a great com- 
pany. 

“Perhaps it is true that the branch 
Office system is a little more expensive 
than the general agency system but there 
aré counteractions in favor of the branch 
office system, and it has been my observa- 
tion, for instance, that the losses under 
the branch. office system are less. The 
branch office managers are a little more 
conservative than general agents; not so 
much concerned with the commissions on 
the premiums which is an obvious situa- 
tion in view of the fact that the branch 
office managers are on a salaried basis 
with an interest in the profits and have 
ever before them aims of making the busi- 
ness profitable and keeping the expense 
within reason.” 


Surety and Casualty as a Field for 
Young Men 


Mr. Bland seemed to be somewhat 
surprised when informed by the reporter 
that there was some pessimism in casualty 
and surety insurance offices with respect 
to salaries being paid. He was told of a 
current, opinion in Eastern insurance 
centers that while on one hand companies 
are complaining of the difficulty in obtain- 
ing talent; on the other, many department 
men feel that the casualty companies do 
not offer the rewards which they think 
should be available for men devoting their 
entire lives to the mastery of the routine 
of the business. 

“T had not been under the impression,” 
said Mr. Bland, “that salaries in casualty 
insurance suffered in comparison with those 
prevailing ‘in other lines of business which 
require a possession of a specialized tech- 
nique. I think that an investigation will 
disclose that these salaries are pretty fair- 
ly adjusted.” : 

“Don’t you believe that the casualty in- 
surance business is one in ‘which a man 
can enter with confidence that hard work 
and intelligence will meet with a proper 
rethtineration—in other words, that, there 
is in it a.good career for a young man?” 
he was asked. 

“T most emphatically do,” was Mr. 
Bland’s reply. “Here we have a business 
of great diversity and numerous ramifica- 
tions where talent and brains are certainly 
in ‘demand. A boy entering a casualty in- 
surance office has many goals which he 
can reach. It-is not like working for a 
small, corporation .or a limited partnership 
or a firm doing a limited ,turnover where 
both he and his employer have to stake a 


great deal on future luck and where the 
entrance of two or three more boys after 
he has started may find him-out of the 
race, 

As soon as a boy enters a large surety 
or casualty company, or a young man 
starts service as a clerk, he is immediately 
under survey, not from one man or two 
men, but from many. If he shows some 
ability—and he does not have to be bril- 
liant—his progress is steady and sure. It 
all depends upon him. There are a great 
many places where he can fit in. If he 
is wise he will observe all he can and 
prepare himself for future advancement, 
absorbing as much information as possible. 
He also has the satisfaction of knowing 
that he is not going to be kicked out into 
the street—and that applies also, by the 
way, to agents. The attitude of this com- 
pany has been to protect its agents, even 
when they deteriorate and their volume 
starts dropping off and others try to sup- 
plant them. If they have been faithful 
to us for, years, we continue faithful to 
them.” 


Shall All Have Production as 
Their Goal? 

Mr. Bland was asked what he thought 
of the widespread advice now current in 
all branches of the insurance business that 
young men m a mistake in going into 
the home offices to be underwriters and 
department heads and that instead they 
should enter the production field in which 
there are agents and brokers who some- 
times make more money than the presi- 
dents of insurance companies. 

“That word ‘sometimes’ is tremendously 
significant,” he reflected. “It is true that 
there are some genuises for production 
who make a lot of money, and persons who 
have that talent ingrained can gravitate 
to aireeiner in that division of the busi- 
ness? But extraordinary producers are rare 
and their influence in guiding destinies is 
often out of proportion to results. It is 
the same old story of the budding play- 
wright who hears about the income of 
Bernard Shaw, or the young novelist who 
is dazzled by the earnings of Sinclair 
Lewis, or the ambitious singer who has 
heard that Chaliapin draws $5,000 a per- 
formance. Unfortunately, for’ the young 
people who want to follow in the foot- 
steps of stars, there are few Chaliapins, 
Sinclair Lewises and Bernard Shaws; and 
top-notch insurance producers do not grow 
on trees. There are 11,000 brokers in 
New York City alone and I do not think 
many of them can afford Park or Fifth 
Avenue apartments. 

“Furthermore, the people in the under- 
writing, legal, claim and other depart- 
mental offices are assured of-a fixed in- 
come and that is a mighty important thing. 
It is one of the reasons why so many 
young lawyers are glad to give up the 
insecurity of individual practice and affili- 
ate themselves on a salary with casualty 
instrrance companies and yet I presume that 
every one of them has seen such state- 
ments as that made by Max D.° Steuer, 
the New York lawyer, to the effect that 
he a. See rer on an income of 


The Future of Compensation 


The conversation drifted to the serious 
situation which exists in compensation in- 
surance with its various vexations, its 
mounting costs, the new reserve require- 
ments and the action of some companies 
in retiring altogether from compensation 
or in cutting down their i 
and eliminating certain 


Mr. Bland was asked if he thought that 
conditions would so adjust themselves that 
it would be possible for companies to make 
a profit in workmen’s compensation and, 
if not, whether companies would continue 
to write it. 

“Naturally, there will always be com- 
panies writing workmen’s.compensation in- 
surance, even if that branch continues un- 
fortunate and even if there is no relief 
from legislation increasing benefits, ten- 


dencies on the part.of the medical profes- 


sion to add to their charges, growing 


leniency in making awards, higher ver- 
dicts in the courts-and other drawbacks,” 
he said. “Many leading companies will be 
compelled to continue writing compensa- 
tion because of the demands of the pub- 
lic and their agents, and as an accommo- 
dation line, if. for no other reason. But, 
certainly, the underwriting of this divi- 
sion will be more ly scrutini 
ever before and every legitimate effort will 
be made to keep the expense down to 
where it should be. Frankly, I do not 
believe that -the present compensation 
premium is loaded for profit, and as far as 
we are concerned we about break even on 
this division ofthe business. The only 
money which can be made under present 
circumstances is in the income on reserves 
or what is known as ing profit. 
I understand that a profit was made in 
the last decade by some companies in 
the compensation end but one reason for 
this was because of opportunities offered 
by the great business boom following the 
war. If it had not been for that there 
would have been a big loss. 
Reducing Medical Expense 

“We feel that there are ways, however, 
in which companies can them- 
selves in this hazardous and one way 
is through the medical department of 
the company where we have been very 
successful in reducing losses by having 
a well organized, carefully run organiza- 
tion. In the past year we reduced our 
medical expense 3% or 4% by. re-organ- 

ion division. 


ization in gern sea 

“We are also underwriting compensation 
more cautiously than we did and here is 
an important factor with us! we are de- 
manding our premiums in advance, and 
are absolutely indifferent to demands that 
we accept deposit premiums. Of course, 
sometimes it is hard for an agent when 
he has written a large premium to know 
that it has to be paid in advance, and he 
may say, “‘That’s a considerable amount 
of money for the assured to turn over 
to us at one time, especially as the policy 
will have a long time to run,’ but our at- 
titude is that if we cannot get the money 
we do not want the business. It is a temp- 
tation that we are very firmly resisting. We 
think that it is only justice to ourselves; 
that when we stand ready to carry out 
our part of the contract the other party 
should show his good faith and willing- 
ness to carry out his. 

“You know that over in England the 
companies writing compensation collect 
their premiums in advance and in talking 
to underwriters from abroad they say that 
the system works very satisfactorily. If 
they can do it, we can do it.” 

Acquisition Cost 

These observations: naturally led up to 
the always interesting subject of acquisi- 
tion cost. It will be recalled that the late 
John R. Bland did not take very kindly 
to the revolutionary action of Francis R. 
Stoddard, Jr., when insurance superinten- 
dent of New York in throwing his hat 
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. t th . iti —= 
into the acquisition cost rin 
ing that if the companies phe oe 
together it might be necessary {o, hie 
wave a big stick and force them ren 7 
The acquisition cost agreement was % ee 
and after considering the Subject fr, 
angles for a number of months Mr. & _ 
dard’s successor, James A. Beha 4% 
to enforce the rules, following 
ence in New York in which he 
that the companies voted 
him. to enforce those rules, 
ly, Mr. Beha has taken -eve 
position and says the pressure 
mental authority will be exercised in th 
case of companies doing business in thie 
state if they do not observe the rules of 
the acquisition cost agreement. 
When Mr. Bland was made President 
of the United States Fidelity & Guaranp, 
it was up to him to make a decision as ‘ 
what the administration of tiie company 


1 a firmer 
of depart. 


‘would do relative to the acquisition Cost 


rules and every step he has taken relative 
to that question since has been followed 
with the closest attention. It is known 
that Mr. Bland agrees with his late father 
that’ the position of the New York In- 
surance Department in trying to force in- 
surance companies to carry out numerous 
details of acquisition cost is illegal and 
that he has been considerably interested 
in the court decision in Washington where 
Commissioner Fishback was overturned in 
attempting to carry out the legislative 
enactment limiting the number of agents 
according to the size of the town. 


Top Acquisition Cost 


When asked for a statement relative 
to the present position of the company 
respecting the acquisition cost agreement, 
Mr, Bland said: “There should be a top 
acquisition cost on every class of the in- 
surance business which insurance com- 
panies should operate under and not ex- 
ceed, but as to -distribution within that 
acquisition cost pact, no company or body 
of companies or state insurance depart- 
ment should have control and the only in- 


-terest of the latter should be in the top 


cost level. Otherwise, there will be hard- 
ships and injustices as individual compa- 
nies are organized along different lines, 
There should be sufficient latitude so that 
within that top cost each company should 
be permitted to handle its own organiza- 
tion and develop it as it sees fit. 

“As a general proposition but without 
acknowledging the legal right, I am in 
favor of what is trying to be accomplished 
relative to acquisition cost and I propose 
to follow the rules a& nearly as I can with- 
out injuring my organization.” 


Praise for Bureau 


Mr. Bland was asked if he thought that 
the National Bureau of Casualty and 
Surety Underwriters was working along 
the right line in its various functions. He 
said enthusiastically: “The National 
Bureau of Casualty and Surety Under- 
writers is all right. It is quite a remark- 
able organization with departments well 
handled and doing splendid work. Insur- 
ance companies cannot get along without 
it.” 

Running Mates 

One of the most important actions which 
Mr, Bland has taken since becoming prest- 
dent of the United States Fidelity & 
Guaranty was in recommending to the 
board that the company sell the control of 
the Metropolitan Casualty. The sale of 
the company followed. ‘ : 

Asked by The Eastern Underwriter 
representative if he cared to make any 
comment relative to running mates and 
the significance of that sale he said: | 

“The subject of running mates is entire- 
ly too complicated for extended comment 
in an informal interview of this kind. I 
do not care to discuss the subject further 
than to repeat what I said in my annual 
report to stockholders on the 1924 finan- 
cial statement: ‘During the year your com- 
pany received an offer for the controlling 
stock of the Metropolitan Casualty In- 
surance Co. of New York, owned by tt. 
This offer was accepted and a handsome 
profit realized from the transaction. - 

In 1900 the United States F. & G. add 
burglary insurance to its bonding lines. 
By the end of that year the company 
developed a premium income of close to 
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million dollars. On April 1, 1910, the 
, y entered the general casualty field. 
in 1821 it opened its own building in New 
York City at 75 William Street, and in 
i922 opened a new seven-story addition and 
four-story annex | in Baltimore. It also 
tgs its own building in Independence 
Square, Philadelphia. The company has 
1400 employes in Baltimore and 2,400 in 
the branch offices, 450 of whom are in 
New York. 


Summary of Annual Statement 


The company wound up the year 1924 
with net premiums of $33,866,000 and with 
gorplus of nearly $7,000,000. The presi- 
dent summarized the annual statement in 
his report to stockholders in part as fol- 


‘i: é 
Orie growth of your Company’s busi- 


ness during the year has been most satis- 
factory, the net premium writings being 
$93,866,19 1.00, an increase of $3,337,558.94 
wer last year. Income from interests, 
rents and miscellaneous items other than 
premium account, was $1,697,889.43, mak- 
ing total receipts of $35,564,080.43. After 
payment of losses, expenses and taxes, 
there was a credit balance from all sources 
for the year of $3,264,998.85. 

“As a result of operations and increased 
market values of securities we have added 
to surplus $774,830.00, after payment of 
dividends amounting to $900,000.00 and 
adding to reserves the sum of $2,261,164.- 
4, Assets increased during the year $3,- 
(35,994.34, and investments in Stocks and 
Bonds increased $1,031,348.45. 

“Your Company paid in taxes during 
the year the sum of $925,652.19. Of this 
amount, $252,018.25 was paid as a capital 
stock tax to the State of Maryland and 
City of Baltimore. In no other jurisdic- 
tion are surety and casualty companies so 


| heavily burdened by taxation as they are 


in this State, which greatly handicaps all 

Maryland companies from a competitive 
standpoint. 

“The ratio of operating expense de- 
creased during the year 3.3%. The gen- 
eral showing for 1924 is more favorable 
than for the year previous, when, due to 
excessive losses, our operations resulted 
ing a substantial decrease in surplus. 


*+* * Acting under the assumption 
that’ the handling of | Workmen's 
Compensation claims was chiefly a 
medical question, about July Ist 


we reorganized our Medical Department 
along more scientific lines, and as a re- 
sult we have already shown a large sav- 
ing in medical expense. In New York City 
we organized a clinic under the super- 
vision of our own salaried physicians, as 
a result of which we will save orobably 
from $40,000 to $50,000 a year. It. is our 
belief that owing to increases in premium 
rates on certain lines and the administra- 
tive measures inaugurated, the year 1925 
will show considerable improvement in this 
line of business.” 


- Modest Estimate of Surplus 


The Maryland Insurance Department 
has.just made public a report of an ex- 
amination of the United States F. & G., 
made as of December 31, 1923, ome of the 
most interesting features of which was 
that the Department allowed an item of 
$727,436 more surplus than the company 
itself had filed in its report. The report 
by the way concluded with the follewing 
paragraph : 

“The books and accounts are neatly and 
accurately “kept. Adequate reserves are 
maintained, and claim files contain informa- 
tion sufficient to indicate the probable loss. 
The affairs of the Company are efficiently 
managed. Its business is steadily increas- 
ing and is being conservatively underwrit- 
ten. Its policyholders, principals, obligees 
and claimants, are fairly dealt with, and 


book which has grown until at the present 


and the United States F. & G. prints and 
distributes 20,000 copies ‘of it. : cece a 


Attributes That Make 
Successful Claim Men 

ADDRESS OF BURTON EMORY 

Aidtan. Lie Chim Minengur Blessed 


Personnel of Such Departments; 
Must Be Good Mixers 





A successful claim department must 
be a well-rounded-out institution and 
contain men who are completely at ease 
when discussing problems with a claim- 
ant who happens to be a small hotel 
lodger or with a millionaire residing at 
the Plaza, according to Burton E. 
Emory, manager of the liability claims 
department of the Aetna Life in New 
York before the Insurance Society of 
New York. His subject was on liability 
insurance claim adjusting in which he 
told, among other things, of the at- 
tributes necessary to the successful claim 
department and its personnel. 

Continuing, he said in part: “Its 
personnel should be able to meet and 
intelligently discuss claim matters with 
either a Fifth Avenue merchant or a 
Broome Street pushcart peddler. 

“In a cosmopolitan population, espe- 
cially such as we have in New York, the 
successful claim department must almost 
of necessity number among its employees 
men who can speak the more common 
of the foreign languages. For instance. 
a company doing any considerable vol- 
ume of stevedoring insurance would 
have almost daily occasion to use an 
Italian interpreter. Such interpreters 
should be able not only to speak the 
foreign languages but to read and write 
them as well. This is especially true 
when securing a release from a claimant 
who is not familiar with the English 
language or when securing affidavits and 








statements from foreign-speaking wit- 
nesses. 

“It is not an infrequent occurrence to 
have action brought to set aside a re- 
lease which has been secured in the set- 
tlement of a claim with a foreign-speak- 
ing claimant, the allegation being that 
the claimant did not understand the na- 
ture, purport and effect of the release 
which he executed; that he had been 
defrauded and that the settlement should 
be set aside. However, I never knew 
of such a case where the claimant 
offered to return the money already paid 
him in adjustment. 

“The defendant’s position in such a 
case is very materially strengthened if 
he is able to show that the release in 
question was properly interpreted to the 
claimant and that as a matter of fact 
he thoroughly understood what he was 
doing when he executed the release in 
question. The claim department should 
include not only adjusters and field rep- 
resentatives but also a_ considerable 
corps of clerks and statisticians whose 
work is in no way connected with the 
actual settlement of a claim but at the 
same time is essential for the proper 
recording of the department’s activities 
and keeping experience data. 


Need Not Be Medical Man 


“The claim adjuster need not of ne- 
cessity be a medical man; in fact, com- 
paratively few are, but at the same time 
he should have a considerable smatter- 
ing of medical knowledge, and should 
be able to intelligently interpret a high- 
ly technical medical or hospital report or 
bed-side chart. While it does not re- 
quire a lawyer to adjust a claim, at the 
same time a knowledge of legal pro- 
cedure is invaluable and a thorough un- 
derstanding of the law of negligence and 
liability almost an absolute necessity. 

“A claim man is called upon to adjust 
as many different classes of claims as 
his company handles lines of business 
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and he must be intelligent in all of 
these lines. He must be able to construe 
the policy conditions with its many 
varied endorsements and be able to apply 
those conditions to the case at hand. An 
underwriter specializés on one or two 
particular forms of coverage, but the 
claim man must construe the coverage 
given by the policies issued by each of 
the Underwriting Departments. 

“The claim department does not con- 
fine itself and its function to the mere 
settlement of claims but must be recog- 
nized as an adjunct to the business get- 
ting department. It not only is in a 
position to be of material assistance in 
securing new business, but the question 
of whether or not such business is to 
remain on the company’s books will de- 
pend very materially on the manner in 
which the claim department functions 
with respect to claims which are re- 
ported by an assured. 

“The claim department of a successful 
company must have for its motto, one 
word ‘service’ and must constantly keep 
that motto in mind. It realizes that its 
company sells two things when it de- 
livers a policy, ‘protection’ and ‘service.’ 

“It realizes that it can drive away 
more business within a week than the 
underwriter can secure within a month; 
that it must meet the assured in a spirit 
of fairness and square-dealing; that a 
satisfied customer is the best possible 
advertisement; that what its company 
expects is not only results but satisfied 
results.” 





PREVENTION OF DROWNING 


National Safety Council To Conduct 
Campaign Designed to Make 
Swimmers More Careful 


The National Safety Council is mak- 
ing a comprehensive effort to reduce the 
toll of lives in accidental drownings. It 
is estimated by the Council that 6,500 
persons were drowned in the United 
States last year and the Council, through 
educational methods and publicity, ex- 
pects to considerably reduce this figure. 

The campaign will be extended into 
the public and parochial schools, into 
the homes and into the industries. 
Swimming posters will be displayed the 
country over in an effort to interest 
people in learning: how to swim The 
Prone Pressure Method of resuscitation 
will be taught along with ways and 
means of rescuing helpless persons from 
lakes and rivers. Thirty of the coun- 
try’s largest radio stations will broadcast 
talks on the prevention of drownings. . 

“Hints to Swimmers,” being sent out — 
by the Council, follow: 

Don’t swim if you have heart trouble. 

Never go in swimming alone. 

Don’t swim if overheated or tired. 

Don’t swim on a full stomach. Wait 
at least two hours after eating. : 

Dive only where you have accurate 
knowledge of the depth of the water. 

Don’t swim until exhausted. Rest -on 
your back and then swim ashore. 

Don’t struggle if caught in a swift 
current or undertow. The force of the 
current will bring you to the surface; 
then work in toward shore. 

Learn Red Cross life saving and re- 
suscitation methods. Be capable of sav- 
ing others as well as yourself. 








BUY BONDS WITH COMPEN- 
SATION FUND 


Colorado’s industrial commission -in- 
structed the state treasurer to invest 
$51,000 now in the compensation fund in 
Colorado state bonds of the issue 1914, 
the purchase to me made at the -mar- 
ket price, but not to pay over par plus 
accrued interest. The bonds pay 4 per 
cent. “5 





JOINS SCHIFF, TERHUNE & CO. 


Satritiel S. Christy has become associated 
with the brokerage organization of Schiff, 
Terhune & Co., Inc. He was formerly 
associated with*John C. Paige &: Ca. 


PS 
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Safety Conference to 
Be Held in Harrisburg 


GOVERNOR PINCHOT TO SPEAK 


Being Held by Pennsylvania Depart- 
ment of Labor and Industry; 
Previous Meetings Successful 


A safety conference will be held by 
the Pennsylvania Department of Labor 
and Industry in co-operation with the 
Pennsylvania Society of Safety Engineers 
in Harrisburg, on May 22. Conferences 
similar to the one now planned had been 
held in 1923 and 1924, with favorable re- 
sults in the campaign to reduce industrial 
accidents. 

A reduction of 752 accidents is indicated 
in the reports of the department during 
the first months of 1925 and the same 
period of 1924,- Sécretary Richard H. 
Lansburgh points out that the greatest 
reduction accomplished in permanent dis- 
ability accidents was in.-eye- losses. The 
first four months of this year resulted 
in loss of 181 eyes, while during the first 
four months of last year 254 eyes were 
destroyed. The unusual decrease in eye 
losses is attributed to safety education 
among workers and the more general use 
of goggles as result of the safety con- 
ference last year which stressed this point. 

The conference will discuss prevention 
of accidents not covered by safety codes; 
relation of safety in industry in the home 
and on the street; women in industry and 
labor’s responsibility for safety. 

Governor Gifford Pinchot will speak at 
the opening session. C. B. Auel, president 
of the National Safety Council, will pre- 
side at the afternoon session. Other speak- 
ers will be H. B. Harmer, Philadelphia 
Electric Co.; R. B. Inman, United Gas 
Improvement Co.; John Oartel, Carnegie 
Steel Co.; Dr. E. H. McIlvaine, E. G Budd 
Manufacturing Co.; Charles B. Scott, 
American Gas Association; W. E. Jar- 
rard, American Car and Foundry Co.; 


David Williams, vice-president, Interna- 
tional Association of Machinists, and 
member of the Pennsylvania Industrial 
Board; ‘and Miss Charlotte E. Carr, re- 
cently appointed chief of the section of 
women and children, Bureau of Industrial 
Standards, Department of Labor and In- 
dustry. 

Practical demonstrations of methods of 
resuscitation, an exhibit of safety devices, 
showing of motion picture ‘films on safety 
will be features of the conference. 





QUESTION BANK’S LIABILITY 


Suit Grows Out of Loss Following Rob- 
bery From Safe Deposit Box 
in Southern Bank 


Liability of the Bank of Grottoes of 
Grottoes, Va. for loss sustained by a 
renter of a safety deposit box when the 
bank was robbed is involved in a case 
which the United States circuit court of 
appeals sitting at Richmond has under ad- 
visement. Hamet Brown sued for the re- 
covery of $4,000 for loss of valuables in 
a box which he had rented in the bank 
and he was awarded $3,072 by a jury in 
the district court at Harrisonburg. From 
this verdict, the bank appealed. : 

Brown claims that the box was a tin 
affair of flimsy construction, that it was 
not enclosed in a case of steel or similar 
material, as is customary in most banks, 
and afforded practically no protection 
against burglary.. He also asserts that al- 
though there was a sign over the front 
entrance of the bank stating that it was 
insured against burglary in the Maryland 
Casualty, it turned out that it was carry- 
ing no such insurance at the time of the 
robbery. 





J. D. CORY DIES 
J. D. Cory, of Cory, Moorhouse & 
Co., Chicago, died last Saturday follow- 
ing a stroke of paralysis. He was sixty- 
three years of age and had been in the 
local agency business for about thirty 
years. 


STUDENTS GET CERTIFICATES 


Maryland Casualty Holds Exercises for 
Training School Graduating Class; 
A. J. Lilly Among Speakers : 


Certificates of Proficiency were awarded 
May 6 to a large class of graduates in the 
home office classes of the Maryland 
Casualty’s Training School. The gradua- 
tion exercises were attended by Company 
officers and department heads and by 
graduates of former years who compose 
the “Marcasco Alumni Association.” Re- 
marks were made by President F. High- 
lands Burns; Joseph R. Wilson, manager 
development division who organized the 
Training School and has general direction 
of the work, and by J. N. Hulse, super- 
intendent. Austin J. Lilly, general counsel 
of the company, delivered an address on 
the history of insurance. Following the 
exercises, the graduates were entertained 
at lunch by the Alumni Association the 
function being held in the Company Club 
House. 

The Maryland Casualty Training School 
was founded in November 1922. Classes 
are conducted for»shome office employes 
and for agents who go to ‘the home office 
for study. Correspondence classes are con- 
ducted for agents and agency employes as 
well. as for other field men who cannot 
attend the home office classes. Courses 
of study are provided in surety principles, 
casualty principles, field work and sales- 
manship. Elementary classes study the 
rudiments of the business. The advanced 
classes study what is known.as the “De- 
velopment Courses” and graduates receive 
Certificates of Proficiency. Enrollment 
is voluntary. The present enrollment in 
the School totals over 3,000. 





DAVIDSON APPOINTED 
Ogden Davidson has been appointed 
assistant manager to be in charge of the 
casualty underwriting at its New York 
City branch office. Mr. Davidson was 
formerly with the Standard Accident in 
its New York branch office. 


ee 
INSTALMENT SELLING 


Can be Largely Overdone, 
Tregoe of National A;; 
Credit Men 


In discussing installment selling J, 9 
Tregoe, secretary of the National Agen. 
ciation of Credit Men, says this ha Ng 
bad points. He says in a recent pas 
“In my opinion the iastallment plan x 

selling does not lend itseif at all a 
some commodities. The further it is *y 
dulged the more difficult wit! our Pret 
mic problems prove to be. Merely a 
ing goods without some idea of the ee: 
sumer’s ability—without an eye to th. 
future so as to keep distribution at ae 
fairly even, —is not a wise Process, And 
yet such selling occurs in some ro 

these days. If through the Savings ot 
eight months I can buy an article that 
would take me twelve months to pa 
for on the installment plan, then | have 
not been entirely wise in the purchase — 
unless there were very strong reasons 
for me to pay the additional costs and to 
decrease ‘my ability to buy other things 

“To the credit fraternity I would ap- 
peal for very active thought on instal}. 
ment selling, because this is essentially a 
credit subject.” 


Says J. 


ciation 


BURGLARY RATE CHANGES’ 


_The burglary department of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters has adopted new bank bur- 
glary and robbery rates, effective both 
as to new business and renewals as of 
April 23, 1925, in a number of counties 
in the Upper Peninsular of Michigan. 
Bank burglary territorial discounts are 
now 20 per cent, and the robbery rate 
has been changed to $1.00 per thousand, 





Thomas L. Bean, vice-president and 
superintendent of agents of the New 
York Indemnity, is on a business trip in 
Florida. . 
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owners are protected by insurance. 


4,000,000 New Cars 


Even graphic charts fail to adequately impress the average insurance agent 
with the marvelous possibilities for developing automobile casualty lines. 
The automobile insurance proposition is too big to be visualized. 


Manufacturers claim that 4,000,000 new cars will be built and sold in 1925. 
Thousands of motorists, who do not feel called upon to buy a new machine, 
will be operating their Pre-1925 model. So there is no end of prospects. 


As has been frequently stated, only a small proportion of automobile 


This despite the fact that roads are 
congested as never before and the chance of accident has been materially 


Insurance men should push automobile insurance hard during the next few 
weeks. Springtime is the “harvest time” for automobile commissions. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


P. Beresford, U. S. Mgr., Phoenix Assurance Co., Ltd., of London 
D. R. Forgan, Vice Chairman, National Bank of Republic - 
Fred L. Gray, of Fred L. Gray Co., Gem, Agents - - - 
W. C. Potter, President, Guaranty Trust Company of New York 
Geo. D, Webb, of Conkling, 


Price & Webb, Gen. Agents - - 


. | C..M. BERGER 
United States Manager 
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Companies Timid On 
Malpractice Cover 

cLAIMS ATTORNEY’S ADDRESS 


Legal Status Questioned; Actions Are 
Feared By Doctors; Few Companies 
Write This Line 





Many of the companies are reluctant 
o write physicians and surgeons lia- 
pity insurance on account of the large 
hazard involved, and an address by 
oliver G. Browne, claims attorney of 
the New York Central Lines before the 
syracuse Academy of Medicine dealing 
x part with malpractice, is of interest 
in view of the growing concern over 


this question. 
“Every doctor,” says Mr. Browne, 
“ears these malpractice actions which 
are often based on a failure to contem- 
plate that no skill can always restore 
, full function. These actions are ex- 
pensive and embarrassing and do not 
contribute to the enjoyment of a phy- 
jician’s life. Be the merit of such an 
action What it may, it has been gener- 
ally thought thatywhen a workman ac- 
cepts compensation he is estopped from 
bringing an action of this kind against 
the surgeon. .If he may maintain such 
an action then there is an anomalous 
situation, for it has been held repeatedly 
that an employer is liable to pay full 
compensation for the ultimate result of 
all treatment, whether efficient or not. 
Now there seems a tendency to throw 
doubt on it. In one case, Pitkin v. Chap- 
man, 201 Misc. 88, it was held that the 
acceptance of compensation barred such 
an action, but recently this principle was 
invoked in an action in the Supreme 
Court in Brooklyn and the Appellate 
Division of that department has held it 
was not a defense. This case is not re- 


ported and no opinion was handed 
down. 

We are- therefore in some doubt. 
Hopeful efforts are ‘being made to get 
this proposition before the Court of Ap- 
peals so that we may know just what 
the law is. If the decision be that the 
action will lie against the physician, then 
it would seem that the courts must re- 
verse themselves in their position that 
the employer is liable for the ultimate 
result or abandon their well-established 
doctrine that there can be no double 
recovery. The process of recovery in 
these cases is just as much a part of the 
scheme as the accident itself—it is a 
continuous process, compensated ac- 
cordingly—to separate it would involve 
interminable controversies. The out- 
come of this trend in litigation we will 
all watch with interest. 





ODD ST. LOUIS SUIT 


A small splinter resulted in a suit for 
$60,000 damages -against the American 
Railway Express Company being filed in 
the St. Louis’ Circuit Court May 2. by 
Mrs. Ruby Lake Thompson, whose hus- 
band, Clarence E. Thompson, died on 
January 17, last. It is alleged that the 
splinter caused blood poisoning which 
resulted in Thompson’s death. 

Thompson was employed as a freight 
handler for the express company and the 
petition alleges that on December 23, 
1924, while he was handling a box a 
splinter entered his left hand. The suit 
alleges that the company was negligent 
in accepting for shipment a box that 
was rough and had splinters protuding, 
that it was careless in failing to warn 
him of the condition of the box and 
that the vicinity in which he was work- 
ing should have been more adequately 
lighted. 

In asking the damages for $60,000 the 
petition points out that Mrs. Thompson 
was compelled to expend $2,000 for her 
husband’s funeral. 


ENTERTAIN VAN LEAR BLACK 


F..& D. Officials and Department Heads 
Hold Testimonial Celebration; 
With Company Many Years 


Van Lear Black, chairman of the 
board of directors of the Fidelity & 
Deposit, was the guest of honor, May 
8, at a dinner at the Maryland 
Club, given by officials and department 
heads of the company in recognition of 
his services and to celebrate his thir- 
tieth year as a member of the organ- 
ization. 

As a testimonial of the regard in which 
Mr. Black is held by his associates, he 
was presented with a framed etching of 
his yacht, the “Sabalo,” executed by 
James Doyle, a Baltimore artist of na- 
tional reputation. 

Mr. Black is a son of the late H. 
Crawford Black, who was a member of 
the F. & Ds first executive committee. 
His first connection with the company 
was a clerk in 1895, 

In addition to his connection with the 
F. & D., Mr. Black is president of the 
Fidelity Trust Co. of Baltimore, and a 
director of the Consolidation Coal Co., 
the A. S. Abell Co., publishers of the 
“Baltimore Sun”; Massachusetts Mutual 
Life, Chatham & Phoenix National 
Bank, American Ship & Commerce Nav- 
igation Corp., and the American Sugar 
Refining Co. 





GETS LUSITANIA AWARD 

A claim for $25,000 damages has been 
allowed Mrs. Theodate Pope Riddle of 
Farmington, Conn., who sustained injur- 
ies and nervous shock as a result of the 
sinking of the “Lusitania” by a German 
submarine ten years ago. Mrs. Riddle 
was rescued. It was on account of per- 
sonal injuries that $20,000 of her claim 
was allowed, the remaining $5,000 being 
for loss of jewelry and personal prop- 
erty. 


$6,000 FOR GOLF INJURY 


Caddy Struck In Eye By Golf Ball; 
Judgment Against Member of 
Club and Guest 
Walter Biskup, 15 years old, has been 
awarded $6,000. damages by Circuit 
Judge Landwehr in St. Louis.for im- 
paired sight in his right eye sustained 
when struck by a ball on a suburban 

golf links July 4, 1922. 

The judgment was returned against 
George Bluemyer, club member, and 
Homer Hoffman, his guest, for whom 
the boy was caddying. They declared 
they had yelled “fore” and were not re- 
sponsible for the “slice” which drove 
the ball in the caddy’s direction. None 
of the: jury had ever played golf .and 
instruction in the rules was necessary as 
the case progressed. 


F. & D. BREAKING RECORDS 














Results So Far This Year Indicate Com- 
pany’s ‘Anniversary Will Be 
a Banner Year 


The Fidelity & Deposit, which in June 
will celebrate its thirty-fifth anniversary, 
so far this year has shown substarcial 
increases in volume of business written 
oven early part of last year. More busi- 
ness it is reported was written in January 
1925, than in any other previous month and 
during April more than $1,140,000 was 
put on the company’s books, an increase 
of about $150,000 over April 1924. 

On the basis of the first week’s receipts 
in May, company officials report that if 
writings continue at the present rate the 
company will go over. the top with plenty 
of margin to spare. 





OPENS N. Y. BRANCH OFFICE 

The New York Indemnity is opening 
a branch office in New York City at 89 
Maiden Lane. The underwriting will be 
in charge of Frank H. Doran. All Inies 
will be transacted. 
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Snappy Retort by Coolidge 


William Randolph Hearst had break- 
fast with President Coolidge the other 
morning. Must have been some break- 


fast! Hearst is grim and grumpy; the 
President taciturn and sometimes-testy. 

But from Frederick A. Wallis, the New 
York insurance man who is this city’s 
commissioner of correction, and who be- 
fore that was commissioner of immigra- 
tien and deputy police commissioner, I 
learn that the President has a better 
sensé of humor than that generally ac- 
credited to him. 

Commissioner Wallis was _ having 
breakfast with the President, John D. 
Reckefeller, Judge Gary and others, 
who had come down to assure the Presi- 
dent that they were with him in the 
fight for good~- government, although 
why the President should need any as- 
surance in times of peace from private 
citizens that they will help in law en- 
forcement when this country has more 
law enforcement officers now than any 
three countries in the world combined, 
I have never been able to figure out. 

But anyway, at that breakfast, John 
D. Rockefeller repeated the snappy re- 
tort which the President made on his 
Western trip when an over-zealous and 
super-polite dining car steward made his 
fourth trip to the Presidential table, this 
time asking; “And, Mr. President, is the 
coffee all right?” 

“Yes,” said Mr. Coolidge dryly—then, 
after .a pause: “Why, what do you think 
is the matter with it?” 


* * * 


Tearing Up and Tearing Down 
The Avenue 


Fifth Avenue is fighting hard for life 
as a private residence center; but no 
one would be surprised if the Vanderbilts 
followed the example of Vincent‘ Astor 
and many others and sell their homes, 
which once were the show places of the 
street, but which, standing on the high- 
est priced real estate in the world, the 
millionaires now occupy only for short 
periods of time during the year, a most 
expensive luxury. The twin Vanderbilt 
houses across the street from the Plaza, 
aad standing at Fifth Avenue and 58th 
Street, are the most valuable of those 
homes. 

Many of the operators buying the ex- 
chusive Fifth Avenue homes came over 
im the steerage, as did Ben Winter, who 
paid $3,000,000 for the Astor residence. 
They are not to be continued as resi- 
dences, however, but are to be torn 
down and apartments built on the site. 

First the residents of Fifth Avenue 
fought hard against the invasion of 
trade. They lost out, although from 
Washington Square to 14th Street the 
stores have mostly kept away and the 
sweatshop lofts were swept out of the 
Avenue zone. The next fight. was 
against erecting huge apartment houses, 
and here the -victory finally went to the 
tall buildings, but the irony of this as 
well as the changeability of New York 
is seem in the closing on Saturday of 














the Netherland Hotel, which was once 
the tallest hotel in New York, almost 
twenty stories, and which is to be torn 
down to make way for an apartment 
house. New York is not a respecter of 
historic traditions, as it is also stated 
that a house once occupied by a Presi- 
dent of the United States will also en- 
gage the attention of the wreckers. 


* * * 


No Favors for Prohibition Division’s 
Seized Cars in Maryland 


In Baltimore the other day I was enter- 
tained by the manner in which the daily 
newspapers jumped with both feet on the 
proposition of the prohibition authorities 
that the state authorities should not charge 
for license plates on cars seized in rum 
hunts, which cars it was proposed to send 
flying over the highways chasing violators 
of the Eighteenth Amendment. The Gov- 
ernor of Maryland had refused to coun- 
tenance the proposition saying that there 
were enough “snoopers” now. This doc- 
trine met with wide newspaper endorse- 
ment. The Maryland state officials are 
not in sympathy with the Eighteenth 
Amendment and the principal newspapers 
back them up. 


x ok ok 
Welcome Visitors 


Richard H. Thompson, vice-president of 
the Maryland Casualty Company in charge 
of production, recently returned from his 
long trip during which he visited several 
dozen American cities, large and small, 
and saw under the guidance of local 
agents the Elks’ clubs, skyscrapers and 
near skyscrapers, country clubs and near 
country cltibs of several dozen municipali- 
ties. He was the center of attraction at 
the meeting of the Baltimore Casualty & 
Surety Club the other night. The account 
of his journeys was particularly divert- 
ing. A veteran clubman, bon vivant, 
raconteur, diplomat, Beau Brummel, bachel- 
or and good fellow, he enjoyed to the 
limit his trip to the “provinces” and made 
a speech in each town, saying it was the 
grandest and most glorious in the Union. 
Upon each occasion .his auditors agreed 
with him. Everywhere he was most cor- 
dially entertained and promised to make 
a return visit very shortly. . 

Spencer Welton, who is in charge of 
production in the Fidelity & Deposit, also 
a past master and potentate of good-form, 
courtly manner, tact and lovable buoyancy, 
is also off on a long trip during which he 
will address a number of state associations 
of insurance agents, some in the South 
and one as far West as° Nebraska; and 
eat table de hote diners in country hotels 
with a zest indicating that the Waldorf 
chef could do no better. He, too, will 
enthuse over the Elks’ Clubs, Chambers 
of Commerce, Rotary and Kiwanis, and 
he, too, will be magnificently entertained. 
It isn’t every day. that a Spencer Welton 
or a “Dick” Thompson comes to town. 
It is an event which pleases the town, and 
hence their cordial receptions. Too bad 
they can’t visit some of the legislatures 
and show the solons that insurance men 
do not wear horns. 


“Jimmie” Elliott’s Schools for Salesmen 


That “Jimmie” Elliott, the super-trainer 
of salesmen is again under fire—this time 
by. reason of the use of the name and pic- 
ture of President Coolidge in floating the 
stock of a phonofilm company—was ex- 
ceedingly interesting to the life insurance 
fraternity, members of which used to 
wander into the Knickerbocker building 
at 42d Street and Broadway a few years 
ago when Elliott, then in the heyday of 
his power, trained hundreds of salesmen 
every night in high pressure methods, his 
corporation being known as the “Business 
Builders.” Insurance men used to go from 
room to room in the building amazed at 
the standardization of this training. The 
salesmen would hang on to every word 
said to them by the instructors with bated 
breath and on the following day go out 
on the street and sell stock. It developed 
that corporations having stock issues to 
float would take them to Elliott who for 
a certain percentage would agree to get 
rid of the stock. It was because the safety 
of the security did not.always match the 
enthusiastit and optimistic claims of the 
salesmen that. Elliott got into trouble and 
eventually the “Business Builders” fell 
down. 

Elliott was also a master of epigram, 
or at least in recognizing wisdom from 
the philosophers when he saw it, with the 
result that thousands of epigrams and 
sayings were sold by him and placarded 
on the walls of many business offices. 

The chief objection that the life in- 
surance people had to Elliott and still 
have is that he frequently drew sales talent 
away from the offices of the insurance 
general agents. In other words, they some- 
times were out to corrall the same type 
of salesmen as some of Elliott’s, but many 
of these men instead of going to work 
in life. insurance offices selling insurance 
were fascinated by the Elliott organiza- 
tion and went to work for him. 

Elliott is all fire and enthusiasm and 
no one can take an old saw and dress it 
up in new form more effectively than he 
can. It is distressing that his fire has so 
often turned out merely to be a flash. 

ie ee 


The Houston Advertising Convention 


The Associated Advertising Clubs of 
the World are holding their convention 
at Houston, Texas, this week and they 
have the longest program of any conven- 
tion that I have ever seen. It is “an inter- 
national affair, as there are a number of 
advertising men from England in attend- 
ance. The only insurance speaker I note 
on the program is Joe Marshall of the 
Fidelity Mutual Life at Pasadena, Cal., 
who is to discuss the duties and respon- 
sibilities of an advertising club. 

To my way of thinking, the most inter- 
esting feature of the program is the part 
devoted to.a discussion of church adver- 
tising. Churches, are advertising them- 
selves and religion in regular go-getter 
fashion nowadays and what they are talk- 
ing about in Houston on this subject is 
illustrated by the list of speakers and their 
subjects in that one division alone. That 
part of the program follows: 


“A Remarkable Co-operative Interchurch 
Campaign,” A. Corry, church ad- 
vertising specialist, Philadelphia. 

“The Church and. the Newspaper,” John 
T. Brabner Smith, in charge of secular 
press publicity, world service agencies, 
Methodist Episcopal Church, Chicago. 

“Broadcasting Religion to a_- Receptive 

- World,’ Graham Stewart, advertising 
director, People’s Popular Monthly, Des 
Moines. ’ 

“How to Win Newspaper Co-operation,” 
Frank Le-Roy Blanchard, director pub- 
lic relations, Henry L. Doherty & Co., 
New: York. 

“What Has the Church Got to Advertise?” 
Rev. Kerrison Juniper, pastor, First 
Congregational Church, St. Petersburg, 
Fla. 

“Some Effective Methods From My Ex- 
perience,” Rey. P. B. Hill, Pastor, First 
Presbyterian Church, San Antonio. 

“The Advertising of Truth,” Norman T. 

Munder, president, Norman T. A. 


Munder Company, Baltimore. 
“Putting Religion on the Front Page,” E: 
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P. Beebe, assistant treasurer, Iron Age 
Publishing Company, New York. 
“Can the Church Use Poster Advertis. 
ing?” Clarence B. Lovell. advertising 
manager, Poster Advertising Company 
Inc., New York. 4 

“Church Advertising in England,” Sj 
Joseph Fox, Hallett, Fox & end 
London, England. 

“Impressions of Current Church Adver- 
tising,” Norman M. Parrott, secretary, 
Advertising Club of Baltimore. 

“The Church’s Outside Audience,” Joseph 
M. Ramsey, business manager, The Ex- 
positor, Cleveland. 

* * * 

A Warning To Radio Fans 

The Travelers print in one of its pub- 
lications this warning to radio fans: 

“A recent newspaper item states that 

experiments have been made in the use 

of electric power wires for broadcasting 

radio programs. It also says that ‘within 

a short time anyone may hear radio con- 

certs. by simply connecting a pair of 
head phones to an electric-light socket 
in the home.’ It is true that this may 
become possible, and, in fact, there is 
in use at present a device which, when 
screwed into an electric-light socket and 
connected with a receiving set, enables 
the user to ‘listen-in’ with fairly satis- 
factory results, under some conditions. 

“We fear, however, that the announce- 
ment to which we refer may lead radio 
users to make experiments which may 
result seriously to them, on account of 
the lack of proper appliances and an 
inadequate appreciation of the dangers 
that are associated with the electric cur- 
rent, even at the ordinary voltage that 
is used in house-lighting circuits. We 
strongly advise against untiniecly expert 
mentation in the suggested direction, for 
it is far safer to make use only of ap- 
paratus that has been thoroughly tested 
out and investigated by men who are 
experts in such matters. An electri 
power circuit, or lighting circuit, should 
be treated with respectful caution. It 

not a safe plaything for one who #8 

inept in such matters. Lack of § 
and knowledge in the handling of elec 
trical conductors has been the cause of 
many fatal shocks, and has a!so be 
the prime factor in numerous sefl 
fires.” 










CELEBRATE ANNIVERSARY 
Herman Hoopes, Inc., genera! agents ¢ 
the Fidelity & Deposit in Philadel 
celebrated its thirty-second anniversary 
cently with a dinner and dance at 
Hotel Pennsylvania. L. E. Exline Ww 
the toastmaster for the —. oa 
ident of the ag 

Edward H , president hagte 


: the history and aclactasents of the agency. 
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000,000 People 
ae Tracks Daily 
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w DATA ABOUT ACCIDENTS 





fy Five Years 10000 Persons Have 
Been Killed and 30,000 Injured At 


Railroad Crossings 











president C. B. Auel, of the National 
saiety Council, has issued an interest- 
gg statement about a comparatively re- 
cent complication relative to motor 
yansportation and accidents at railroad 
de crossings. The surprising num- 
jer of 15,000,000 automobile owners and 
ditional millions of persons ride and 
yalk across railroad tracks every day. 
In five years ending this month, ap- 
proximately 10,000 persons have been 
filled and 30,000 injured at grade cross- 
igs. The latest figures available show 
fat 80 per cent of the accidents at these 


gossings involve the occupants of auto- 
nobiles. y 
An analysis has demonstrated that 


Ne of the accidents occur in broad 
jylight and 63% at crossings where the 
yew is entirely open and unobstructed. 
The majority of accidents occur, accord- 
ng to the same authority, at crossings 
yith which the driver is wholly familiar. 
further analysis shows that 14% of 
these accidents are due to the driver 
olliding with the side of: moving trains. 
There might be some excuse for collid- 
ing with the forward portion of the 
locomotive, but when the collision oc- 








GOOD FRAUD BOND WRITER 
From August 4, 1924, to February 19, 
1925, John Murney, a fraud bond sales- 
man at the New York office of the 
United States F. & G., wrote $8,645. 


curs 40 or 60 cars from the forward end 
of the train it would seem that this 
would resolve itself into an extremely 
reckless act. 

The general public is being taught to 
prevent public accidents by posters, mo- 
tion pictures, public safety demonstra- 
tions. The newspapers and magazines 
of the country are using their powerful 
influence against accidents. More than 
60 cities, ranging in population from 
25,000 to 6,000,000 have organized local 
safety councils which include in_ their 
organizations the most influential and 
prominent persons of their respective 
communities. These local councils 
reach more than 15,000,000 persons with 
their accident prevention activities. 





DISCUSS 12% INCREASE 





Most Compensation Companies Favor 
It; So Do Mutuals; Attitude of 
State Fund 
At the meeting of the executive com- 
mittee of the Compensation Inspection 
Rating Board three or four stock com- 
panies opposed the proposition of 4 12% 
increase in compensation rates, but most 
of the stock companies favored it. The 
mutuals favored the increase. The po- 
sition of the State Fund is that it would 
not oppose the increase if in connection 
with it there was linked a campaign to 
reduce the frequency of accidents. The 
subject is to be submitted to the New 

York Insurance Department. 





ENTENTE CORDIALE 


In the current issue of the “National 
Surety News” is reprinted an article on 
taxation of insurance companies, writ- 
ten by R. Howard Bland, president ot 
the United States F. & G. 





F. N. Cotter, Pacific Coast manager of 
the Royal Indemnity, spent a few days in 
New York last week. 


Move Started To 
Combat Reciprocals 


PHILADELPHIA ASS’N ACTS 





To Further Interests of Stock Companies 
Through Education; H. K. Rem- 
ington to Handle Publicity 





A move to combat the efforts of re- 
ciprocal exchanges and automobile or- 
ganizations offering automobile cover- 
age at cost on a participating basis has 
been taken by the Casualty Under- 
writers’ Association of Philadelphia, this 
organization having decided to organize 
a general association consisting of stock 
insurance companies, their representa- 


tives and brokers, interested in stock 
insurance, to further stock insurance 
interests. 


This action was agreed to at a meeting 
last Tuesday at which time the follow- 
ing statement was issued by the execu- 
tive committee of the Association: “For 
some time it has been felt that there 
was a need of amalgamating the various 
interests selling stock insurance into an 
association, through the medium of 
which the general public would be edu- 
cated to a better appreciation of what 
insurance in a stock company is, the 
security -back of such insurance and the 
service rendered thereby.” 

For some time the Casualty Associa- 
tion has been holding meetings to dis- 
cuss the possibility of combating the 
competition of the reciprocal exchanges 
and recently has been considering the 
move of the Keystone Automobile Club 
which has entered the insurance field 








A farewell banquet was tendered George 
L. Truitt, retiring vice-president and gen- 
eral manager of the Northwestern Casual- 
ty & Surety, by some of the employes of 
the company in Milwaukee last week. 


by offering to write automobiles of its 
members on a reciprocal basis and at 
rates below manual. 


When the Keystone Club decided to 
write insurance a group of prominent 
insurance men withdrew from this club 
in protest against the action and urged 
their friends to do likewise. Harold K. 
Remington, Philadelphia manager of the 
Aetna Life and Affiliated Companies, is 
in charge of the publicity of thé new 
move of the stock company interests. 





BRITISH BUDGET INSURANCES 





Changes Have Not- Resulted in Much 
Being Written; Summary of Rate 

Fluctuations 

insurance was written in 


Not much 


.the London market this year in con- 


nection with the State Budget changes. 
Early. in April some insurances were 
placed to cover the risk of the reim- 
position of the McKenna import duties 
on foreign manufactured goods at vary- 
ing rates of premium which suggested 


that this course was not thought prob- 
able by underwriters. On the eve of 
the Budget a rate of 30% was paid to 
cover the risk of the reimposition of 
the duty on imported automobiles, and 
in that case a claim is now due. The 
risk of any alteration in the duty on 
wines was written immediately prior to 
the announcement of the Budget’ at 25%, 
equivalent to odds of three to one 
against the risk. A certain amount of 
business was written at rates rarging 
from 15 to 30% to provide for the pay- 
ment of a claim should there be no re- 
duction in the rate of income tax, and 
the risk of a reduction by one shilling 
(25 cents) was also written at 15%. 
The actual reduction was half this sum. 
Some underwriters, at any rate, are 
known to have realized small balances 
on the right side of their accounts. 
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$100,0 


VER _ $100,000,000 has been paid in claims by the Maryland 
Casualty Company since its organization in 1898. 


Sprinkler Leakage 
Water Damage 
Plate Glass . 
Engine 

Fly-Wheel 
Burglary 


Check Alteration 
and Forgery 


CASUALTY 
INSURANCE 


Surety Bonds 


Maryland 
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00,000 


These figures giye an impressive idea of-the scope of-the Company’s 
operations during“its 27: years: of-existence. They are ati €ffective cont- 
ment on“therCompany’s ability and willingness ‘to pay claims. ~The ~ 


total resources of thé Company are dver $33,000,000. 


This record of satisfaction to policyholders and the strong financial 
position of the Company give abundant assurance of future service. 
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Attempt To Check Long 
Term Car Note Maturity 


NOT ENTIRELY SUCCESSFUL 





Auto Finance Companies Not Living Up 
to Resolutions of One Year, Twelve 
| tall ry Pay ts 








In commenting upon the significance 
of the statement in THE Eastern UNDER- 
WRITER automobile edition relative to the 
action of the National Association of 
Finance Companies in limiting maximum 
maturities of installment paper, one oi 
the leading automobile underwriters in 
the country, having extensive relations 
with automobile finance business, said 
to THE EAsTeRN UNDERWRITER this week: 

“During the early part of the year the 
National. Association of Finance Com- 
panies adopted certain resolutions which 
represented a forward step in the busi- 
ness of financing automobiles, and thus 
established a code of good practices 
carrying the unqualified endorsement of 
the Banking Interests, the Bonding 
Companies and the Fire and Theft In- 
surance Companies. 

“Among the good practices endorsed 
by the National Association of Finance 
Companies was the absolute.need for 
limiting the maximum maturity of 
monthly installment paper covering new 
passenger automobiles to not exceeding 
twelve months and payable-im equal 
monthly instaliments. The reasons for 
adopting this rule of good practice are 
obvious. There had been a growing 
tendency on the part of many automo- 
bile finance companies to extend long 
term: contracts. Eighteen months’ ma- 
turities were rapidly becoming the com- 
mon practice. Furthermore, many finance 
companies were accepting paper for 
twelve months’ maturity with eleven 
equal monthly installments and an ex- 
ceedingly large twelfth installment. This 
later practice being a subterfuge which 
presaged the refinancing of the last 
monthly installment for an additional 
period of six or twelve months. The 
slogan of not more than twelve equal 
monthly installments adopted by the Na- 
tional Association of Finance Companies 
meeting in Chicago has apparently been 
short-lived and the active stress of com- 
petition has forced many to disregard 
good practices in their greed for spring 
business. 


Deplores Tendency 

“It is reported that even in Chicago, 
the city which. witnessed the birth of 
finance company good resolutions, there 
is'a rather general departure from the 
rule that is obviously for the general 
good of the financed automobile. busi- 
ness. Some finance companies have dis- 
tributed rate charts to automobile deal- 
ers, quoting rates for sixteen and eigh- 
teen-month maturities. 

“Tt is most unfortunate that the Na- 
tional Association of Finance Companies 
has not deplored this tendency because 
the bankers and the bonding and insur- 
ance companies cannot help but view 
with alarm the moral breakdown of this 
organization which was expected to cure 
the evils that unfair and illegitimate 
competition had forced into-an. other- 
wise fundamentally sound business. 


“The finance companiés must realize 


the importance 6f ‘contrélimg their ‘own 


operations and safeguarding the collat-" 


eral which supports the bankers’ loans. 
It- is safe to say that the future of the 
automobile industry really depends upon 
the manner of financing time sales be- 
cause 70 per cent of the automobile pro- 
duction of the United States is dispensed 
to the public through the medium of au- 
tomobile financing. The National Asso- 
ciation of Finance Companies cannot 
therefore be considered in restraint of 
trade if it adopts and, through a gentle- 
men’s agreement, endeavors to enforce 
a resolution that is for the future good 
of an industry that now supports many 
thousands of people. 


“The whole question is a broad one, 


involving much. more than the petty 
competition that exists between the 
small, unsoundly operated finance com- 
pany and the large finance company 
headed by the men with visions of the 
future importance of their business. 

“The insurance companies and the 
bonding companies along with the bank- 
ers of the country are vitally interested 
in the outcome of the apparent lack of 
respect for the good practice of not 
more than twelve equal monthly install- 
ments, and any finance company that 
continues to encourage rather than de- 
feat the good rule will no doubt be called 
upon to answer for any future depres- 
sion in the automobile industry. The 
credit structure of any industry cannot 
be inflated beyond a certain point of 
safety and it is obvious that long term 
credits in the automotive industry are 
unsound because of the fact that the 
saleable value of the collateral under 
long term maturity will be less than the 
amount of extended credit, and no bank 
wants to loan more on any collateral 
than its value under a normal unenforced 
liquidation. 

“Many insurance companies are re- 
viewing their finance company accounts 
with respect to long term maturity be- 
cause there will be an obvious moral 
hazard attached to any automobile in- 
surance where installments extend be- 
yond the first insurable year.” 





CRITICIZES POLICY 





Michigan Court Says Contract of Mu- 
tual Hail Insurance Co. Is Misleading 
Judge James Parkinson, of Lansing, 

Mich., has ruled in the case of Ray 
Campbell, a farmer who sued Michigan 
Mutual Hail Insurance Co. for insur- 
ance he claimed due for damage to his 
pea crop, that the company’s policy 
was contradictory and misleading and 
that the farmer was entitled to the full 
amount of damage despite the com- 
pany’s denial of liability. The policy, 
it was pointed out, stated early in the 
contract that the insured was protected 
up to the full amount of his policy, 
while a later clause in the by-laws lim- 
ited payment ona single loss to 3% of 
the total business written in a given 
class. So, though the company had ac- 
cepted a premium on a basis of $4,000 
protection for Campbell, it claimed it 
owed him but an $1,800 maximum be- 
cause but $60,000 worth of pea- business 
had been written for the year.. Liability 
had first been denied entirely, the com- 
pany staging an arbitration proceedings 
in which a verdict of no hail damage 
was rendered. 


‘Company officials say that the Camp- 


bell case will be appealed to the supreme 
court, as it is claimed that a number oi 
errors were made in rendering findings. 





$100,000 ST. LOUIS SUIT 

Suit for $100,000 damages has been 
filed in the St. Louis Circuit Court by 
Mrs. Mary Rush, 30 years old, 1309 
South Thirteenth Street, St. Louis, 
against the Meyer-Bannerman Real 
Estate Company, owners of a building 
at 806 Lucas Avenue, and the C. J. 
Lewis Mercantile Company, lessee. 
Mrs: Rush «asks the damages for» in- 
juries .sustained when she fell down an 


elevator shaft at the Lucas Avenue. ad- . 
adtess. At the time of the mishap she 


was carrying an infant baby, but the 
child miraculously escaped injury. Patrol- 
man Joseph Casey, who was called 
to help Mrs. Rush, also was injured by 
falling into the shaft. 

_ Mrs. Rush claimed to have received 
injuries that have -crippled her perma- 
nently. 





DISCUSS INSPECTION PLAN 

A meeting of the burglary department 
of the National Bureau of Casualty & 
Surety Underwriters was held to dis- 
cuss certain changes in the central 


inspection plan under consideration for 
adoption. : 


MOTOR BUS SAFETY 


Discussed By Engineer of Casualty ‘and 


Automotive Department, Under- 
' writers’ Laboratories 


“The Safe Operation of the Motor 
Bus” is the topic of an article inthe 
magazine of the Underwriters’ Labora- 
tories, Chicago, written by George D. 
Becker, assistant engineer of the Lab- 
oratories. It winds up as follows: 

“In conclusion, let it be said that the 
coach of perfect design and operated by 
the most efficient chauffeur is of no 
avail if the maintenance of the bus is 
neglected. Well organized companies 
recognize this fact, but until legislation 
requires inspection, the maintenance will 
be kept in the background as much as 
possible. The braking systems require 
frequent inspection and adjustments in 
order to be kept at 100 per cent. Grease 
retainers must often be replaced to pre- 
vent lubricants from accumulating on 
brake linings. The reserve power of 
an engine cannot be maintained unless 
the valves are reground periodically, 
bearings adjusted, carbon removed, and 
worn parts replaced. Maintenance of 
the entire bus is not expensive if carried 
on in a business-like manner, put irre- 
spective of this the traveling public is 
entitled to the assurance that the ve- 
hicles operated by public utilities and 
private concerns are ‘properly main- 
tained. 





APPOINTED SERVICE ENGINEER 


C. J. Peacock, formerly assistant 
chief inspector at the New York office 
of the Underwriters’ Laboratories, has 
been made service engineer. His new 
duties consist of visiting with the staff 
of various inspection organizations, mu- 
nicipal and others in cities in western 
Connecticut, Massachusetts, eastern New 
York and Pennsylvania, and New Jersey. 
Mr. Peacock has been with the staft 
of the New York office since 1913. 








United States 
Fidelity 
and 


Guaranty Company 
R. HOWARD BLAND 


President 


A record of paying 
intwenty-seven 
years 1,333,440 
claims in the 
amount of $11,366, 
728.67. This, after 
all, is the acid test. 
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BALTIMORE 





Net Premiums in 1924 
Over $33,000,000 
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Accident and Health 








HE CONTINENTAL is in- 
terested in having not only 
| its agents but agents of other 
companies make as much money 
as they can. The more prosperous 
a man is the better agent he 


Casualty and Surety facilities of 
the CONTINENTAL will in- 
crease your bank account. 


H. G. B. ALEXANDER, Pres. 


910 S. Michigan Avenue © 
CHICAGO 
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Yost Sees Premiums 

In Business Societies 
IDELITY OPPORTUNITIES 


Benevolent Associations and Even Ceme- 
tery Organizations Can Be Culti- 
yated By Wide-Awake Agents 





Where is there a community in these 
hays of social development and civie co- 
operation which does not have its 
penevolent organizations and local busi- 
yess service clubs? asks J. G. Yost of 
ihe Fidelity & Deposit. 

In every town, however small, there 
ave been organized in recent years, 
dubs for the advancement of business, 
ocieties having some educational or 
inevolent purpose, and merchants’ as- 
ociations, exchanges and other institu- 
ons for the trade and benefit of their 

bers. 
Pere is a fertile field for insurance men 
yho are alert to the possibilities of de- 
yloping fidelity and surety business. 

A great many of these organizations, 
whose membership is composed largely 
of business men and women, realize the 
importance of bonding their officers and 
require it. Likewise, the majority of 
he officers, realizing the confidence re- 
posed in them and desiring to conduct 
the affairs of their associations in a 
wrely business-like fashion, request that 
they be bonded. They are naturally 
tigh type, efficient men and women, be- 
ing selected from among their members 
by the majority. That makes them good 
fidelity risks, and should make them 
targets for all aggressive surety agents. 
The best way, of course, to ascertain 
the specific organizations or institu- 
tions that make up this group is through 
reference to the rate manual, says Mr. 
Yost. But, just as a reminder, the fol- 
wing may give you an idea of some 
business you may secure now: 

Charitable, Benevolent, Religious or 


— 


Educational Institutions. 

Colleges and Institutions of learning 
above the grade of Normal Schools. 

Institutions, semi-public, having some 
charitable, educational or benevolent 
purpose. 

Cemetery Associations. 

College or Greek letter Societies or 
Fraternities. 

‘Employes’ Mutual Aid or Relief As- 
sociations. 

Leagues or Associations of Veterans 
or Sons of Veterans. 

Public Institutions which are partly 
self-supporting and partly in receipt of 
State or public funds—such as Public 
Libraries, Universities, Firemen’s or Po- 
licemen’s Pension and Relief Associa- 
tions. 

Boards of Trade. 

Chambers of Commerce. 

Merchants’ Associations. 

Business Exchinges, such as Stock, 
Cotton, Coffee and Produce Exchanges, 
and other institutions for the trade and 
benefit of their members, such as Ro- 
tary, Kiwanis, Optimist, Lions Clubs, and 
like organizations. 

The rate for bonds protecting these 
organizations is extremely low, twenty- 
five cents per $100 with a minimum pre- 
mium of $2.50 for each officer or em- 
ploye bonded. 


It is frequently the practice of these 
institutions to designate certain direc- 
tors, trustees or members of finance 
committees as custodians of the institu- 
tions’ funds or securities. Such men or 
women, having as they do, the confi- 
dence of their fellow members, are con- 
sidered good, and are generally accept- 
able as fidelity risks. 

Where two or more members of the 
association or institution are bonded as 
members of such committee and have 
power to sign checks (at least two sig- 
natures being required to each check) 
the rate for a fidelity bond is twenty 
cents per $100, with a minimum pre- 
mium of $2.50 for each person. 

For such committee members not au- 
thorized to sign checks (where at least 


LIVESTOCK MORTALITY 





Government and State of New York 
Get Out Some Interesting Sta- 
tistics on Subject 
Albany, May 12.—Statistics regarding 
mortality of livestock in New York State 
of special interest to insurance com- 
panies writing this class of risks have 
been compiled by the United States De- 
partment of Agriculture in co-operation 
with the New York State Department 
of Farms and Markets. Livestock came 
through the winter in good shape and 
losses, due to disease, were about aver- 
age. Losses per thousand head are 

estimated as follows: 


RROUSER Ss oo vad oa us Bek ch wean 11 

Cattle (not including those slaugh- 
tered after reacting to tuberculosis 
test in tuberculosis eradication cam- 


DOIN oes i isicvaadcddtenedarbecrcens 16 
SIMD UES oie bin dv Rts CAPE Aa eee 16 
Lambs (from disease and éxposure).. 32 
Swine (all ages from disease)....... 15 


, 

With ‘abundant roughage, and a gen- 
erally favorable winter, livestock is in 
good conditions to go on pasture, though 
some cattle are reported somewhat thin 
in flesh. The reported conditions in per 
cent were: 


OCS 66 ik ee eae ace 97 
COME SS cates: eben. 95 
sheen: wrid. Lames, soi. -. ce os0065- 96 
SWS 5 boa pat aie esc eeee.« 93 





The Royal Indemnity has appointed 
the Union Trust Abstract Co., of Flint, 
Mich., as general agents. 








two members are required to obtain ac- 
cess to securities) the rate for a Fidelity 
Bond is fifteen cents per $100, with a 
minimum premium of $2.50 for each 
person bonded. 


$20,000 FOR $20 
Connecticut General Life Places New 
Accident Policy on- Market; Has 
Liberal Clauses 


The Connecticut General Life is offer- 
ing a $20,000 accident policy for $20. 
This policy pays in case injuries are due 
to burning, wrecking or derailment of rail- 
way or street car, burning or wrecking of 
a passenger vessel, burning of hotel or 
passenger elevator accident, $20,000 for 
the loss of life, both hands or both feet 
or sight of both eyes, one hand or one 
foot or either hand or foot and sight of 
one eye. It pays $10,009 for the loss oi 
either hand or foot and $5,000 for the 
loss of sight of one eye. 

When injuries are due to any other ac- 
cident, benefits are one-quarter of the 
above amounts. In addition $25 a week 
will be paid during total disability, or 
optional lump sum indemnity in case of 
dislocations and fractures, and there are 
payments for partial disability, operation 
arid hospital or nurses’ fees. 





LLOYD’S DECISION 


A decision has been handed down in 
the United States District Court to the 
effect that service in a suit brought 
against a syndicate of underwriters at 
Lloyd’s, London, cannot be made on the 
agent of the corporation, Lloyd’s, in 
New York. The case is that of Edith 
Bobe, plaintiff, vs. Lloyd’s,. a corpora- 
tion, as treasurer, etc., and American 
Agency Association, Inc., etc., defendant, 
and was held before Judge John C. 
Knox. 





MARYLAND PROMOTIONS 

The Maryland Casualty has promoted 
Edgar W. Carr and Robert C. Coughlin, 
Jr., as assistant managers. Mr. Carr 
becomes assistant manager of the liabil- 
ity, compensation and automobile de- 
partments, while Mr. Coughlin becomes 
assistant manager of the property dam- 
age claims division. 
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AND SURETY AGENTS. 


— Noth 


WM. B. JOYCE, Chairman 


115 BROADWAY 
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NOWHERE ELSE IN THE WORLD 


Is there assembled under one roof such an array of surety talent as the NEW 
YORK INDEMNITY COMPANY has at its disposal. 


It is precisely the same talent that built the enviable reputation now enjoyed 
by the NATIONAL, THE WORLD’S LARGEST SURETY COMPANY. 


It is precisely the same talent that has develo 
ship than all other companies combined. 


It is precisely the same talent that has 


COMMISSIONS to agents. | 
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WE OFFER THIS UNEXCELLED SERVICE TO FIDELITY 
IF INTERESTED ADDRESS 





M. O. GARNER, President 


NEW YORK CITY 
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JUST AS THERE IS A CERTAIN STANDARD "y 
FOR THOSE WHO INVEST. IN BONDS, ii 
THERE IS A SIMILAR STANDARD FOR li 
THOSE WHO REQUIRE INSURANCE. : 


TODAY THE RED ROYAL SHIELD ON AN cn 
INSURANCE POLICY IS THE SYMBOL OF with 
THE HIGHEST STANDARD OF SECURITY, | oh 
PROTECTION AND SERVICE. ee: 





INSURANCE COMPANY LTD : 


DEPARTMENTAL OFFICES: the 
ATLANTA, GA. CHICAGO, ILL. 7 
1 Milton Dargan, Manager Elwin W. Law, Manager at | 

NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL lan 
Frederick B. Kellam, Manager Field & Cowles, Managers Rolla V. Watt, Manager ~- Mr 














